^rgf2d 

atvav 

thg  B£ST 
in  its  CLASS/ 


StorMaster 


MAIL  THIS  COUPON 

TODAY. 


with  NEW  improved  TRIPLE  TRACK  action 

Aluminum  Combination  Weather  Window 
A  PRODUCT  OF  STORM  SASH,  INC. 

Far  and  away  the  best  in  its  class.  The  Sformasfer  offers 
every  sellable  feature  the  home  owner  wants,  features  you 
distributors  and  dealers  will  recognize  immediately.  And 
here's  something  else.  Because  every  Stormaster  product 
is  quality  controlled  within  our  own  plant  from  smelting, 
extruding  and  production,  we  are  able  to  offer  lower 
prices  and  faster  deliveries — TWO  big  factors  that  make 
real  profits  for  you. 


DitlfibulofS  -  dealers,  get 
the  focts  behind  the  com¬ 
plete  line  of  Stormaster 
Combination  Windows 
ond  Doors. 


STORM  SASH,  INC. 

706  SOUTH  STATE  •  GIRARD,  OHIO 
All  INQUIRIES  TREATED  CONFIDENTIALLY 


Dept.  B 


I  AM  A  DEALER 
NAME 
ADDRESS 
CITY 


DISTRIBUTOR 


I  AM 


STATE 


ZONE 


Hill  lilNi.  ,s|T.  I.M.TIlS  \  IIOMK  I M  HKi  i\  F  M  K.\  I  liK.M.KK.  V,.!  5,  .\o,  11,  M.i>.  I’uHishrd  monthly  l.v  ll.lTmtiii  H.ihl.cotions,  Inc.,  4:5  Koiirth 

.\\r..  New  Ti.ik  In,  S  Sul'M'tii'tton  price,  Ilome*.tic  J.l.lMi  iht  year,  ,i.s  cents  per  copy;  1  .itnnla  .and  Foreign,  $4.00  jkt  year.  Keentereil  as  sectmd  cla.s  matter 
Novemlier  .’n,  l‘l.■'J  at  the  Host  tlmcc  at  New  Sotk,  N.  V.  under  the  .\ct  of  March  .1,  1R79, 


You  Mr.  Dealer 
Can  Now  Get  • 


The  General  Aluminum  Products  Corporation 
MANUFACTURERS  of  Aluminum 
Weather-Protection  Products 
Invites 

Dealers  and  Distributors  Throughout 
The  United  States  to  MERCHANDISE 

GEM-ALUM 


•  All  Aluminum  Awnings 

•  All  Aluminum  Storm  Doors 

•  All  Aluminum  Triple  Track  Storm  Windows 

•  All  Aluminum  Two-Track  Storm  Windows 

•  All  Aluminum  Casement  Type  Storm  Windows 


Manufactured,  Sold  and  Shipped  Direct  to  You  From  Our  Own  Plant 


NOW  Is  the  Time  to  Join  Our  Established  Organization 
Whose  Policy  Is  to  Offer  a  Complete  Line  of  Products  of  the: 

•  Finest  Aluminum  Construction  •  Competitively  Priced 

•  Smartly  Styled  •  Quickly  Delivered 

•  Thoroughly  Engineered 

TO  ASSURE  YOU  LEADERSHIP  OVER  COMPETITION 
Profit  RIGHT  Now!!  WRITE  NOW!! 

GENERAL  ALUMINUM  PRODUCTS  CORP. 

3949  SOUTH  FEDERAL  STREET  WAgner  4-9700  CHICAGO  9,  ILLINOIS 
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Are  Awnings  for  Museums 

KOOLSHADE  NOW 
OBSOLETES  HEAT- 
TRAPPING  AWNINGS 


The  horse  and  buggy  was  pretty  good  transporta¬ 
tion  —  until  the  automobile  came  along. 

The  awning  was  fairly  good  protection  . . .  from 
the  sun  —  until  KoolShade  Sunscreen  was  put  on 
the  market.  Now  we  know  that  it  was  a  heat-trap 
that  faded  and  tore  in  the  sun  and  wind. 

Ingersoll  KoolShade  Sunscreen  blocks  out  as 
much  as  87%  of  the  sun’s  heat  and  keeps  rooms 
up  to  15°  cooler ...  prevents  eye-straining  sun 
glare . . .  keeps  out  rug  and  drapery  fading  sun¬ 
light.  While  it  blocks  bugs  and  insects  the  same 
as  ordinary  screen. 

KoolShade  is  like  a  tiny  bronze  Venetian  blind 
with  louvers  permanently  set  at  17°  for  greatest 
efficiency.  As  part  of  a  combination  storm  window 
or  door,  it  does  a  wonderful  weather  protection 
job  that  is  easy  to  demonstrate  and  easy  to  sell. 
Only  genuine  KoolShade  has  the  exclusive  u  oven 
strength  to  insure  years  of  satisfactory  service. 


I  -  — -'-'^INGERSOll  3-WAY* 

COMBINATION  WINDOW 
Ftoturet  fh*  fomout  3-way  pratection 
from  1.  Winter  cold;  2.  Summer  »un;  3.  Iniects.  Made 
from  extruded  aluminum,  quick  ond  easy  to  install. 
Provides  tight  weather  seal.  All  extruded  aluminum. 

INOERSOLL  3-WAY*  COMBINA- 

TION  DOOR  -  KoolShode  for  all- 

year  protection.  Full  inch  thick.  All  1  j 

extruded  oluminum.  Aluminum  door  J  ,  || 

|omb  for  efficient  seal.  No  bolts  or  I  filK  j|| 

Krews  on  door  foce.  Push  bar  at  ■  I 

right  height  for  convenience  and  V  n 

strength,  large  upper  insert  gives  P 

full  visibility.  Hinges,  latch,  closer  Mp" — 

included  at  competitive  price.  1  '*'*'■“■**^*1 

INGERSOLL  CASEMENT  STORM  |\ 

WINDOWS  —  Attached  outside  for 

most  efficient  condensation  control,  t 

Extruded  oluminum.  Hinged  to  case-  A 

ment  for  easy  washing.  Easy  to  Kw  j 

Install.  Special  weather-seal. Optionol  jjjB^ 

KoolShade  snaps  on  and  off. 

*Trode  Mork 


KoolShade  Sunscreen  is  a  product  of  the  Ingersoll  Products  Division  of  Borg-Worner  Corp. 
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New  Ingersoll  marketing 
program  brings  reduced  price 


That’s  right . . .  you  read  it  correctly  . . . 
you  can  now  sell  Ingersoll  3-Way 
Combination  Windows  and  Doors  with 
genuine  KoolShade  Sunscreen  inserts  for 
no  more  than  windows  and  doors  with 
ordinary  screen. 

The  genius  that  has  put  Borg-Warner 
Corporation  up  front  in  the  American 
business  parade  now  is  putting  their 
Ingersoll  door  and  window  distributors 


and  dealers  at  the  head  of  the  weather 
protection  parade. 

No  one  in  this  business  offers  more  than 
ordinary  insect  screen  to  the  public. 
Aluminum,  bronze  or  plastic  —  all  they 
will  keep  out  are  bugs.  K(K>lShade  at 
no  premium  in  price  —  keeps  out  bugs 
and  summer  heat.  Reduces  rug-fading 
and  eye-tiring  glare.  Makes  rooms  as 
much  as  15°  cooler. 


AND  YOU  CAN  MAKE  MORE 
MONEY  WITH  Ingersoll's  exclusive 
50  &  5  PLAN--A  MARKETING  INNOVATION 

ingertoll  dittributor-fobricotors  have  a  brand-new  and  unusual  plan  to  offer  their 
dealer-agents.  The  Ingersoll  SO  A  5  plan  enables  an  Ingersoll  distributor-fabricator 
to  show  his  dealer-agents  how  they  can  make  a  net  income  of  $9600  annuallyl 
All  a  dealer-agent  has  to  do  is  follow  the  proven  plan  and  earn  himself  nearly 
$10,000  a  year.  With  the  possibilities  for  extra  profits  not  counted  into  the 
50  &  5  plan,  he  is  almost  certain  to  go  over  the  five-figure  a  year  mark. 
Distributors  .  .  .  dealers  .  .  .  salesmen  .  .  .  don't  hang  onto  an 
obsolete  product  with  an  obsolete  merchandising  plan 
back  of  it.  Find  out  about  the  Ingersoll  products 


WIRi  OR  MAIL  COUPON  FOR  INFORMATION 


Ingersoll  Products  Division,  Borg-Warner  Corp. 

Dept.  55,  310  So.  Michigan  Avenue,  Chicago  4,  III. 

Rush  me  the  details  on  the  50  &  5  plan.  I  am  a 

□  distributor  □  dealer  □  salesman 

Name . 

Address . 

City . Zone . State . 
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The  ^Cadillac"  of  the  Business 


aram 


produrt  of 
Aluminum 
Millrraft 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 

r/ie  Only  Window  Line  with  AU  these  FAST  SELLING  SUPERIOR  FEATURES! 

%  Introducing 
the  New  Sensational 
BUSINESS  BUILDER 

paramount 

ALL-ALUMINUM 

OilSEHPT  Wli\l)()W 


NEW  IMPROVED 

TRIPLE-TRACK 

ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

with  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Not  CHANNEL 

•  EASY  INSTALLATION 

—  Service  fRU 

•  TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Level 

CHANGEOVER  NEVER 
NECESSARY! 

—  Make  Self-Storing 
Obsolete 

Cress  Sertierr  View  et  I  •  POSITIVE  100%  WEATHER 

r«»wf  tMACK  »-rows  V /  STRIPPING 

SCREEl/^'^'' '  EXTRUSIONS 

3.  BonoM  glass' 

Cemnlele  •' 

wtATHfn-sjuieeiNG 

America's  Finest  Fastest-sell¬ 
ing  ALL-ALUMINUM  Combi¬ 
nation  STORM  and  SCREEN 
DOOR 

•  Fylljf  txtrudcd. 

•  Single  life  doors,  two  life 
doors,  self-storing  doors 

•  Aluminum  Wirt  serttn 

•  Inponder  on  till— -for 
tolerances 

•  Reenforced  corners  for 
lift'timt  rigidity. 

•  Complete  vitti  oiuminum 
ensemble  ond  stoinless 
steel  Kordwtre 

•  BOTH  are  3  WAYS  BEHER!!! 

QUICKER  AND  EASIER  TO  INSTALL  2  SERVICE  PROOF 
KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-BACKS 

ADVIRTISING  MATE  RIAL  AVAILABLE;  Cuts,  Mats.  Literature! 


|r  ^  1 

— 

I 

1 

;L 

■  ^  ! 

-  -j( 

With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  feature 


Some  other  Outstanding 

1.  Full  Length  PIANO  HINGE  5 

Permits  cosier  cleoning  from 
the  outside 

2  EXTRA  HEAVY  EXTRUSIONS 

(^63  ST  S  Alloy  Extrusions) 

3  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ( 

To  offect  0  perfect  seol  be¬ 
tween  Cosement  window  ond 
storm  window.  Eliminates  _ 

Window  Condensotion.  ' 

I  FULLY  EXTRUDED  Weother  * 

Stripping  instolled  on  eoch  ^ 

Window  Vent  opening  for 
positive  teal.  10 


Selling  Features 

Speciolly  designed  rubber  ei- 
trusiofi  to  seol  ond  secure 
gloss  in  plote,  for  permonen- 
cv  And  permitting  simple  re- 
piocements  of  broxen  gioss  by 
home  owners. 

Designed  for  Single.  Double 
thick  ond  Demiplote  for  Pic* 
fure  Windows. 

Controlled  ventilotion. 

Droft  Free. 

Reenforced  for  permonent 
rigidity. 

Priced  Right 


aramount 


ALUMINUM  PRODUCTS  CORP. 

180-11  Jamaica  Ave.,  Jamaica,  L.  I.,  N.  Y. 


PFFONf 

REPUBLIC  9-6664 
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Cover  of  the  Month 

Our  cover  f->-  May  pictures  the  attractive  home 
oi  Mr.  and  Mrs.  Allen  Douqias  in  La  Gronqe, 
niinoit.  All  28  windows  have  been  equipped 
with  Inqersoll's  3-Way 
Combination  Aluminum 
Storm  Windows  with 
their  exclusive  Kool- 
shade  Sunscreen,  that 
protects  aqainst  sun 
qiare.  sun  heat  and  in¬ 
sects.  Two  Inqersoll  3- 
Way  Combination 
Doors  were  also  in¬ 
cluded  In  the  installa¬ 
tion.  One  important  iea- 
ture  oi  this  installation 
is  the  picture  window, 
to  which  Koolshade  is 
applied  with  Qwik-On.  Installation  was  made 
by  National  Window  Co..  690S  W.  Grand  Ave.. 
Chicaqo  3S.  III.  These  windows  and  doors  with 
their  exclusive  Koolshade  Sunscreen  are  made 
by  the  Inqersoll  Products  Division  oi  Borq- 
Wamer.  310  S.  Michiqan  Ave..  Chicaqo  4. 
Illinois. 
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Have  You  Tried  Selling  the  Homeowner  Ornamental  Aluminum?. ...  57 

Increase  Your  Sales  with  Territories  for  Your  Salesmen .  59 
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ALUMINUM 


ALUMINUM  COMBINATION 


I  VOVA  T  HLUfflinum  2TDil/*l/  HLuminum  uumDinniiun 

COMBINATION  DOOR  »  STORM -SCREEN  WINDOW 

tSeniationolly  luccvstful  —  quality  it  higher,  price  •  D«ai*r«  tay  it’»  th«  gr*a»*tt  combinarian  window  on  tho  morkot! 

ower  than  any  competing  product!  ...  .  .  . .  ,  ■ 

•  Imlollon  toy  it »  tho  oa*io«t  window  to  install  thoy  vo  ovor  soon! 


^Complete  with  aluminum  jamb,  hardware,  closer, 
expander,  and  sash  and  storm  inserts! 

3ne  price  for  any  standord  tile  door  .  .  .  fully 
assembled  or  with  KO  inserts! 

The  best  buy  by  far  for  dealers  and  home-owners' 

Permanent  aluminum  construction  —  ruggedly 
uilt  to  take  all  kinds  of  punishment! 


•  Solosmon  soy  tho  oosiost  window  to  donsonslroto  and  soil! 

THIfI  IXCLUfIVI  FiATMRIf  MAKE  IT  TNE  FINEST! 

IWSE  EtaUSIVE  AUTOMATIC 

FUUTRACXtl  VtltllM  //'pfM  WEATHERtTRimNCI 

.  in  ACTioMU^y'/M 


nils  mmuPMOf  sash  m  scmii  lock! 


that's  soles 

f  Bl^sf 
=  ^'mAL 
i  Jm  Knock 

^ll  I  frock"’ 


-hoHest  doer  k  lisle, 

'«»  out  with  Ahmet 
-sensaWoiiofrte,^.^ 


1  I  I  home-owner  will  be  a  "set-up”  when  your  men  are  armed 
with  this  double-barreled  barrage  of  lightning  —  it  really  packs  a  wallop! 
()  up  with  ROYAL  —  the  door  that  can  be  sold  at  a  price  everyone 
can  afford!  Follow  up  with  the  amazing  new  3  TRACK  —  the 
window  that’s  been  acclaimed  bv  over  KMK)  dealers  from  coast  to  coast! 


\\  hat  a  combination  —  what  sock!  Provide  your  salesmen  with  this  double¬ 


dynamite  now  and  watch  sales  explode!  Send  the  coupin  —  do  it  now! 

(VeV/  be  hete  fomnow  fo  back  up  ivhat  m  sell  today! 


A  COMPLETE  LINE! 


Thit  combmafion  ii  /vif 

poet  of  Alumatit'o  tomplof  lino  of  com- 
bination  windows  ond  doofi,  tcfoont 
ond  tcroon  doors,  coiomonf  sformi,  ond 
scfoonod  porch  oncfoturos.  _ 

NATIONALLY 
ADVERTISED! 

All  Alymotic  prodocfi  oro  iupporf> 
od  by  o  sfron9  noh'onof 
ing  progroirt  in  loading  mogotinotl 

NATIONALLY 
APPROVEDI 

All  Alymatic  producfs  boor  fhis  1 

i0V0*0'J  toalf  -^^i5rorTtffJBtJ>h. 


CORPORATION  OF  AMIRICA 

EXECUTIVI  OFFICES:  2081  S.  5ATH  ST.,  MILWAUKEE,  WISC. 
PLANTS: 

MILWAUKEE  AND  WEST  ALLIS,  WISCONSIN;  PATERSON,  NSW  JIRSIY 
IN  CANADA:  ALUMINUM  BUILDING  PRODUCTS  CO.,  LTD.,  WINDSOR,  ONTARIO 


Guaranteed  by^\ 
I  Good  Housekeeping  J 


Don't  Delay ...  SI 

fSiiiiilS  IxiMpl! 


ALUMATIC  CORP.  OF  AMERICA 

2081  S.  56th  St.,  Milwaukee  14,  Wise. 

I  •^Tond  moro  dotoils  on  your  '*1*3'* 

J  Combination  and  your  compUfo  lino. 


>■  1 

1 

1 

FIRM 

1 

1 

ADDRESS 

1 

1 

1 

CITY  _ 

.STATI_ . . 

- - 

"years  ahead  room  air  conditioners 


We're  proud  ol  the  lact  that  WEATHERKING  is  produced  and  made  m  TELE  KING'S 
Own  Famous  For  Quality  Plant  — famous  for  quantity,  too. .  .for  delivering  the 
goods  on  lime!  We're  proud  of  our  reputation  tor  giving  the  best  deal  to  our  dealer 
and  distributor  "partners". . .  with  the  biggest  mail^-up^n  the  TV  industry! 

Now  we  are  offering  the  home  building  and  improvement  field  an  unparalleled 
opportunity— to  share  in  the  biggest  consumer  ready-to  biiy  item  in  the  major 
appliance  field.  Due  to  last  year's  shortage ...  growing  public  acceptance, 
and  established  popular  need- 

Never  has  the  public  been  so  ready  and  wonting  to  buy  air 
conditioners... 

Never  has  America  had  so  much  money  to  spend... 

And  never  will  they  get  more  for  their  money  —  os  with  the 
"years  ahead  with  new  features",  priced  right  TELE  KING 
WEATHERKING  LINE!  with  models  which  both  heat  ond  cool! 


fl'TWO  business  trends  are  \  ery  n<»- 
ticeable  in  rmr  economy  these 
days.  The  first  is  that  prosperity 
shows  no  si>fns  of  decline  and  is 
!  still  very  much  with  us.  The  sec¬ 
ond  is  the  slow  hut  very  definite 
change  from  the  .seller's  t«»  a  buy¬ 
er's  market.  In  the  hrtme  improve¬ 
ment  business  the  chanjfe  to  a  buy¬ 
er's  market  has  meant  a  tif^htenin^ 
rtf  competition,  mrtre  and  mrtre  im¬ 
provement  of  prrtducts  as  well  as 
many  mrtre  new  prrtducts  and.  in 
srtme  instances,  an  unfortunate 
trend  toward  excessive  price  cut¬ 
ting  which  is  hurtin);  the  legiti¬ 
mate  prrtfit  margins  rtf  many  reput¬ 
able  dealers.  Hrtwever.  mrtst  hrtnest 
dealers  can  meet  the  challenge  rtf 
a  buyer's  market  and  still  come  rtut 
rtn  trtp.  Selling  will  be  much  harder 
and  mrtre  effort,  time,  and  mrtney 
j  will  have  trt  he  expended  trt);el  that 
all  important  si);nature  rtn  the  drtt- 
ted  line  rtf  a  crmtract.  Hut  all  this 
can  be  mana^t^d  if  empirtyment  is 
hifiEh  and  prrtsperity  crtntinues.  The 
bitr  t|uestirtn  therefrtre  really  is — 
will  prrtsperity  crtntinue? 

*  *  * 


So  don't  YOU  miss  out  on  the  "cold  cash”..  .  get  into  the  air  conditioning 
business— and  profit!  Territories  are  being  grabbed  up  fast!  Write  immediately 
for  full  information  on  the  hottest  selling  line  for  '53  . . . 


TELE-KIHO’S  sales-making,  arofit-mak'm 


the  line  that’s  WORTH  handling! 


601  West  26th  St..  New  York  1,  N.  Y.  •  WAtkins  4-4600 


One  very  eminent  expert.  Dr. 
Charles  F.  Hons,  president  of  the 
Kcrinometric  Institute.  Inc.,  teels 
that  there  is  nr)  siTrn  r)f  a  slow  down 
for  at  least  six  months.  Dr.  Charlt's 
F.  Roos  expt‘cts  the  jiublic  to  lay 
out  more  for  Ttoods  anil  servicr*s 
this  year  than  it  rlirl  in  l!>r)2.  Dr. 
Rons  is  an  economic  ailviser  to  a 
number  of  top  national  anrl  inter¬ 
national  business  oi'Kanizations. 

Consumer  spendiiiK.  he  antici¬ 
pates.  will  ri.se  this  year  to  a  new 
peak  of  $22:?..‘f00.()00.(H»(».  an  in- 
{('oHthna  (I  on  Page  22) 
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'  ^tUHCU 

JALOUSIE 


In  1946,  when  aluminum  storm  windows  were  merely 
“copies  in  metal’’  of  the  one-over-one  wood  storm  windows 
we  had  built  for  years,  Quincy  was  the  first  to  market  a 
full  three-track  self-storing  window. 

In  1947  Quincy  was  the  first  to  produce  circle,  segment 
and  Gothic  head  three-track  aluminum  storm  windows. 

In  1948  Quincy  produced  the  first  aluminum  storm  door 
with  one  large  light,  not  divided  by  cross  bars,  and  without 
any  other  unsightly  construction  details  visible  on  the  face 
of  the  door. 

In  1953  Quincy  is  the  first  to  offer  an  all-aluminum  jalousie 
door,  engineered  as  one  complete  unit  .  ,  .  not  a  door  adapted 
to  a  jalousie,  or  a  jalousie  adapted  to  a  door. 


umci 


DimiBIITOK  PUN 


QUINCY  DISTRIBUTORS  ARE  NOT  REQUIRED  TO  STOCK  IN¬ 
VENTORY.  Orders  are  sent  in  as  received.  Their  units,  including  all 
specials,  are  shipped  completely  assembled  and  numbered  by  jobs.  .  ,  . 
Quincy  Distributors  concentrate  their  full  efforts  on  selling  because  they 
have  no  assembly  plant  or  warehouse  with  its  problems  of  labor,  obtain¬ 
ing  materials,  unknown  costs  and  hidden  losses. 

QUINCY  DISTRIBUTORS’  MONEY  IS  IN  THE  BANK,  not  in  obsolete 
equipment  and  unbalanced  inventories.  They  have  the  answer  to  today’s 
highly  competitive  sales  market.  They  do  not  depend  solely  upon  a  retail 
sales  force  but  control  an  exclusive  territory  containing  a  group  of  pros¬ 
perous  dealers. 


MANUFACTURING 


75^  y 

CLE  iy  FACE 


h  194t1le 

TRIPL-GUDE 

Id  1947 Tke 

CIRCLE  HEAD 


Id  1948  He 

CLEAN  FACE 

STORM  DOOR 


Id  1953  He 

uAmMam 
JALOUSIE  DOOR 


3  TRACK  STORM  WINDOWS  •  CASIMSNT  STORM  WINDOWS 


You  hold  the  winning  combinotion  with  Superior 
Window  Co.'t  complete  line  of  quality  aluminum 
windows.  Superior  Window  Co.  manufactures 
precision  windows,  designed  for  the  home  of  to- 
doy.ond  styled  for  the  home  of  tomorrow.  With 
the  Superior  Window  Co.'s  Super  line,  you  offer 
your  customers  o  new  high  in  window  value  .  .  . 
for  the  Super  line  offers  the  right  window  for  the 
right  job,  at  the  right  price. 

The  Super  line  consists  of; 

1.  TUIAR-VENT 

Tubular  vent  aluminum  casement  window 
7.  JAL-O-VENT 

Seven  inch  balanced  louver  gloss  jalousie 

3.  MtOJECT-O-VENT 

The  economy  aluminum  awning  window 

4.  Z-AAR.VENT 

Z-Bor-Vent  aluminum  casement  window 

All  Superior  Window  Co.  windows  ore  precision* 
built  by  modern  assembly-line  methods. 


HERE  ARE  FOUR  REASONS  WHY  YOU  SHOULD 
BE  A  SUPER  DEALERI 

1.  You  get  Super  stylingl 

The  Superior  Window  Co.  line  is  styled  for 
beauty  and  efficiency  .  .  .  will  hormonixe 
with  the  most  modern  home,  and  comple¬ 
ment  the  traditional. 

2.  You  get  Super  qualityl 

Every  Superior  Window  Co.  window  is  mode 
of  the  finest  aluminum  alloys,  to  the  highest 
specifications  in  the  trade. 

3.  You  get  a  Super  guaranteel 

The  Superior  Window  Co.  guarantees  its 
products  for  years  of  satisfactory  service. 

4.  You  get  Super  Profitsl 

Superior  Window  Co.  windows'  low  cost 
(competitively  priced  with  ordinary  alumi¬ 
num  windows)  and  high  quality  means  satis¬ 
fied  customers  and  repeat  business  ...  it 
all  adds  up  to  a  better  deal  for  youl 


Let  us  tell  you  how  you  may  become  a  SUPER  DEALER:  Write  to 

SUPERIOR  WINDOW  CO. 


5S00  N.  W.  S7tb  AVE.  MIAMI,  FLA. 
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SHIELDALL^’ 


PERMANENT 
ALUMINUM  AWNINGS 


COMPARE  THE  DIFFERENCE 

SEE  WHY  THEY  SELL! 


It  stands  to  reason,  Gentlemen,  that  the  product 
with  the  most  soles  features  is  the  easiest  to  sell. 
SHIEIDALL  salesmen  oil  over  the  country  ore  proving 
this  every  day.  Now  is  the  time  to  become  o  SHIELDAIL 
distributor  or  dealer.  Get  ready  for  the  BIG  profit  sea¬ 
son  just  ahead.  Get  the  facts  today.  Write,  wire  or 
phone  GROVER  A.  RICHARDS,  Generol  Soles  Manager. 


YOUNGSTOWN  INDUSTRIES,  INC 

710  South  State  St.,  Girard,  O.  •  Phone  GIRARD  5-5408 


ALL  YEAR  LONG 


IN  SUMMER 

&  Hom<^  Improvement  Dealer 


IN  THE  SPRING 


■>r> 


asro^ 


^ _ j 


KA^SKK  ({istriliiitor!<  and  (IcaltTs  lielonf;  to  tlir  “sound  liusinoss"  It-vol 
of  ihoir  roniinnnilit's.  Vi  hot  her  snrrcss  came  first  —  or  folloMin^  tficir 
appointment  as  KAASfdf  agenejes.  the  fact  remains  ifiat  KAA'SFIf 
prodiKis  are  associated  witli  success. 

A  ou,  too,  can  enjoy  this  achievement.  From  tfie  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  \  H.  FlTectixe  cam¬ 
paigning  and  merchandising  with  a  (piality  line  of  demand  |)rodncts 
have  taken  the  eletnents  of  “risk”  and  “experimentation"  from  our 
market.  rite —  right  now  !  -  and  make  vonr  hnsiness  a  IU  'SI\  t^SS! 
(Kl)  o|  K-rators  and  manufacturers  invited  to  intpiire  for  available  fran¬ 
chise  territories) . 

KAYSER  aluminum  tension  wMthmtripping 

Now  you  con  moko  your  coso- 
/“  /  ^  mon»  windows  with  an  »xtlu$iv0 

i^'  footuro— |utt  by  adding  KAYSfR 

/>  '  - 7^]  1  tonsion  woothorstripping.  Tho 

(!t _ ..  \  cutaway  illuftrtrtions  (how  how 

— 1  tho  uniquo  dosign  mako*  attach- 

'  mont  quick  and  oasy  with  por- 

foct  rotults.  An  idoai  soiling 
foaturo  or  ostro-profit  solos  unit. 


K  1 )  .S'A  A'  casement  storm  uindotvs  are 
the  staniloiit  aluminum  unit  in  the  field. 
(!nstom-fitted.  permanent  installations, 
onlv  KAASFH  casements  are  eijuipped 
with  prefahhed  stripping!  You  can 
prove  K.AA’.’sFirS  su|>erior  condensation 


cofitrol. 


A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 
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AI^OTftei^ 


STEEL 


STEEICRAFT 


«TH  i 

MANUFACTURING  COMPANY 

V  ■  . 

ROSSMOYNE,  OHIO  (In  Gmotnr  Cincinnotl) 
WmI  CmM  DMihn,  I4S1I  Iminr  ft.,  V«i  Nap,  UU. 


No  Depression  in  U.S.,  Only 
Adjustment  in  ''Full"  Peace 


ri'^liKASl ’KY’  S«‘cn*tary  (Jeorjre  M. 

Himiphrc-y  said  recently  there 
will  he  no  depression  in  America, 
come  a  Korean  armistice  or  even 
full  world  peace. 

“’I'here  is  no  n*ason  to  fear 
|M*ace,”  Mr.  Humphrey  declared. 
“We  an*  not  headed  for  a  de])re.s- 
sion.” 

“Adjustments,  yes,  hut  not  de¬ 
pression,”  he  added  in  his  maiden 
.spe«*ch  as  the  fiscal  weathervane 
of  President  Kisenhower’s  Cahinet. 

The  former  Midwest  industrial¬ 
ist  told  the  annual  luncheon  of  the 
As.sociated  Pre.ss  at  the  Waldorf- 
Astoria  Hotel: 

“So  lonjf  as  we  maintain  the 
soundness  of  our  moiu*y;  attain 
that  nice  balance  between  achiev¬ 
ing  security  from  aKfCression  and 
maintainintr  economic  streiiKth; 
eliminate  waste  and  handle  our 
fiscal  affairs  with  wisdom,  America 
can  look  forwani  to  K»><>d  jobs  at 
vmod  pay  and  real  advances  in  our 
.scale  of  livinjr. 

“We  can  have  a  stronjrer  econ¬ 
omy  based  on  .sounder  fundamental 
conditions  than  we  have  known  in 
many  years.” 

Mr.  H  umphrey  advised  the  l,OdO 
editors  and  publishers  that  “taxes 
should  not  be  reduced  until  e.v- 
jM>n.ses  are  under  contnd.” 

Hut  he  (juickly  added: 

“That  does  not  mean  that  no  re¬ 
lief  from  pre.sent  taxation — which 
is  far  too  hi^'h — can  be  anticipated. 
Just  the  ojiposite  is  true.  Taxes 
must  come  down.  It's  simply  a 
matter  of  timing  Reared  to  reduc¬ 
tion  of  expenses.  Both  are  too  hijrh 
and  both  must  be  reduced. 

“In  adtiition  there  must  be  a 
radical  revision  of  our  tax  system 
to  lietter  provide  the  incentives  for 
the  creation  of  more  jobs  for  more 


peo|)le  and  for  the  makiiiR  of  more, 
better  and  cheaper  Roods  for  all 
the  peo|)le.” 

The  Cabinet  member  ojiened  his 
word  speech  with  the  flat 
statement : 

“There  is  no  rea.son  to  fear 
p(‘ace.  We  are  not  headed  for  de¬ 
pression.” 

He  .said  some  Americans  apimr- 
ently  fear  a  free  economy  in  the 
atmosi)here  of  peace.  .Mr.  Hum¬ 
phrey  called  such  thinkiiiR  entirely 
unjustitied  and  added: 

“We  are  not  RoiiiR  to  have  a 


A  LHEKT  M.  ('OLE,  new  admin- 
istrator  of  the  HousiiiR  and 
Home  Finance  ARcncy,  told  the 
MortRaRe  Hankers  A.ssociation  of 
America  at  its  Eastern  mortRaRe 
conference  in  New  Y'ork  that  he 
thouRht  the  que.stion  of  whether 
intere.st  rates  should  be  chauRed  on 
federally  aided  home  loans  should 
be  answered  definitely  and  quickly 
and  that  he  propo.swl  to  see  that  it 
was  done. 

Hut  he  .said  he  was  unable  to  say 
what  the  dwision  would  be  or  when. 

The  former  Kansas  Repre.senta- 
tive  who,  in  his  own  words,  has 
now  become  a  bureaucrat,  indi¬ 
cated  that  his  main  efforts  in  the 
next  few  months  would  be  to  study 
ways  and  means  of  improvinR  effi¬ 
ciency  and  of  eliminatiiiR  waste 
and  duplications,  did  .say  that  he 
felt  that  no  major  chaiiRes  in  poli- 


depression  in  America  whether  we 
have  an  armistice,  a  real  peace  or 
continue  to  develop  a  proper  and 
l)alanced  posture  of  defen.se.  There 
is  no  rea.son  for  a  depression  un¬ 
less  we  fail  our.selves  to  do  the 
thiiiRs  we  ouRht  to  do  and  lack  the 
couraRe  and  foresiRht  to  do  them.” 

“We  cannot  preserve  our  way  of 
life  throuRh  another  lonR,  deep  de- 
pre.ssion  and  we  must  never  permit 
it  to  occur.” 

The  Treasury  .Secretary  said  of 
America: 

“We  are  confronted,  not  with  a 
problem,  but  with  a  dilemma, 
which  simjily  means  two  problems 
at  the  .same  time.  We  must  .seek 
and  tind  that  delicate  balance 
which  will  Rive  us  the  neces.sary 
military  pn>paredness  for  defense 
aRainst  outside  attack  while  al¬ 
ways  continuiiiR  to  maintain  our 
economic  streiiRth  at  home.” 

(Contitnu’il  oti  127) 


cies  or  proRrams  should  be  under¬ 
taken. 

He  dwlared  that  the  Administra¬ 
tion’s  new  housiiiR  proRram  called 
for  a  “full  fresh  l<M)k  at  the  Fed¬ 
eral  housing  proRram.” 

Hut  the  association  heard  from 
its  leRislative  advi.ser,  after  .Mr. 
Cole  had  sjutken,  that  President 
Eisenhower  had  not  included  hous- 
iiiR  matters  as  amotiR  tho.se  of 
prime  importance  and  concluded 
that  there  would  be  no  major  leR- 
islation  at  this  session  of  ConRress, 
which  jiromises  to  end  by  Aur.  1. 

He  pointed  out  that  the  recent 
increa.se  in  the  intere.st  rate  on 
FHA  debentures  was  not  necessar¬ 
ily  an  indication  of  a  chaiiRe  in 
rates  on  PVderally  aided  housing 
mort  gages. 

(Contimnd  on  68) 


Decision  Awaited  On  Rate  Hikes 
For  U.  S.  Aided  Home  Loans 
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UWMl 


EVERLUM  THINKS  OF 
THE  APPLICATOR  .  .  . 

Provides: 

1.  Notched  ends  to  facilitate  quick  and 
application.  Saves  valuable  man  hours  of  labor ' 

2.  Registration  Certificate  guar  ^  \ 

antees  that  the  dealer  is  an  \  . 
authorized  EVERLUM  applicator 

Lowers  sales  resistance  and  builds  confidence 
in  your  customer. 

r-  3.  The  Little  Salesman  Sam 

pleboard  brings  the  finest 
Aluminum  Siding  directly  to 
your  salespoint.  Makes  it 
easy  for  customer  to  visualize 
the  beauty  of  EVERLUM 


4.  Sales  Kit  (Leather  Zipper 
binder  Case)  complete  with  every 

O  possible  sales  aid,  from  pic 
tures  to  statistics.  Your  sales 
men  will  love  this! 

EVERLUM  THINKS  OF 
THE  DEALER  .  .  . 


EVERLUM  gives  you  more  aluminum  per  square  j| 
foot,  the  result  of  providing  the  DEEPEST  k 
SHADOWLINE  ever  constructed  j 

EVERLUM  is  made  from  Reynolds  .025  gauge 
Aluminum  .  .  Unger  leveled  to  eliminate  waviness 
.  .  .  primed  before  painting  to  insure  "paint  grip" 

.  .  .  formed  and  notched  in  giant  precision 
machines  .  .  .  fire-baked  to  give  everlasting  beauty 
and  durability  .  .  .  regularly  tested  by  Glidden 
Laboratories.  L 


Available  in  these  colors; 

WHITE.  CREAM,  GRAY,  YELLOW,  LIGHT  &  DEEP  GREEN 

EVERLUM  Aluminum  Siding  has  the  visual  3rd  Dimensional  idea 
BUILT  IN!  Accented  in  6  beautiful  colors.  Designed  so  that  recom 
mendations  will  seek  you  out . . .  insures  future  sales. 

EVERLUM  is  the  finest  Aluminum  Siding  on  the  market,  yet  lowest 
in  price! 

Today,  a  line  or  a  call  will  get  you  one  of  our  Little  Salesman 
Sampleboards  and  price  lists. 


*3-D  Symbol  for  Hm  ultra-now  Third  Dimonsion  fHm  tochnit^. 


U.  S.  ALUMINUM  SIDING  CORP. 

2725  W.  FHlIerton  Avenue  •  Chicego  47,  Illinois 
Dickens  2-9500 


&  Home  Improvement  Dealer 
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NOW..  .  famous 
WARNER  WEATHER-MASTER 
engineering  and  production 
skill  in  a  QUALITY  unit 

PRICED 

WAY 

DOWN  . . . 

for  the  largest  market 
of  budget-minded  buyers. 

A  ucl . . . 

THE  DREAM  OF  DEALERS, 

IT'S  SO  EASY  TO  INSTALL! 


NEED  WE  SAY  MORE?  Write: 


w 


UJeother- master 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS. 
DOORS  AND  PORCH  ENCLOSURES 

manufactured  by 

uihriier  mrc.  corp. 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  J. 


In  Canada:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Lobelle,  S».  Rose,  P.Q.,  Canada 


MAY  1953  BUILDING  SPECIALTIES 


GLASS  JALOUSIE  WINDOWS 

ARE  MANUFACTURED  BY 

MAILING  ADDRESS;  P.O.BOX  1288  •  SOUTH  MIAMI  43,  FLORIDA 

PHONE:  67-2561 


YHIS  'KD'  WINDOW 
^  ^  ASSEMBLED 

5 


DEALERSHIPS 

^AVAILABLE 


★  FRAME  CORNERS  TIGHTLY 
SEALED  AGAINST  LEAKAGE. 

★  4 '/i"  GLASS  LOUVERS  OR  6 ’/i" 
LOUVERS  IN  SAME  FRAME. 

★  SNUG,  TIGHT-FITTING  LOUVERS 
WITH  FREE,  EASY  OPERATION. 

★  RECESSED  SCREENS  CAN  BE 
REPLACED  BY  AIR-TIGHT  STORM 
SASH  IN  WINTER. 


★  PRICED  TO  MEET  ALL  FAIR 


COMPETITION. 


Available,  knocked 
down  or  assembled. 


SPECIFIED  JALOUSIE 


&  Home  Improvement  Dealer 
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CALL  OR  WRITE  NOW 


-  Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO 


85  E.  MERRICK  RD.  VALLEY  STREAM.  L.  I.,  N.  Y 


DOOR 


HOW  FEDCO  PATENTED  CONCEAIQI  HIN6EIN6  WOHQ 


MMPpg0 

.Min 


Perhopi  tlie  most  dramaHc  of  the  new  features 
in  the  FEDCO  Combination  Storm  &  Screen 
Door  is  the  concealed  hingeing.  For  here  the 
male  and  female  elements  are  formed  as  part 
of  the  extrusions  themselves.  When  the  buck 
has  been  installed  on  the  prime  frame,  align¬ 
ment  of  hinges  is  automatic  and  perfect,  fit¬ 
ting  prefabricated  spaces.  This  solid  track  — 
or  one-piece  unit  bearing  the  three  male  parts 
makes  for  maximum  rigidity,  free-and-easy 
door  movement  from  the  first  and  a  lifetime 
of  smooth,  silent  service.  See  the  many  ad¬ 
vances  for  yourself  and  make  arrangements  to 
feature  "the  door  in  a  class  by  itself". 


In  cnnvnntinnal  4—t  Imtalla- 
tinn,  thn  Hira*  Mnc«t 
•r«  mS  aHgna^ 

by  ny*.  Th«  •'brnablna  In" 
raqalrn^  In  Ira*  lb« 
•^ration  Imn  bind- 
in«  I*,  in  rnality,  a 
loasanint  brocadara.  Tbit 
brabUm  is  andad  far  all 
lima  by  tha  naw  PIOCO  daar. 


ManuPoctiirars  of  th»  FtDCO 
Triplv  Track  Window 


FEIIF.RAI.  SCRKFN  A  SASH  <  () 
85  FT  Merrick  Kd..  X'allry  Stream,  I. 


j  OFAtEK; 

!  AITHKESS 
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symbolize  Pro-Tect-U  jalousiejs’  sin^licity  of  assembly... just 
one  of  the  outstanding  feati^es  t^at  make  Pro*Tect-U  the 
leader  in  its  field.  This  simplicity  c^n  reduce  your  salesmen’s 
equipment  from  a  slide  rul^  to  pn  order  bcx>k ...  resulting 
in  more  sales  to  more  satisf^d  yustomers. 


The  only  Jalousie  Window  with 
distributed  closing  force  throughout 
height  of  the  unit. 

The  only  Jalousie  Window  with 
hardware  adjustment  every  fourth  louver.. .and 
weatherproof  vane  ends  by  the  use  of  inter¬ 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


A  timpU  towing  oporotion 
in  minuf0$  makes  special  custom 
windows  on  the  job  eliminoting 
unnecessary  delay. 


One  hundred  KD  windows, 
size  24  (37"x  50H")  con  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


In  the  New  York  Area 
Pro-Tect-U  Jalousie  Corp.  of  New 
(Subsidiary  of  Pro-Tect-U 
206  Broad  Ave.,  Palisades 
Phone  lEonio  4-] 


,  State 


Address . 
City .... 


PRO-TECT-U  JALOUSIE  CORP.  Dept.  BS  5 
4525  Ponce  DeLeon  Blvd.,  Coral  Gables,  Florida 
Phone  67-5681 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 

Name . 


&  Home  Improvement  Dealer 
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STORM  SASH 

MINIMUM  INVENTORY 

At  litti*  at  $500  will  put  you  in  butinott. 

EASE  OF  FABRICATION 

All  partt  aro  thippod  in  longtht;  atiombly  it  quick  and  oaty. 

ECONOMICAL  HOME  INSTALLATION 

Can  bo  dono  in  minutot.  The  over-lapping  lip  providet  liberal 
tolerancet  againtt  pottible  out-of-plumb  windowt. 

NO  EXPENSIVE  SERVICE  CALLS 

Superior  tathet  are  trouble  free— no  call-backt. 

NO  COSTLY  MACHINERY  NEEDED 

Toolt,  other  than  good  cut  off  taw,  cott  lett  than  $75.00. 


Vulcan's  Suparior  Is  an  antiraly  naw  “knock  down  triple 'action 
track”  in  standard  lengths— .064  heavy  gauge  aluminum. 

A  LtADa  IN  THE  INDUSTRY  SINCE  l946-«efereiic.i  Dun  &  Sreeitreet 


CALL,  WRITE,  OR  WIRE 

VULCAN 

V  W  I.\d#%I1I  products 

2801  6TH  AVE.,  SOUTH  BIRMINGHAM,  ALA. 

T«l*phon«  4-5424 


On  the  House 

{('otifiHurd  from  Pufit  10) 

crea.'<e  of  .$7..’?00,000,000  over  the 
1052  fiKiire  of  .$216,000,000,000. 

*  *  * 

Dr.  Koos  points  to  a  mid-year 
p<»pulation  of  150,600.000  as  sup¬ 
porting  a  definite  stimulation  to  a 
larju:er  unit  demand  and  the  possi¬ 
bility  of  a  rise  in  the  dispo.sahle 
income  of  the  pe<»ple  from  $2.'{l,- 
800,000.000  last  year  to  $212,400,- 
000,000  this  year. 

Savinif.s,  he  believes,  will  pn*b- 
ably  exceed  1052  levels  by  a  com¬ 
paratively  small  martfin,  rising;  to 
$10,100,000,000  from  $18,800,000,- 
000. 

4  4  4 

Thi.s  all  leads  to  his  prediction 
that  public  expenditures  will  be 
hijjher  for  services  in  each  (juarter 
of  105.‘5.  Al.so,  he  expects  that  there 
will  be  substantial  increases  in 
spendioK  for  housing  and  house¬ 
hold  operations  which  will  account 
for  the  jri'eater  part  of  the  over-all 
increa.se  in  spending. 

Actually  there  i.s  wide  sui)))orl 
from  many  economists  and  ad¬ 
visory  organizations  for  the  view 
that  income,  spending,  pnaluction. 
.sales,  and  trade  are  all  on  the  u)) 
beat  and  that  the  public  i.s  in  a 
spending  mood. 

4  4  4 

They  also  point  to  the  high  level 
of  federal,  state,  and  l(»cal  govern¬ 
ment  expenditures.  .All  (»f  which 
means  prosperous  times. 

The  weak  link,  if  it  can  be  called 
that,  is  a  decline  in  farm  income. 
The  farmers  in  pa.sl  years  have 
been  diung  all  right  and  their  in¬ 
come  is  not  considered  to  be  at  a 
dangerous  or  a  too  uncomfortable 
level  now.  The  dip  in  their  income 
is.  however,  enough  to  be  felt  by 
the  industries  that  sell  farm  equip¬ 
ment. 

•  *  » 

Favorable  sign.s  include:  total 
construction  which  i.s  at  least 

$2,b00.0()(),()00  ahead  of  last  year; 

employment  constantly  hovering 

{('nutimn'fl  on  Ptujc  i;?5) 


22 


MAY  1953  BUILDING  SPECIALTIES 


COMPini  LINE 

for  botft  ro$«tfont>o> 
4omMore»«l  iniioHotior 


;4iuttU*tUtH 

AWNINGS 


ADJUSTABLE 

to  any  position,  from  inside 
or  outside  the  building. 


RAISED 

for  moximum  light  in  winter, 
on  (loudy  days  year  'round. 


LOWERED 


For  complete  protection 
winter  and  summer  olike. 


Ron-cJel's  exclusive  FOLDING  feature,  alone,  is  enough  to  keep 
the  Ron-del  dealer  out  in  front  .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 


But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  less  time  .  .  .  extra 
sales  .  .  .  and  extra  PROFITS! 


If  you  are  a  well-established,  aggressive  dealer  .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  if 
you  can  sell  a  well-known,  nationally  accepted  product  that 
is  attractively  designed  .  .  accurately  engineered  ,  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  .  . 


Then  .  .  .  write  us  on  your  letterhead  today  .  .  .  for  facts  about  a 
Ron-del*  dealership  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


Yes,  it  takes  SALES  to  put  money  in  your  pocket  .  . 
FEATURES  to  close  the  sale! 


.  and  it  takes 


•Registered  Pot.  No.  2378139 

&  Home  Improvement  Dealer 


Penthouse,  Reserve  Loan  Life  Building, 
Dallas,  Texas. 


OfSTRIBUTOILS: 

A  f«w  kwy  cifiws  ftill  open 
for  active  dUtributorships. 
WRITE  TODAY 
for  complete  detolU. 


A  NEW  FACE  for 
the  SIDE-WALLS  of  AMERICA 


0 


Every  homeowner 
a  prospect! 


Easy  to  sell! 


Con  be  financed 
on  installment 
payment  plan! 


10  Year  material 

replacement 

guarantee! 


A  FEW  EXCLUSIVE 
TERRITORIES 
STILL  AVAILABLE! 


Send  for 
complete  details 
today! 


PAINTING 
and  SHINGLING 

Your  Customers  Want 

RENUIT 

The  Om  and  OMir 

SPRAYED  ASBESTOS 

SIDEWALL  RE  SURFACED 

PROTECTS  •  BEAUTIFIES  •  INSULATES 
/4/!zfrlccd  <xk 

Clapboard  •  Wood  Shingles  •  Stucco  •  Cinder  Block 
9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 


RE  NU  IT 


CORPORATION 


0 


424  West  42d  St  ,  New  York  18,  N  Y 
LOngacre  3-6631 


High  profits! 


Unlimited  demand! 


Small 

investment! 


Average  sale 
$800.  and  up! 


PROVEN! 


TESTED! 


GUARANTEED! 


Enjoy  large 
profits  and 
repeat  sales! 


RE-NU-IT  CORPORATION  TELEPHONE:  LOngacre  3-6631 

424  WEST  42nd  STREET 
NEW  YORK  36,  N.  Y. 

Please  send  complete  information  on  how  we  can  enjoy  large  profits  and  repeat  sales  with  RE-NU-IT. 

FISM  NAME  ATTENTION: 

ADDRESS  CITY  and  STATE 
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ALUMINUM 

COMBINATION 

WINDOWS 

AND 

ALUMINUM  DOORS 
EVER  TO  REACH  THE  MARKET 

Here  Are  Heal 
Sales  and  Profits! 

CHECK  THESE  FACTS! 


DURAL  T/fe  nation's  Most  Outstanding 

TRIPLE 
TRACK 


1.  lOO'/f  extruded  aluniinum,  heat  treated  for  added 
strength. 

2.  Engineered  to  perfeti  simplicity  in  years  of  study 
and  field  tests.  Sash  and  screens  remove  easily. 

No  springs. 

3.  Positive  seal  at  renter  meeting  rail  for  sash  and 
screen.  You  can  guarantee  that  no  insects  can  enter. 

4.  Sell  burglar  protection.  Cannot  be  removed  from 
outside. 

IMMEDIATE  DELIVERY  ON  BOTH 


5.  No  gadgets  to  contend  with  .  .  .  eliminate  service 
and  maintenance  calls. 

6.  Housewives  love  it!  Inserts  can  he  removed  for 
cleaning  in  only  seconds,  with  no  effort. 

7.  Adjustable  expanders  or  closure  strips  allow  for 
out-of-square  windows,  assure  fast,  neat  installations. 

3.  Comt^titive  price,  good  mark-up,  many  sales  features 
make  DURAL  the  window  to  head  your  line. 

ASSEMBLED  AND  K.  D.  UNITS! 


WRITE 

WIRE 

OR 

CALL 

TODAY! 


Even  thougK  the  need  for  a  good  triple  track  window  hot  been  great  we  didn't  ruth 
DURAL  on  the  morket.  We  waited  until  it  wot  to  well  perfected  we  could  tofely  claim 
that  it  it  the  ftneit  triple  track  window  on  the  market.  NOW,  HERE  IT  iSt 


ALUMINUM  COMPANY 

BLOOM  AND  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 


A.  W.  Barnhart  Co.  Has  New 
Glass  lalousie  Door 

The  A.  V\’.  Barnhart  Co.,  of  I’ort 
t'hester,  N.  Y.,  now  has  a  new  jrlass 
jalousie  available  for  dealers. 
.Made  of  .(>(>.">  extruded  aluminum 
(<j:>  ST-r»),  the  stiles,  top  and  bot¬ 
tom  rails  are  "ji"  by  The  Z- 

shaped  extruded  aluminum  jamb  is 
• '  j  1;V'.  There  is  an  ail  alumi¬ 
num  knob  and  lever  type  latch  of 
the  morli.se  type.  Double  expansion 
type  corners  of  • «"  formed  alumi¬ 
num  eliminate  saKtrin^  or  tonjue. 
The  XX  cross  bar  is  of  .065  ex¬ 
truded  aluminum  size  1  x 


Al.so  included  are:  a  heavy  duty 
air  closer,  Stanley  concealed  stain- 
le.ss  steel  butts,  Alc«»a  special  non- 
.sculf  aluminum  kick  plate,  jalousie 
slats  (18)  are  thick  crystal  or 
fractolite,  .scr«*en  frame  with  1 '  j." 
lejf  .section  of  extruded  aluminum, 
and  aluminum  wire  cloth  14  x  18 
mesh  secured  to  the  frame  by  pla.s- 
tic  vvynene  spline  .155  in  <liameter. 
*  *  » 

Security  Storm-Lok  Now 
Made  For  Jalousie  Doors 

Security  Storm  lx)ck  and  Hard¬ 
ware  Corp.,  is  now  furnishing  their 
Storm-I.ok  in  special  models  to  (it 
Jalousie  d(»ors.  This  lock  is  similar 
in  construction  t<*  their  lock  for 
the  combination  aluminum  and 
wood  .screen  doors  and  features  (he 
.same  (ine  miiiute  installation. 

Storm-Lok  is  pre-as.sembled  at 


the  factory  and  is  ready  for  imme¬ 
diate  installation  as  a  complete 
unit.  Incorporated  in  the  lock  is 
their  (iiiKer-touch,  positive-action 
push-|)ull  latch  and  their  swivel- 
knob  which  spins  freely  or  locks 
when  key  is  turned.  .Stornj-I.K)k  is 
(inished  in  aluminum,  bra.ss  or 
chromium  and  is  packed  with  2 
keys,  Kor  complete  information, 
write  the  Security  Storm  Is)ck  & 
Hardware  ('o..  Dept.  BS,  599 
.McDonald  Ave.,  Brooklyn  18,  N.  Y. 
«  *  « 

Automatic  Closer  for 
Glass  Jalousies 

This  display  window  is  ecpiipped 
with  the  pilot  model  of  a  new  de¬ 
vice  which  automatically  closes 


windows  when  it  rains  and  oi)en.s 
them  when  (he  rain  stoi)s.  Closing 
and  openinj;  is  performed  by  small. 


If  further  information  is  desired 
about  artirles  appearing  in  the 
pa{;es  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


built-in  motors,  actuated  when  rain 
strikes  the  small  jtrinted  circuit 
Krid  shown  here  on  the  center  of 
the  sill.  The  device  is  a  new  ap- 
))lication  of  a  product  known  as 
“Weather-Huard,"  which  raises 
automobile  tojts  and  windows  at 
the  first  drop  of  rain.  Ifoth  prod¬ 
ucts  are  manufactured  by  .Micro- 
Moisture  (’ontrols,  Inc.,  of  Xew 
York  and  Miami. 

*  *  * 

Getty  &  Company  Announce 
Squeak  Proof  Door  Hinges 

Now  nylon  has  taken  the  .squeak 
out  of  the  squeaking  door.  Bear¬ 


ings  made  of  the  versatile  .syn¬ 
thetic  have  replaced  ball  bearinjfs 
in  a  new  line  of  hinjres  developed 
by  H.  S.  (Jetty  &  ('ompany,  Inc.. 
I’hiladeljihia,  Pennsylvania. 

In  addition  to  a.s.surinjr  easy  and 
silent  swinjr  of  dcKirs  mounted  with 
the  new  hinges,  the  nylon  bearings 
need  no  lubricating,  create  no  vi¬ 
bration  and  are  unatfected  by  cor¬ 
rosion  or  rust. 

The  hinjres  are  extruded  bronze 
excejit  for  the  jiin  which  is  stain¬ 
less  steel.  The  entire  interior  of 
the  barrel  is  bushed  in  nylon.  The 
ilanjre  of  the  bushinjr  then  acts  as 
a  bearin^r.  The  llaiifre  bearinjrs  are 
securely  attached  in  each  knuckle 
and  cannot  fall  out  when  the  hinjre 
leaves  are  .separated. 

(Contimn'tl  on  P(i(]c  60) 
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Mil  ■  iltVB  ^  Kiiil  forever  llic  (>\|H-n>i\c.  <')ini|ilj- 
rated.  !-lou  l>\ -tlie-|iie(e  iiietliod  ol 
finisiiin^  voiir  awning  >lo<-k  .  .  .  eliminate  \oiir  eleanin^ 
tanks,  pre-treatitif;  tanks,  spray  hootlis  ami  liakiiif;  ovetis. 
Ifse  ARROW  pre-((x//e(/ stock,  made  liv  tini'liiiif.'  s/>t'rinlists. 
Arrow  stock  ends  liottlenecks,  cuts  handling  costs,  speeils 
production,  increases  turnover.  No  need  to  start  up  \our 
paint  production  line  to  till  spei'ial-color  orders.  .Iii't  pick 
up  a  tresli.  tire-wrapped  Arrow  coil  <d  the  desired  cidor  and 
run  it  through. 


most  hraiiliful,  most  durnUe  eoatinp;  lor  aluminum  that 
enpineeriiif;  imagination  has  ever  devised.  Kor  appearance, 
yiui  just  can't  touch  it  .  .  .  for  durahilily.  von  just  <  airt  hurt 
It.  (Takes  to  forming  like  a  duck  to  water.)  .S-nd  for  complete 
details,  prices  and  free  sample  today.  Or  outline  your 
reipiirements  and  our  awninp  eiifiineers  will  he  plad  to  assist 
you  without  ohli^ation. 


NOTE:  Arrow,  Pre-Coot  Aluminum  coils  may  be 
ordered  white  on  one  side  ond  any  standard  color 
on  reverse. 


Pret«cftv«  tir«-wrop|»ln9  of 
Individuol  coil  moong  ooglor 
hondling,  olwoyg  frosh  gtock. 


Yeors  of  actual  service  plus  the  important  Florida  test 
panels,  weatherometer  and  salt  spray  tests  ore  your 
guarantee  of  complete  satisfaction. 


HASICfU.  NEW  JERSEY 
Tolopfcoooi  Pompton  Lakes  70620 


6  Home  Improvement  Dealer 
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CMmr^4m 


ALL  ALUMINUM 
STORM  &  SCREEN 

DOORS 


ALL  ALUMINUM 
DOUBLE  HUNG 
STORM  <5.  SCREEN 

WINDOWS 


•  Two-lite  design 

•  Fully  extruded 
construction 


•  Fully  extruded  63ST5 

•  TRIPLE  ACTION  — 
SELF-STORING 

•  Blind-stop  installation 

•  NO  GADGETS,  fully 
service-tree 

•  Interlocking  meeting 
roils 

•  Welded  corners  on 
Master  Frame 

•  SCREEN  and  GLASS 
PANEL  LOCKS  IN 
ANY  POSITION 


•  Aluminum  iomb 
precision  frame 

•  Heavy  corner  con 
struction 


•  Includes  all  hard¬ 
ware 


Y^'HKN  you  visit  our 
plant,  you’ll  see  why 
most  dealers  and  distrib¬ 
utors  handle  .1  AY- ART 
products  exclusively.  It’s 
more  than  the  convenience 
of  one-stop  huying-  It’s  the 
security  of  doin);  business 
with  an  established  man¬ 
ufacturer  whose  products 
enjoy  unquestioned  accept¬ 
ance.  For  quality,  selling 
features,  price  and  factory 
cooperativeness,  JAY- ART 
stands  out. 


JAY-ART't  produetton-hne  manuiactur~ 
ing  assurtt  you  immediofe  de/rveryf  Buy 
what  you  need  the  way  you  want  it,  KD 
or  fully  oisembled 


JAY-ART'S  unique  engi¬ 
neering  ond  monufoefuring 
methods  combine  to  creote  an 
outstandingly  precise  door 
that  dealers  appreciate  and 
customers  buy  on  sight.  KD 
or  fully  assembled  Immedi¬ 
ate  delivery 


ALL  ALUMINUM  STORM  & 
SCREEN  INSIDE  SUDING 

CASEMENTS 


ALUMINUM 

DECORATIVE- 

FUNCTIONAL 

GRILLES 


•  Smooth  glide 
on  (foinlott 
iteel  runrsers 


•  Intorlocking 
design 

•  Simplest  cose- 
ment  to  install 


•  Widest  ronge  of  styles, 
siiet  ond  prices. 

•  Saperior  construction 
details. 

•  Every  grille  custom 
mode  by  skilled  bond 
croftsmen. 

•  Exclusive  numbers  de¬ 
signed  ond  mode  if 
desired. 


JAY- ART  speciotiies  in  the 
manufacture  of  decorative  aod 
functional  door  grilles  from 
design  to  production,  one  entire 
section  of  our  factory  area  is 
devoted  to  this  line  eMclusrvefy 
That's  why  JAY-ART  style, 
purity  and  prices  ore  unbeat¬ 
able  Immediate  delivery 


•  Eosiest  cose- 
ment  to  oper- 

ote 


JAY.ART  shows  the  way  to  get  the 
most  profit  with  the  fastest-instotled,  most 
eeonomicof  casements  on  the  market. 
Horens  real  quality  you  can  enioy  selling' 
KO  or  fully  assembled,  tmmediote  delivery. 
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ISMHiwMMmiMiiiKHiiiiiiimiiiimiHiiiiiiiiiiiiiiiiiiniKiiiiiH 


iRfYnOLDJ 


Qiuminum 


SEASON  IS 
JUST  STARTING 


HERE  ARE  SOME  OF 
THE  TOOLS  which  have 
PROVEN  THE  SUCCESS 
OF  OUR  PLAN... 
Available  to  you  NC^! 

k  ACTUAL 

W  SAMPLES  tml 
Easy  to  Handle!  11^ 
Tell  a  Big  Story!  'rk 


any  other  company  in  America.  In  our  plan 
there  is  no  room  for  middle-man  distributors. 


,3  DIMENSION  STEREO 
'VIEWERS  &  Color  Slides 
of  Installations... 


proven  promotional  set-up  we  have  to  offer, 


COMPUTE  BUSINESS  PIAN  TOR  BIG  PROFITS 
—  Under  the  Perma-Shade  plan  every 
man  receives  a  basic  business  blue 
print  with  simple  lines  of  promotional 
procedure  laid  out.  If  he  follows  these 
lines  he  cannot  fail  to  put  himself  im¬ 
mediately  into  earning:  brackets  of 
$25,000  and  more.  This  is  not  a  lot  of 
money  in  these  times.  You  have  a  rig:ht 
to  earn  it.  You  can,  and  will,  with  the 
Perma-Shade  plan. 


There  is  no  contract  to  bind  you.  We 
neither  want,  nor  look  for,  miracle  re¬ 
lationships  or  miracle  dealers.  All  we 
want  are  men  and  organizations  who 
are  willing  to  follow  our  simple  plan 
and  who  have  the  ability  to  make  the 
modest  investment  it  requires. 


COLOR 

CARDS 


NEWSPAPER 
AD  MATS... 

That  do  a  selling  job.. 


PROVEN  RESULTS  ARE  YOURS-^The  Per¬ 
ma-Shade  plan  gives  you  the  complete 
formula  for  starting  out  to  do  a  high 
earning  home  and  commercial  business 
the  very  first  day. 


START  TODAY  — FULL  PARTICULARS  NOW  I 
The  Perma-Shade  plan  is  reasonable 
and  workable.  It  is  meant  for  men  of 
vision  and  practical  minds  who  are 
smart  enough  to  know  that  a  good  plan 
backed  by  eame.st  effort,  more  than 
money,  make  the  difference  between 
“getting  by”  and  being  a  top  financial 


The  big  point  I  want  to  make  is  that  it 
doesn’t  take  four  figures  to  get  .started 
in  this  lucrative  awning  busine.ss. 
There  is  no  huge  inventory  to  pur- 


CATALOG/ 


Sam  Rose,  Prrauirnt 


Hints  To 
SALESMEN 


WHICH  IS  THE 
FIHEST,  QUALITY 
COMBIHATIOH 
WIHDOW 


C 


COMBINATION  TRIPLE-TRACK  WINDOWS 


WITH  ANY  OTHERS! 

EXCLUSIVE  FEATURES  —  UNIQUE  DESIGN 

MoQic  Clutch — N«w  Principle  in  control  ol  toth  movement.  (Potent  Pending) 

Track  Spreoder  -  New  Principle  for  eoiy,  rapid  sash  removal.  (Potent  Pending) 

"Durite'*  Anoditing  -New  process  protects  and  finishes  frames.  (Registered) 

Channel  Felting— New  odoptation  for  frictionless  motion  and  insulation 
Original  Design — New  opplkotion  of  extruded  aluminum  ond  stainless  steel 
THESE  FEATURES  MAKE  POSSIBLE:  Positive  insert  control;  True  finger  tip  operation;  Genuine 
self-storing,  Complete  weatherstripping;  Permanent  sotin  finish;  and  Instant  ponel  re¬ 
moval  for  cleoning. 

ORIGINAL  DESIGN  PERMITS:  Full  length  triple-tracks;  Self-squaring  frames,-  Sub-assembly 
pockoging;  Inside  installotions;  Inter-chongeable  units  and  Elimination  of  metal-to  metal 
friction. 


( From  an  article  on  specialty  selling 
by  George  C.  Ray.) 

pERHAP.S  the  most  prevalent 
-*■  phra.se  in  selling  home-owners, 
I  and  the  one  that  represents  the 
most  verhia^^e,  futility  and  wasted 
effort  on  the  part  of  iadh  the  sales¬ 
man  and  prospect  is  the  feeble 
statement:  "Leave  me  your  card.” 

If  you  are  a  very  ordinary,  un- 
ima);inative  salesman,  you  do  just 
that:  You  Kive  your  card  to  the 
prospect;  hid  him  farewell;  and  he 
promptly  places  the  card,  probably 
as  a  matter  of  courtesy,  somewhere 
in  a  drawer  where,  for  the  next 
decade  or  .so,  it  ^fathers  dust  alonj; 
with  hundreds  of  cards  left  by 

other  mediocre  salesmen  that  have 
preceded  you;  or,  if  he  isn't  so 

courteous,  the  card  goes  into  the 

waste-basket  without  so  much  as  a 
glance. 

•  •  • 

Now,  how  can  we  get  aromid  this 
traditional  dodge  by  the  customer? 
How  can  we.  as  .salesman,  make  this 
stumbling  block  in  the  closing  of  a 
.sale  |)ay  off,  in  dollars  and  cents, 
either  at  the  moment,  or  in  the  im¬ 
mediate  future? 

In  the  first  place,  no  one  in  .sell¬ 
ing  today  could  be  so  idealistic  as 
to  believe  that  it  is  never  neces.sary 
to  leave  a  card — that  every  sale 
may,  .somehow,  be  consummated  on 
the  spot— but  it  is  po.ssible  for  us 
to  re-analyze  our  sales  approach  so 
that  it  culminates  in  successful  or¬ 
ders  a  large  pro|M)rtion  of  the  time; 
j  then,  when  you  do  find  it  necessary 
to  leave  a  card  you  should  do  .so  in 
.'inch  (I  (li.'itinctirc  manner  that  the 
j  prospect  never  forgets  that  the  card 
you  have  him  belongs  to  you  and 
the  product  you  repre.sent. 

(Continued  on  Paeje  136) 
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6r  Home  Improvement  Dealer 


ECONOMY 


nd 


pi 


SEASONS 


ALL 


ALUMINUM  WINDOW,  DOOR,  JALOUSIE  MANUFACTURERS  AND  DEALERS  . 


build 

good 

will! 


with  1 

WONDER 
GLEAM  i 


ALUMINUM  POLISH  and  (LEANER 


The  NEW  cleaning  and  polishing  compound 

fhat  contains  the  revolutionary  formula  Sl-301. 
IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 

ALUMINUM 


WONDER  GLEAM  it  o  new  sentotionolly  tuccestful  olum- 
inuni  cleoner  contoining  SI-301,  thof  protecRt  os  it  polithes. 
Wonder  Gleom  leoves  o  brilliont  surfoce  protectively  cooted 
on  oil  metolt.  Perfect  for  anodised  turfoces. 

WONDER  GLEAM  does  the  complete  job  First  it  removes  oxidotion. 
corrosion,  discoloring  end  pitting,  leoving  the  aluminum  with  o  bright 
end  lustrous  gleom  Then  its  protective  cooting  octs  as  a  barrier 
against  further  destructive  oction 

WONDER  GLEAM  it  the  perfect  onswer  for  seoboard  ond  monufoctur* 
ing  areos  where  heavy  pitting  is  prevoicnt.  No  steel  wool  is  needed 
unless  the  surfoce  is  very  bodly  pitted  Just  a  cloth  ond  Wonder  Gleam 
to  give  o  new  bright  ond  protecting  finish  thot  resists  corrosion.  On 
heovily  pitted  surfoces,  steel  wool  without  Wonder  Gleom  will  scratch 
ond  the  fibers  will  odherc  to  the  metal  ond  cousc  rusting  ond  pitting 
ADVERTISE  YOURSELF  WITH  WONDER  GLEAM  When  you  finish  an 
instollotion,  give  it  thot  final  touch  of  perfection  by  polishing  the 


windows  ond  doors  Your  customer  will  recommend  your  services  when 
she  discovers  thot  Wonder  Gleom  mokes  frequent  cleoning  unneces- 
sory  becouse  it  protects  and  preserves  thot  gleom. 

MORE  SALES  LEADS!  Advertise  o  free  window  or  door  polishing  job 
.  .  the  more  leods  .  the  more  soles. 

SELL  WONDER  GLEAM  over  the  counter.  It  pays  off  in  profits  and 
repeot  soles.  Let  your  installers  corn  extro  commissions  when  they  put 
up  0  job  .  .  ond  answer  the  question  .  "How  do  I  keep  it  cieon?" 

On  house  colls  it  mokes  o  wonderful  door  opener  for  the  other  prod> 
ucts  ond  services  you  sell.  Brochures  ond  Counter  Cords  ovoiloblc 

GIVE  WONDER  GLEAM  AWAY  to  prevent  service  coll-bocks  becouse  of 
discoloring,  pitting  or  corrosion  Polish  une  window  and  leovc  rest  of 
|Or  with  customer. 

Excellent  ond  specified  for  other  mctols  such  os  Chromium.  Nickel, 
Bronxe,  Copper,  Monel,  Stainless  Steel  ond  Zinc. 


An  8  oz.  jar  retails  for  $1.00.  24  jars  to  a  case. 

Your  cost  40%  off — special  deal  for  distributors. 

WRITE,  WIRE  YOUR  ORDERS  TODAY!  •  PROMPT  DELIVERY 

WILLIAM  HOWARD  MFC.,  INC. 


'Prolects  as  it  Cleans" 


1472  BROADWAY 


NEW  YORK  36,  N.  Y. 
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CLEARVIKW  offers  the  best  combination  for  a  new  or  old  specialty 
business  ...  Standard  or  Custom  Glass-Louver  Windows,  Picture 
Windows,  Porch  Panels  and  Doors.  (K.  D.  or  Assembled  Units.) 


Factories; 

2625  Elm  Street, 

Dallas,  Texas 

3318  $.  W.  Second  Ave., 

Fort  Lauderdale,  Fla. 

Branch  Offices: 

Chitogo  Birmingham 

New  York  Daytona  Beach 
Kansas  City  Jacksonville 
Oklohoma  City  Miomi 
Corpus  Christ!  Orlando 
Houston  Panamo  City 
Son  Antonio  St.  Petersburg 
New  Orleans  Tampa 
Shreveport  West  Palm  Beach 
Lent  Beach.  Calif. 


ADJUSTABILITY.  Made 


in  3.56  standard  sizes  or  custom  made  to 
specifications.  'I'he  modern  method  for  either  new  or  remcxleled 
homes.  Plus  lOOf'f  Ventilation. 

BEAUTY.  An  added  feature  for  every  home.  Makes  small  rooms 
appear  more  spacious  without  excessive  costs. 

SAFETY.  Draft,  rain  and  prowler  protection  for  children,  even 
when  windows  are  left  in  open  position.  Tinted  j;lass  louvers  avail¬ 
able,  to  filter  summer  heat,  glare  and  harmful  sun  rays. 

OPERATOR.  Clearview’s  exclusive  patented  1 -second  •■'4-turn  "Lck- 
Tite”  operator-handle  has  no  equal  In  performance  or  customer 
preference. 

ECONOMY.  Lasts  for  years,  usually  as  long  as  the  structure  itself, 
because  Clearview  superior  design  and  construction  is  the  result  of 
over  18  years  of  continuous  development  and  prcxJuction.  The  most 
versatile  and  complete  line  of  patented  WINDOW-PORCH-DOOR 
prcxlucts  in  the  world.  , 


Outside  5‘in<one  combi¬ 
nation  Venetian  metal 
blind,  awning,  window 
guard,  storm  shutter, 
draft-  rain-glare-lighf 
control. 


Zip-up  potented 
storm  stop  awn¬ 
ing  shutter. 


Spun-Light  or  Aluminum 
Sunstop  Awnings 


Executive  Offices;  2625  ELM  STREET,  DALLAS,  TEXAS 


<S  Home  Improvement  Dealer 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 

y%,  its  and  6mJt 

for  ufto  in  mow  country. 


OISTRIftUTOtS:  Writ*  or  wir*  immodiot* 
ly  for  fvrthor  informotton. 

DEAIIRS:  Contact  ut  for  location  of  your 
noorott  dittributor. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


LIGHT 


r-iLSJ 


AIR 


UOHT 

C^THtU'S  potontod  curvod  louvors  brook 
up  Karsh,  outsido  light  which  ontors  your 
room  soft,  gloroloss  ond  dHlusod.  No  moro 
droory  rooms  with  this  OKclusiv*  footuro. 
VENTILATION 

C'THRU'S  onginoorod  louvors  koop  tho  sun 
oway  from  your  windows,  and  ollow 
comploto  awning  ond  room  vonlilotion.  No 
dood  oir  pockots  moons  tomporoturos  low« 
orod  os  much  os  17  dogroos. 


C-THRU  ALUMINUM  AWNING  CO, 

424  W  IITH  ST.  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


t'.  ■  ■  *-...^.1 _ 


C-THRU  PORCH  CANOPY 


. ,  ^ 


C-THRU  WINDOW  AWNING 


C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 
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MR.  DEALER! 

HERE  IS  A  WHOLE 

NEWMARKET 

YOU  CAN  ENTER. . . 


...with  your  present  set-up 

...selling  the  some  people 
you  now  call  upon 

...calling  back  on  customers 
you’ve  already  sold 


'““[1 

hewlBrwIeHwrt! 


xithhi  'll*"*****  *'"! — 

ILREADV  250.000 

SATISFIED  USERS!  11 

‘’;?n7;a'rcd  h«t. 

'kc 5  out  >  SM«ly  «CW.ti'»*__.il 

“*‘l“Sr  iu£”'^  *“1  5I 

rtoc***  *■** 

'-jarsss.--' 

COOJOlMOOWIj^ 


ELECTRIGLAS  Adverfisemenfs 
in  TIME  and  SATURDAY  EVENING  POST 


FIVE  YEAR  GUARANTEE 


ELECTRIGLAS 

is  .1  "natural"  lor  huililin^  >pct.  lallicN  salo- 
mcn.  I  Mil  in  oicr  2‘'0, <•(•(»  i iiMal laiion<>, 

I  l.l  (  IKKil  AS  is  till'  moili-rn  heal 

with  enthusiaslii.'  acceptance  lor  ness  as  ssell 
as  ailileil  heating. 

ELECTRIGLAS 

is  thernioslalicalls  controlled.  It  is  made  in 
a  sside  sariels  ol  I'pcs  lor  esers  purpose. 

It  gises  sunshine  comlorl  to  large  or  small 
are.is,  lloor  to  ceiling,  ssall  to  ssall.  Ve/  // 
i.imint  h.ikc  out  the  .tir  am!  is  cleattfr,  hc.ilthivr 
to  lire  in. 

ELECTRIGLAS 

is  installed  at  once — ssiihoiit  fuss  or  muss  — 
no  ripping  out  ssalls,  ceilings,  floors.  Any 
licensed  electrician  may  be  employed.  Once 
installed,  n»>  sers icing  is  needed, 

ELECTRIGLAS 

is  the  resolulionary-nese  vsay  to  heal  homes, 
stores,  offices,  schools,  factories,  etc.  Fri>m 
experience  in  a  number  of  "test  market"  areas, 
I'l.lX,  I  RKil.AS  pri>mises  to  bring  so  cast  a 
ness  source  of  business  and  profit  as  has 
neser  been  ei|ualled! 

ELECTRIGLAS 

is  backed  by  national  advertising,  full  factory 
cooperation  including  shared  local  adseriising. 

ELECTRIGLAS 

has  a  profitable  place  for  you  in  the  fasi- 
grosving  sales  picture.  Get  your  share  of  this 
iieif  business — the  biggest  share — by  calling  or 
ssriting  for  the  Plan  and  details  best  suited 
to  your  present  operation. 

I  ELECTRIGLAS  CORPORATION  (Dept.  23) 
j  Bergenfield,  N.J.  Send  details '. 

I  O  Dealer  □  Distributor  □  MFK  Rep, 

I 

i  Nome 

I 

I 

I  Address  . 

I  City  . State  . 

L _ 1 . . 
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jalousies 

for  all 
the  world 


hES^^ 


U/IIOUSIES 


The  "growing  pains"  of 
production  schedules,  which  taxed 
old  facilities  to  the  limit, 
now  ore  solved.  TODAY,  Ludmon 
is  in  o  position  to  meet  world-wide 
demand  for  Ludmon  WindoTite  Jalousies 
and  Jalousie  Doors.  If  you  are  planning  to 
take  on  jalousies,  or  are  dissatisfied  with  your  present  line, 
it  will  pay  you  to  investigate  Ludmon  . . .  the  leader! 


NIW  TOKK  •  ■OSTON  •  WASHINGTON,  D.  C.  •  CHICAGO  •  ST.  LOUIS 
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Ludmon  WindoTite  Jalousies  have  forged  into 
national  dominance  with  unrivaled  research,  design 
and  craftsmanship.  This  huge  new  plant  emphasizes 
Ludmon's  proven  jalousie  engineering  leadership, 
and  provides  facilities  for  continued  product  creation 
and  perfection,  and  production  . . .  without  equal. 


more  jalousies 


The  new  home  of  Ludmon  means  vastly 
increased  production  of  Ludmon  WindoTite 
Jalousies  and  Jalousie  Doors. 


more  soles 


Millions  of  homes  need  jalousies  . . . 
and  buyers  insist  on  Ludmon  Jalousies, 
with  all  the  outstanding  features  home 
owners  desire.  Women  recognize  the 
value  of  the  Good  Housekeeping  Seal- 
the  product  that  has  it,  earns  it! 


more  ond  bigger  profits 


Ease  and  speed  of  installation  increase 
your  net  profit.  Widest  range  of 
standard  sizes,  plus  Ludman's  "magic" 
mullions  mean  you  can  fit  any  opening  . 
no  waiting  for  special  sizes,  no  extra 
work  required.  Ludmon  Tension  Grip 
"Louver  Clips"*  clip  hours  off  glass 
installation  time.  And  you  can  sell 
at  "sales-closing"  prices  . . .  your 
competition  can't  match  Ludmon  quality, 
plus  all  the  other  cost-saving 
features  you  have  to  offer. 

*pat«nt  applied  for 


more  advertising  and  sales  helps 


0»  A  ftrUNh 


On 


Guaranteed 
Good  Housekeeping 

<^or^c , 

4DVtRTISlD 


With  increased  production,  Ludman's 
hard -selling  folders,  natural  color 
photographs,  mat  services,  envelope 
staffers,  lighted  displays  and  salesmen's 
portable  demonstrators  will  help  you 
develop  real  prospects  . . .  and  sell  them! 


•  ATLANTA 


SAN  FRANCISCO 


LUOMAN  CORF.  DepI  BS  5  Bo«  4541,  Miami,  Florida 
RUSH  me  complete  information  on  Ludmon  WindoTite  Jal¬ 
ousies,  including  descriptive  literature,  competitive  prices 
and  full  details  on  portable  demonstrators  and  displays. 

Name . 

Compony  . 

Street . 

City . Zone  .  .  ..  Stote . 
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jitmotmcmq  ivithPjiLdi2 


5s E 
yf  For 
Iehall 


^  TH 

«0  WHO  STP 
SAFETY 
l^-.TTAIN 


The  LEWIS  and  CONGER 
NATIONAL  SAEETY  AWARD 
awarded  to 

north-east  All  •‘Aluminum  Jalousie  Window 


1  «‘s  .  .  .  MOW  IS  IIh*  Hum*  to  rash  iii  on  thr  onlv 
jalousie  window  in  Anieiira  iH-aring  this  nation¬ 
ally  lanions  Lewis  and  (longer  Safi'ty  Award. 
Ihildie  aeee|>tanee  to  North-east  is  at  an  all  time 
high.  Thousands  of  dollars  worth  of  piihlieity  in 
■■(‘Wspapers,  maga/in(‘s  anti  railio  and  T\  will 
aild  up  to  profits  tti  thost*  of  yon  who  act  now. 


the  Xtiiih-easl  jalousie  is  the  itealers  ttreaiii. 
fast  installations.  <|iialit\  materials  and  work- 
inansliij),  "uaranti'ed  eiistomer  satisfaction  and 
siijierior  manufacturer  su|i|iort  will  |iro\i<le  you 
w  itii  a  w  inning  ctmihination  that's  hard  to  heat. 
(a)m|K'titi\i‘l\  priced.  \orth-*’ast  jalousies 
carry  a  sound  mark-up.  Manufactured  in  the 
.North  .  .  .  for  Northern  users.  North-east 
jalousies  can  well  mean  for  you  .  .  .  hig 
successes  imniediateh  .  .  .  and  rock-like 
sccurit\  in  the  \ears  to  come. 


•  Moximum  of  sunlight  penetration  .  . 
draft  free 

•  A  child  can  operate  them  .  but 
never  fall  from  one  even  when  it  is 
fully  opened 

•  Safe  and  easy  to  clean  from  the 
inside. 

•  All-aluminum  frames  and  parts 

? round  and  polished  cdq:>d 
ouvers. 

•  tost  less  to  install: 

Builders  simply  position  and 
attach  to  studs  or  masonry  I 

No  time-consuming  cutting,  / 

plonning  or  fitting  needed.  / 

North-east  iaiousies  arrive  / 

foctory-assembled  and  cus-  / 

tom  built  to  your  individuol  / 

iob  reguirements.  / 


Write,  Wire  or  coll  North-east  Metal 
Products  Corp. 


METAL  PRODUCTS  CORP.  ★ 

MERRICK,  LONG  ISLAND,  N.  Y. 
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&  HOME  IMPROVEMENT  DEAIXB 

Mav  1953 


Steady  Increase  In  Supply 
Eases  Aluminum  Situation 


Booming  rate  of  production  indicates  that 
there  will  be  enough  metal  to  take  care 
of  small  fabricators  after  June  30th 


oviM'  all  aluminum  situation 
continues  to  improve  and  there 
is  every  evidence  that  the  supjily 
for  both  civilian  fabricators  and 
defeas»‘  contractors  is  still  increas¬ 
ing:.  The  XI’A  regulations  are  .still 
in  eTect  and  will  remain  so  until 
•lune  :?0th.  The  prime  aluminum 
producers  are  still  bound  to  acceiit 
all  ('MP  tickets  held  by  manufac¬ 
turers  for  the  second  (piarter  and 
must  fulfill  the.se  requirements  be¬ 
fore  .satisfyiiiK  the  needs  of  non¬ 
ticket  oi-ders.  Other  than  supplyiiifr 
r.MI’  ticket  holders  and  defen.se 
needs,  the  prime  producers  are  on 
their  own. 

Me'anwhile  in  Washington  the 
NI’A  is  preparing  to  clo.se  down 
and  the  Huildin>r  Materials  Divi¬ 
sion  is  down  to  a  very  small  .staff. 
After  June  JOth  XPA  records  and 
all  its  remainiipr  business  will  be 


taken  caie  of  by  the  Department 
of  Commerce.  The  Compliance  Di¬ 
vision  (which  i)rosecutes  violators 
of  XI’A  regulations)  still  has  .some 
cases  in  proce.ss  but  with  its  le- 
duced  staff  is  unlikely  to  .seek  out 
new  violators. 

.After  June  .‘lOfh 

After  June  JOth  the  prim(*  pro¬ 
ducers  will  undoubtedly  e.stablish 
their  own  system  of  cu.stomer  pi'ef- 
erence  and  they  can  be  expected  to 
>rive  first  consideration  to  their  old¬ 
est  ciLstomers  and  to  tho.se  who  buy 
in  the  jrreate.st  (piantities. 

If  there  is  not  (piite  enoujrh 
aluminum  for  all  non-defen.se  fab¬ 
ricators  some  of  the  smaller  manu¬ 
facturers  in  the  builditiK  specialty 
industry  may  have  difficulties  Ret¬ 
ting  all  the  metal  they  need.  This 
is  especially  true  of  the  many  small 


manufacturers  who  have  jione  into 
husine.ss  only  within  the  pa.st  two 
or  three  years.  On  the  other  hand, 
if  the  overall  supply  of  aluminum 
is  .satisfactory  by  June  ItOth  the 
probability  is  that  even  the  small 
falnicators  will  be  able  to  obtain 
w  hat  they  need. 

Theie  can  be  no  doubt  that  prime 
aluminum  production  is  increasintf 
rapidly.  Tin*  Aluminum  Associa¬ 
tion  recently  reported  that  primary 
aluminum  producers  turned  out  a 
record  daily  average  of  6.600,000 
pounds  in  K(‘bruary  of  this  year 
and  production  for  that  month  .set 
a  new  February  record  of  1H.">,2f)7,- 
020  pounds.  This  fifrure  tops  the 
on  February  production  of  1  IS,- 
800,000  pounds  by  2.")  per  cent  and 
exc(>eded  January’s  output  by 
about  oi.j  million  pounds. 

In  an  effort  to  a.ssure  small  com¬ 
panies  makinjr  aluminum  products 
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Reynolds  ^^Stretches''  Existing  Facilities 
To  Increase  Alnminum  Production 


a  lartfor  supply  of  metal,  the  Small 
Defense  Plants  Administration  re¬ 
cently  proposed  suspension  of  all 
duties  on  basic  aluminum  for  at 
least  a  year.  This  would  affect  at 
least  1700  small  fabricators  and 
make  it  easier  for  them  to  impoi't 
foreijrn  aluminum  without  payin^j 
an  excessive  price.  At  pi’esent  the 
duty  on  aluminum  int^ots  runs 
from  1  to  cents  a  pound.  Conjfre.ss 
has  not  yet  acted  on  this  recjnest  of 
the  S.P.D.A.  and  what  its  future 
action  will  Ik*  in  the  li^ht  of  prob¬ 
able  opposition  from  the  Hit?  Three 
producers  is  .still  unknown. 

If  Conjrre.ss  d(K's  jrrant  the 
S.P.D.A.’s  recjue.st  the  hujre  quan¬ 
tity  of  Canadian  aluminum  which 
American  fabricators  expect  to  im- 
{Contiumd  on  Page  107) 


gY  “stretchiriK”  existing  ecpiip- 
ment  at  its  LoiiKview,  Wash., 
smeltiiiK  plant,  the  Reynolds  Met¬ 
als  Company  recently  succeeded  in 
expandiriK  its  aluminum  produc¬ 
tive  capacity  there  67  per  cent  and 
.saved  $8,000,000  in  the  prcK-ess. 

This  “stretchiiiK”  technique  per¬ 
mitted  the  company  to  create  de¬ 
fense-needed  capacity  in  recoid 
time— le.ss  than  five  months — and 
with  fewer  construction  materials 
than  if  equivalent  new  facilities 
had  been  started  fjom  scratch.  Al¬ 
though  .somewhat  similar  proce.s.«es 


had  been  used  previously  in  the 
industry  on  a  small  .scale,  the  Rey¬ 
nolds  operation,  in  which  an  entire 
plant  was  enlarjred  at  one  time, 
was  the  most  extensive  use  of  such 
an  expansion  method. 

Refoi'e  Reynolds  started  the  en¬ 
largement  piogram  at  Longview 
last  February  the  plant  had  an 
annual  capacity  of  60,000,000 
pounds  of  aluminum.  When  the 
job  was  completed  in  the  summer 
the  plant  was  capable  of  turning 
out  100,000,000  pounds  of  the  raw 
metal  a  yeai— a  net  gain  of  40,- 
000,000  pounds. 

The  increase  was  achieved  by 
enlarging  each  pot  in  the  plant’s 
three  potlines,  a  total  of  872  pots. 
The  comi)any  devised  a  plan  to 
“stretch"  the  old  pots,  built  in 
1941,  making  each  two  feet  longer 
and  two  feet  wider,  but  still  small 
enough  to  fit  in  their  original 
space. 

Electricity  Flmployed 

A  potline  for  aluminum  is  equiv¬ 
alent  to  a  row  of  furnaces  for 
steelmaking.  At  the  Longview 
plant  a  potline  contains  124  pots, 
each  of  which  produces  I’aw  alumi¬ 
num  thi'ough  an  electrolytic  proc¬ 
ess.  Whei-eas  the  steel  industry 
uses  coke  in  its  furnaces  as  fuel 
for  the  smelting  of  iron  ore,  the 
aluminum  indu.stry  employs  elec¬ 
tricity  in  its  smelting  proce.ss  to 
reduce  alumina,  made  from  bauxite 
ore,  to  the  metal  aluminum. 

Reynolds  removed  the  pots  at 
Longview— a  few  at  a  time — and 
trucked  them  sixty  miles  to  Port¬ 
land,  Ore.,  where  a  .steel  fabricat¬ 
ing  concern  did  the  rebuilding  job. 
Each  pot  was  cut  foi'  the  insertion 
of  new  sections  and  then  welded 
together. 

Prior  to  the  expansion,  each  pot, 
or  steel  shell,  was  nineteen  feet 
(Ooitiinial  on  Pape  107) 


238  Combination  Windows  Installed 
On  Brooklyn  Apartment  House 


238  Storm  Moitcr  Combination  Windows  were  installed  on  the  above  opartment  house  in 
the  Columbio  Heights  section  of  Brooklyn  by  the  Floral  Combination  Storm  Window  Cor¬ 
poration  of  249  Jericho  Turnpike,  a  distributor  of  Alumaseol,  Inc.,  at  3660  Dyre  Ave., 
Bronx,  New  York,  the  assembly  plant  for  the  Storm  Master  windows  and  doors. 
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Modem  Tub  Enclosuies 

They  give  homeowners  real 
bathroom  luxury  at  an  economy 
price-cash  in  on  this  profitable, 
growing  market  now 


OX('E  a  plumber’s  item,  requir¬ 
ing  a  plumber’s  skill  to  install, 
the  modern  tub  enclosure  has  im¬ 
proved  so  rai)idl.v  in  both  desi^rn 
and  installation  methods  in  recent 
years  that  it  has  become  a  po])ular 
building  specialties  feature,  highly 


l)rotitable  to  sell,  and  so  simple  to 
put  iTito  place  over  any  size  tub 
that  any  ordinary  mechanic  can 
easily  and  quickly  install  it. 

Let  us  consider  a  few  of  the 
many  desirable  features  that  is 
making  this  item  .so  increasingly 


skt'fth  L  ■  rf'- 


Right:  Decorative 
value  which  can  be 
achieved  with  tub 
enclosures  is  illus¬ 
trated  here.  De¬ 
signs,  sand -carved 
on  semi-obscure 
glass,  add  a  note 
of  luxury  and  in¬ 
terest  to  any  bath¬ 
room. 


popular  with  homeowners  every¬ 
where. 

h'irst  of  all — beauty.  The  mod¬ 
ern  tub  enclosure  has  great  eye- 
appeal,  especially  to  women,  for  it 
comes  in  a  variety  of  hand.some, 
l)rilliant,  fade-proof  plastic  as  well 
as  translucent  glass  and  it  is  a 
sinqile  matter  to  choose  one  that 
blends  or  constra.sts  with  the  ex¬ 
isting  color  .scheme  in  any  bath¬ 
room. 

Next,  but  etpiiil  in  importance, 
is  the  comfort,  safety  and  con¬ 
venience  the  modern  bath  enclosure 
provides,  as  well  as  its  practical 
utilitarian  value.  It  offers  all  the 
advantages  of  a  custom  built  jol), 
but  at  a  fraction  of  the  cost. 

It  gives  complete  l)athing  com¬ 
fort.  with  water  and  warmth  kept 
in,  and  drafts  kept  out.  And 
whether  the  unit  is  so  designed 
that  the  doors  or  panels  slide  or  fold 


i'hfto  SlU’Utr  Co.  of  .-Imrrua. 
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oi)eii  and  shut,  all  parts  of  the  tul» 
are  instantly  accessible.  This  is  a 
jrreat  advantajre  when  bathinjr 
children,  or  when  cleaninjr  up. 


Below  right;  Tub  enclosure  with  corrugated 
plastic  doors  that  slide  in  aluminum  tracks. 
All  parts  of  tub  are  within  easy  reach,  a 
particular  convenience  for  cleaning. 


Below  left:  The  sliding-door  type  of  tub 
enclosure  with  horiiontally  corrugated  plas¬ 
tic  doors  framed  in  aluminum.  Aluminum 
tracks  are  easily  installed. 


l*luitos  rtHirtrjy  I'nrra  Satrx  Co. 


Here,  lustrous  tub 
enclosure  is  shown 
completely  closed; 
warm  air  and  water 
stay  in;  no  danger 
of  wet  slippery 
floors. 


Photo  ot  left  re¬ 
veals  tub  enclosure 
partially  apened. 
Panels  glide  easily 
and  smoothly  with 
sure  fingertip  con¬ 
trol. 


In  addition,  tub  enclo.surc.s  mean 
freedom  from  the  hazard.s  of  wet. 
slippery  floors  every  time  some 
member  of  the  family  takes  a  balh 
or  shower. 

Shower  curtains  .seldom  keep 
water  off  ttu'  floor  entirely,  and 
that  means  the  added  mes.sy  job 
of  moj)pinj>'  up.  And  since  wet  or 
damp  floors  invarialily  tend  to  ^*‘1 
dirtier  more  quickly  than  dry  ones, 
if  means  .scrubbiiiK  them  more 
often. 

The.se  are  excellent  .salesi»oints 
to  keep  well  in  mind  when  showing' 
the  units  to  women  customers. 
Dealers  should  lie  emphatic  in 

stressinjr  them. 

.Additional  Advanta^fs 

The  elimination  of  shower  cur¬ 
tains  has  additional  advantatres. 
In  many  homes  today,  cloth  cur¬ 
tains  are  still  used.  The.se  jj-et  wet 
and  retain  moisture,  and  must  be 
spread  out  to  dry  after  every  .soak¬ 
ing.  Frecpiently,  a  member  of  the 
family  forgets  to  do  this,  and  as  a 
con.s(*quence,  the  curtains  ultimate¬ 
ly  di.scolor  or  mildew,  an  uni)lea.s- 
{C<i)ifi)iii(‘(l  nn  Pa<)c  119) 
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ONE  DOOR  '64,050,954il0! 


If  yoa  started  from  scratch  to  produce  just  oae  conbioation 
aluminum  storm  and  screen  door,  it  would  coat  you 
every  bit  of  this  almost  unbelieeable  figure. 
For  research  in  aluminum,  productioa,  and  fiilMrkation  arc 
among  the  most  costly  of  enterprises. 

Yet,  in  the  simple  act  of  ordering  a  CAPITCH.  door, 
you  are  actually  capitalising  (no  pun  intended)  on  the 
vast  experience  of  ALCOA,  suppliers  of  the 
extrusions  used  in  the  CAPITOL  door,  as  well  as  in  the 
pioneering  efforts  that  have  combined  to  produce 
a  truly  fine  door  at  lowest  possible  cost. 

At  a  suggested  retail  price  of  only  $49.95,  CAPITA,  has 
achieved  a  milestone  in  mass  produced  doors. 
All  accessory  hardware  is  included;  full  markup 
is  yours;  niperior  quality  is  the  hallmark  of  the  CAPITOL 
combination  aluminum  storm  door. 

Because  we  mass-produce,  we  are  seeking  mass-sale 
distributors.  If  you  are  geued  to  handle  substantial 
volume,  you’ll  find  it  profiubk  to  contaa  us  at  once. 


(Sc  A  P 1  T  O  LMfg.Co..Inc.  J 

909  BHdfn  St..  Mow  Cmubwlamd.  Pmhm.  1 
PHONEt  HAmUSBiniO  4-3143  I 


CAPITOL  Mfg.  Co.,  Inc. 
New  Cumberland,  Penna. 

Gentlemen 

PIcose  tend  full  dctoiU 
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How  to 


Install  Aluminum  Siding 


Complete  system  of  factory-made  forms  and  shapes 
enables  even  an  inexperienced  crew  to  do  a  thoroughly 
tight,  permanent  siding  job  in  record  time  at  low  cost. 


By  C.  H.  SARBAUGH 
Field  Engineer 
Liietime  Industries,  Inc. 


/^NE  of  the  reasons  why  alum- 
imim  sidiiiK  is  sweeping  the 
country  is  the  excellent  job  it 
makes  possible  for  any  applicator 
to  do  regardless  of  previous  expeid- 
ence.  P'ven  an  inexperienced  crew 
can  do  a  professional  hulking  job 
in  .short  time,  while  an  experienced 
crew  develops  close  to  production 
line  efliciency. 

For  example,  on  a  re-siding  job 
an  exjH'rienced  team  can  inst  ill 
aluminum  siding  at  the  rati  of 
three  .squares  per  day  jier  man.  On 
new  construction,  this  rate  goes  up 
to  live  squares  iH>r  man  per  day 
and  more. 


Actually,  applying  aluminum  sid¬ 
ing  is  a  simple  assembly  and  nail¬ 
ing  job,  the  kind  and  amount  of 
cutting  and  fitting  being  extremely 
simple  and  easily  handled  by  any¬ 
one  with  average  mechanical  abil¬ 


ity.  Every  piece  required  for  the 
entire  job  is  preformed  at  the  fac¬ 
tory  to  .standard  dimensions.  Fur¬ 
thermore,  the  interlocking  system 
emploj’ed,  and  the  manner  in  which 
door  and  window  trim  have  been 
engineered,  assure  that  with  rea¬ 
sonable  care  a  thoroughly  tight  job 
will  be  done,  with  no  time  what¬ 
ever  wa.sted  in  caulking — which  is 
so  often  needed  as  a  I'esult  of 
poorly-fitted  parts. 


Right;  A  thoroughly  tight  job  around  the 
many  windowt  and  doort  in  the  building 
shown  here  it  assured  because  of  the  way 
the  aluminum  siding  interlocks  and  the 
trim  has  been  engineered. 


N<»  special  equipment  is  re(|uire(l 
for  applying  aluminum  siding. 
Cutting  can  be  done  with  tin  snips, 
hack  saw,  carpenteis  nail  saw  or 
powei-  saws.  Power  cutting  is  of 
course  lecommended,  since  a 
neater,  more  accurate  and  more 
economical  installation  can  he 
made  by  this  method.  Instructions 
for  making  an  easily  con.structed 
wood  table  with  saw  jaruide  are 
provided  in  the  manufacturer’s 
specification  manual.  Any  type  of 
hand  power  saw  can  be  u.sed.  It 
must  be  equipped  with  an  Alum¬ 
inum  rutting  Blade. 

By  following  the  steps  outlined 
below,  a  job  comparable  in  every 
respect  with  tho.se  illustrated  above 
can  be  done  in  short  time  at  low 
applied  cost.  These  steps,  briefly, 
ai  e  as  follows : 


.1.  Starfi  r  Strip 

a.  Stretch  a  snap  line  around 
the  entire  structure  as  directed  in 
Section  1.  paragraph  f.,  measuring 
up  9"  from  the  building  base  to 
place  the  first  nail  foi-  the  snap 
line.  Check  the  line  with  a  spirit 
level  to  determine  the  low  corner 
and  provide  nailing;  base  for 
Starter  Strip  at  the  hi^h  points. 


b.  Install  the  .Starter  Strij)  by 
nailinjr  on  S”  centers  thiouKh  the 
nailinjr  flanjre  "A"  with  the  ba.se 
of  the  Starlei-  Strip  “B”  exactly 
9”  below  the  snap  line. 

c.  S’otr — use  line  “11” 
to  (t(  tcrniinr  lerrl  of  Starter  Strip. 


It.  Siilinp  Panel.'t 

a.  Apply,  the  first  siding  panel 
by  insertiiiK  the  lower  inside  lip 
up  and  into  the  Starter  .Strip 
jrroove  “C”  (sketch  198)  .seating 
the  (*d}fe  firmly  into  the  receivinjr 
fifroove. 

b.  Ka.sten  the  nailinjr  fiance  of 
the  sidinjr  i)anel  by  nailinjr  with 
an  Aluminum  Nail  (»n  16"  centers 
or  at  each  fui  rinjr  .strip.  Continu- 
injr  courses  of  sidinjr  panels  arc 
similarly  installed  by  in.sertinjr  the 
lower  lip  of  each  panel  into  the 
matchinjr  jrroov<>  of  the  panel 
directly  below. 

c.  Join  the  panels  h(»ri/.onfally 
to  the  limit  of  the  factoi’y  cut-out 
at  the  bottom  of  the  panel.  Baj) 
over  and  away  from  the  point  of 
jrreatest  traffic,  i.e.  sides;  frojit 
panels  ovt'r  »eal  panels,  back  ;  from 
driveway  to  opposite  corner,  f ront ; 
entrance  to  corners.  Wherever  pos¬ 
sible,  always  have  the  factory 
finish  ed^e  exjKXsed. 


The  before-after  photos  left  illustrate  the 
remarkable  transformation  achieved  with 
an  application  of  aluminum  siding.  No 
special  tools  are  required  and  even  an  in- 
eiperienced  crew  can  do  o  professional  job. 
Illtnilriiti.ms  iiiKr/i  tv  Ih.Im.<Ihcm,  Im<. 

d.  .Always  stajtjrer  end  laps  in 
such  a  manner  that  they  do  not 
occur  one  directly  above  the  other 
unle.ss  .st'paiated  by  three  courses. 


Back-up 

Strips 


('.  Iltirk'-iip  Strip.'< 

a.  I’.se  Back-up  Strips  on  .‘12" 
centers,  at  all  end  laps,  and  under 
ends  of  panels  adjacent  to  wall 
o|)enin>r. 

b.  Position  back-up  .strip  with 
the  thick  end  abuttinjr  the  top  edjfe 
of  the  top  lockinj?  flanjre  on  the 
lower  panel  at  ".A”.  In.stall  with 
•  i"  extruded  .section  against  the 
sheathinjr  or  old  sidinjr  and  the 
broad  side  ajrain.st  the  inside  of 
the  siding  pamd,  nailinji:  in  place 
at  “B”. 


Outside 

Corner 

Post 


/>.  Oat.'iilit  ('ornrr  l‘ost 

a.  Nail  the  Post  in  place  plumb 
and  .s(|uare  with  the  buildinj;  by 
nailinjr  on  12"  centers  thi'oujrh  the 
flash injr  detail  at  “A”.  The  ba.se  of 
the  po.st  “B”  mu.st  be  level  with 
the  outside  surface  of  the  old  sid- 
injr  or  furrinjr  .strips  .so  that  the 
sitlinjr  will  fit  into  the  wells  “P” 
of  the  po.st  without  lM*ndinjr  the 
|)anel.s. 

b.  Allow  the  po.st  to  extend  ap¬ 
proximately  to"  below  the  bottom 
level  of  the  first  course  of  sidinjr. 

(Coatitnu ft  on  Pape  72) 


&  Home  Improvement  Dealer 


45 


<if  cowtfollfd  loiivred  win<iou  s 


BtJiibTn 


promotional  campaign! 


SUN-SASH  National  and  Local  Advertising 
is  Reaching  Millions  of  Consumers  .  .  . 
Dealers  and  Builders  to  Create  More  Sales 
For  You! 


HERE'S  A  CHECK  LIST  OF  MAGAZINES 


MARCH  1953 


•  Correlator 

•  Living  tor  Young  Homemakers 

•  Building  Supply  News 

•  House  &  Home 

•  American  Motel 

•  Popular  Mechanics 

•  Building  Specialties 

•  Glass  Digest 


*  Living  for  Young  Homemakers 

*  House  &  Garden 

*  House  Beautiful 

*  Home  Modernizing 

*  Home  Maintenance  and 
Improvement 

*  Building  Specialties 

*  Glass  Digest 


*  Small  Homes  Guide 

*  American  Builder 

*  House  &  Garden  Book 
of  Building 

*  House  &  Home 

*  Building  Specialties 

*  Glass  Digest 


*  Practical  Builder 

*  American  Lumberman 

*  Building  Specialties 

*  Roofing,  Siding  &  Insulation 

*  Gloss  Digest 


1  uooK  or 


Dealers  .  .  .  take  advantage  of  this 
gigantic  program  to  tie  in  on 
this  national  advertising 
campaign.  Be  prepared  to  have 
Sun-Sash  on  hand  and  cash  in 
on  good  profits.  Write  today 
for  more  information  on  how 
'ou  can  become  a  Sun-Sash  dealer. 
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LOUVRED  WINDOW  FACTS 


SUN-SASH  ,  .  .  gives 
you  more  odded 
WEIGHT!  Almost 
twice  the  weight  of 
any  other  window  of 
its  type.  Extro  weight 
meons  extra  life-  no 
wnroogc  —  makes  for 
better  installation. 


Nome 


Address 


SUN-SASH 
patios  .  . 


is  perfect  for  porches,  brccicwoys, 
kitchens,  bathrooms,  bedrooms 


.  .  .  America  s  largest 
selling  lou'esl  cos  I 
loarred  ir  in  (hue  I 

‘l)«‘al«Ms  .  .  .  >liar*‘  in  llu*  prolils  of  this  lar^rsl 
fiflliiif:  lowest  cost  IoiixrmI  \vin«l(»\v!  SI  \-S \SH 
wiiulous  sell  easier — faster — than  any  other  winilou 
of  its  type,  (lonipare  the  aiiia/iii^  \aliie — the 
features — the  l»eaiilv  aiul  iitilitv  of  this  low-eost 


SUN  SASH  in  commercia!  mstollations 
ore  modern,  efficient  ond  inexpensive. 


loiiM'e<l  window.  Sl'\-S\SM  is  eo\erin;;  America 
with  national  adxertisin^.  so  wh\  n<»t  cash 
in  on  this  prolit'inakin;'  promotion? 


WRIT!  FOR  FUU  DfTAILS  AND  RRICU  NOW! 


SUN-SASH  COMPANY 


38  PARK  ROW 


NEW  YORK  38  N  Y 


Please  send  me  full  information  on  how  I  con 
become  a  Sun-Sash  dealer. 
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Millions  of  homemakers  prefer  the  con¬ 
venience  ond  comfort  of  ordering  by 
telephone,  and  turn  to  their  classified 
directories  to  find  what  they  wont.  Be 
sure  your  business  and  your  products  are 
listed  and  advertised. 


Is  the  Classified  Telephone  Book  Your  Silent  Salesman? 


Every  day,  every  hour,  in  every  home  and  business,  millions  of  buyers 
consult  the  classified  telephone  directory.  Put  it  to  work  —  for  you! 


By  ALBERT  S.  KESHEN 


THK  telephone  b(H)k  is  one  of 
your  best  aids  in  solieitiiiK  busi- 
ne.ss.  It  is  a  silent  ambas.sador 
reaehinjr  every  home,  hotel  r<M)ni 
and  business  establishment  in  your 
trading  area.  As  such,  it  can  be  a 


useful  .sales  promoter  for  any 
building  specialties  dealer  who 
wants  to  contact  j)ros|)ects,  prac¬ 
tically  all  of  whom  u.se  this  conve¬ 
nient  t<M)l  every  day  and  who  have 
their  directory  of  numbers  within 
handy  reach. 

Most  dealers  are  farsijrhted 
enouKh,  however,  to  realize  that 
their  listing  alone  in  the  yellow 


classified  .section  of  the  telephone 
directory  is  not  enoujrh.  A  larjfe. 
or  even  a  small  ad.  well  written  and 
laid  out  is  far  more  effective  than 
mere  designation  alone. 

A  study  of  various  building 
siH'cialty  firms’  telephone  ads 
throughout  the  country  reveals 
that  mo.st  of  them  could  be  im- 
{Contitnud  nn  Papf'  80) 


ALUMINUM  WINDOWS 

HSIDENTIAL  •  COMMERCIAL 


DISTRIBUTORS 

‘‘Auto-Lok"  Awning  Windows 

CLASS  LOUVERED  WINDOWS.  DOORS 
Fw  PORCH  t  BREE2EWAY  ENCLOSURES 

ALUM-CRAFT  CORP. 

358  Great  Neck  Road 

GReat  Neck  4-9391 

GREAT  NECK,  N.  Y. 


MANUFACTURER 

RON-DEL 

FOLDING  ALUMINUM  AWNINGS 
STATIONARY 
PATIOS  and  CANOPIES 

20  COLORS 

EDWARD  P.  HENKEN  INC. 

LUdlow  9-4080 

1910  BOSTON  ROAD 


ALWINTITE 

Aluminum  DouM*  Hung  Window, 
Scroon,  and  Storm  Sa,h 


§ 

1 

1 

s 

1 

TRIPLE  CHANNEL 
COMBINATION 
STORM  WINDOWS 
FOR  RESRXNTIAL 
USE 

STOCK  SIZES 

GENERAL  IRONZE 
CORPORATION 
ALWINTITE  DIVISION 


OA  rd.n  CMy  S-4400 

Sfeworf  City,  N.  Y. 

N.  Y.  Sal«s  OMc«  •  100  4y«.,  Monfioffon 

MUrrvy  Hill  f-3370 


Eiampla,  of  fypes  of  building  ipecialtie,  ad,  appearing  in  the  ing  variefy  of  fype  face,;  center  ad  relie,  on  bold  type;  wh'le 

clo„ified  telephone  directory.  First  ad,  left,  combine,  interest-  third  ad  include,  illustration  to  attract  customers. 
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1st  photo  above:  Edward  D.  ServcMo,  sales  manager,  and  Peter  J,  Compo,  president, 
Campolum  Co.  2nd  photo,  left  to  right,  Edward  D.  Servello,  sales  manager;  Anthony  A. 
Fiorenza,  service  division  foreman;  Dan  J.  Battiston,  installation  foremon;  Peter  J,  Campo, 
president;  Pout  Freedman,  salesman,  and  Sam  Hackman,  salesman,  all  of  the  Campolum 
Co. 


Left:  View  of  the  Campolum  Co.  office  and 
display  headquarters.  South  Ozone  Park, 
Long  Island,  N.  Y. 


- our.s  point.s  to  confidence  in  our  Brooklyn  territory,  he  has  con- 

By  O.  I.  MARR  product  and  our  conijiany.”  centrated  fifteen  years  of  sales  ex- 

Specicd  Correspondent  perience  in  the  field  into  a  few  clear 

Building  Specialties  It  was  coffee  time  in  South  Ozone  Over  3-o’clock  coffee  and 

=■  '  ■■  '■  =  .sandwiches  with  his  staff  infor- 

SKLL  a  quality  product  and  f  43-year  old  founder  of  rnally  intchinj?  in  with  a  comment 

you’ll  always  come  out  on  top.  the  Campolum  Co.,  was  explaining  now  and  then,  Mr.  Campo,  a  youth- 
Sure  we  u.se  sellinK  angles — the  the  3000  contracts  for  VV’instrom  ful,  dapper  man,  ticked  off  his 
time-tried  ones  and  .some  new  ones  combination  windows  in  his  two  points  amiably  but  emphatically, 
of  our  own — but  an  angle  has  to  years  of  busine.ss.  As  dealer  and  "No  sir,  no  sidelines!  To  do  ju.s- 
jxiint  somewhere,  and  every  one  of  distributor  for  the  Queens  and  tice  to  my  product  and  my  custo¬ 
mers,  I  in.sist  we  specialize.  My 
.salesmen  .sell  only  windows,  and 
they  are  hajipy  doing  that.  There 
are  six,  and  they  have  been  with 
me  since  the  iK'ginning,  with  no 
turnover.  Our  whole  approach  is 
that  they  must  be  welcome  in  the 
customer’s  house,  not  only  before 
but  also  after  the  installation.’’ 
{Coiitiiiiied  an  Patfc  84) 


Air  Conditioners  and 
Metal  Awnings  Help 


Sell  Each  Other 


(The  liqurei  used  in  Ihie  article  were  prepared  by  the 
Lemlar  Mig.  Co.  and  have  been  vertilied  by  engineer*  re 
toir.ed  by  the  Naticnal  Metal  Awning  Aiiociation.) 


Left;  Room  air 
conditioner  ot  the 
window  type. 
Metal  awnings 
can  reduce  their 
cost  of  operation. 


the  .size  of  the  system, 
beinn  $500. 

njr  costs  vary 
a  month  (summer)  to 
about  $  S  a 
month  (win¬ 
ter)  per  ton. 

Now  with 
the.se  figures  in 
mind  consider 
that  the  more 
sunlight  you 
have  pouring 
through  an  un¬ 
shaded  win¬ 
dow,  the  more 
heat  you  have 
in  the  interior 
of  the  building, 
and  the  more 
heat  the  more 
the  air  condi¬ 
tioning  equip¬ 
ment  has  to  work.  On  the  other 
hand,  if  you  have  efficient  perma¬ 
nent  metal  awnings  to  keep  the  sun 
out  of  the  windows,  there  is  le.ss 
heat  inside  the  building  and  the 
air  conditioning  equipment  does 
less  work  with  a  consequent  re¬ 
duction  in  the  cost. 


In  the  examj)le  shown  in  the 
table  on  this  page,  the  solar  heat 
load  per  100  sq.  ft.  of  window  glass 
per  hour  on  unshaded  EAST  and 
WEST  windows  is  14,700  B.T.U. 
But  the  .same  windows  with  outside 
shades  (metal  awnings)  have  a 
heat  load  of  only  2,700  B.T.U.  Thus 
metal  awnings  in  this  case  would 
save  12,000  B.T.U.  or  an  81.6' <  re¬ 
duction.  Now  it  takes  one  ton  of 
refrigeration  to  remove  12,000 
B.T.U.  .so  you  .save  from  .$;t00  to 
{Cotitimifd  0)1  Page  90) 


rpHE  alert  dealer  who  knows  the 
facts  and  figures  about  the  clo^^e 
relationship  between  metal  awn¬ 
ings  and  air  conditioners  has  .some 
very  persua¬ 
sive  selling 
points  which 
will  aid  him 
greatly  in  the 
sale  of  metal 
a  w  n  i  n  g  s  to 
large  indus¬ 
trial  plants, 
commercial  in- 
.stitutions,  and 
home  owners. 

Let  up  sup- 
po.se  that  you 
have  a  prospect 
who  owns  an 
air  conditioned 
building  in 
your  territory. 

If  your  .salesman  can  assure 
a  prospect  that  metal 
not  only  greatly  reduce 
operating  the  air 
tern  but  will  .soon 
.selves  in  the  .savings 
would  he  be  intere.sted? 
would ! 


Here  are  some  figures  your 
man  should  know  when 
pre.sentation : 

F'ir.st — It  takes  one 


emove  12,000  B.T.U. 
ermal  Unit.s — the  heat 
ent  unit  used  by  engi- 
1  this  country.) 

ond — The  co.st  of  air  condi- 
ing  equipment  varies  from  $300 
$800  [)er  ton  of  refrigeration. 


50 


MAY  1953  BUILDING  SPECIALTIES 


f-  -  ;S.l^.  >»  Xf  -4ft ® ' 
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:  1  ’>  '  ^  ' 


Step^eK^  Sarnie 


fabulous  new  profits 
hr  KJ>.  OPmTOKS 


ys 


An  •xtandnd  invitation  and  an  unprocodentod  K.D.  op¬ 
portunity  awaits  you! 

So*  tho  STEPHEN-LAURIE  triplo-track  window-tho  ad- 
vancod  window  of  tho  future — 


Stcfr^tCK- Aeiunce  '7ft<x*tu^<xct(i'u*t^ 

5913-23  RIDGE  AVE.,  PHILA.  28,  PENNA.,  IVYRIDGE  2-6660 
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Two  resourceful  dealers  show 


How  To  Storm  Sash  Side 
With  Triple  Track 


An  example  of  how  a  new  devel¬ 
opment  in  one  field  touches  off 
a  chain  reaction  in  allied  fields  is 
occurring  these  days  in  the  storm 
sash  business.  The  story  really 
.starts  with  the  first  cave  which 
man  used  for  shelter,  but  let  us 
pick  it  up  with  the  development  of 
the  ranch  type  hou.se.  Picture  win¬ 
dows  enter  next,  then  the  multi- 
lijrht  picture  window,  part  fixed, 
part  movable  for  ventilation.  Hav- 
inK  solved  the  problem  of  combina¬ 
tions  for  ca.sement  as  well  as 
double-hunK  sections  of  picture 
windows,  storm  sash  dealers  and 
manufacturers  now  face  a  new 
I)roblem. 

What  to  do  when  a  builder  equips 
his  picture  windows  not  with  ca.se¬ 
ment  or  double  hunjr  .sections,  but 
with  .something  new,  a  side-slidinp 
prime  window?  That’s  the  situa¬ 
tion  in  Hillside  Terrace,  in  Hicks- 
ville,  Lon^  Island,  which  offers  in 
the  Monterrey  ranch  type  model  a 
number  of  the  new  General  Bronze 
Co.  horizontal  slidinjr-panel  win¬ 
dows,  set  both  individually  and  as 


Top  left  photo  shows  Eugene  Kleine  (left) 
and  John  Orishok  of  the  Seolrite  Co.,  Union- 
dale,  N.  Y.  holding  the  3-track  combina¬ 
tion  they  use  to  storm  sash  side  sliding 
prime  windows.  Second  and  third  photos 
from  the  top  show  the  parts  of  Orishok  and 
Kleine's  adoptation  of  a  standard  Dural 
triple  track  combination  storm  window. 
Bottom  photo  shows  the  combination  win¬ 
dow  completely  assembled  after  being  modi¬ 
fied  by  the  manufacturer  at  the  dealers' 
request  so  that  the  inserts  operate  easily 
when  the  window  is  loid  on  its  side. 


Sliding  Windows 
Combinations 


iipper-conuM’  sections  of  the  living 
room’s  six-lijjrht  picture  window. 
The  aluminum-framed  kIhss  panes 
are  removable,  of  course,  but  that 
is  no  solution  of  the  storm  sash 
man’s  problem:  a  combination  that 
can  be  easily  opened  or  stored. 

(leneral  Bronze’s  own  answer  is 
the  cla.ssical  top-hunj?,  outward 
swinginjr  sash,  easily  removable 
or,  in  pleasant  weather,  held  open 
by  stay  bars  and  sill  clips.  Several 
houses  in  the  new  development  are 
equipped  with  these  products  of 
the  Alwintite  Division. 

The  sill  clips  are  installed  fir.st, 
about  three  inches  from  each  side, 
tightly  ajrainst  the  wooden  mould- 
inn-  which  anchors  the  prime  win¬ 
dow.  Then  the  .sash  is  rested  on 
the  sill  clii)s.  and  the  toj)  pushed 
up  into  position.  Two  banners  are 
fitted  over  the  hooked  lip  which 


Upper  right  photo 
shows  easy  re¬ 
moval  of  Generol 
Bronie  side  sliding 
sash.  Lower  photo 
shows  this  type 
prime  window  used 
as  ventilator  in  a 
multi-light  picture 
window. 


forms  the  top  of  the  frame,  one 
near  each  upper  corner,  then 
screwed  upward  into  the  wooden 
frame.  To  open  part  way,  or  to  re¬ 
move  for  storane,  there  is  enounh 
space  above  the  hooked  lips  to  al¬ 
low  liftinn  the  unit  free  of  the  re- 
taininn  >sill  clip  below,  and  the 
liottom  is  swunn  outward. 

Other  houses  in  the  development 
are  eejuipped  with  standard  double- 
hunn  storm  window  and  screen 
combinations,  mostly  trijile-track, 
laid  on  the  side  to  allow  access  to 
the  slidinn  primes.  The  panels  are 
self-storable  as  in  the  u|)rinht  posi- 

Left;  Combination  window  shown  on  page 
52  installed  in  window  frome  above  o  fixed 
light. 


Right:  Diagram  of  General  Bronxe  storm 
sash  shows  top  hangars  and  sill  clip  which 
holds  it  in  place. 


tion,  but  are  moved  to  one  side.  Of 
course,  with  the  unit  in  the  side 
position,  there  is  an  incentive  for 
the  home-owner  to  remove  the  out- 
{('niitiniied  on  Pafje  100) 
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Weather-Wise  Doors  and  Windows 


WIRE- WRITE -PHONE  YOUNGSTOWN,  O. 
9-9765  FOR  ADDITIONAL  INFORMATION 
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3655  Oaltwood  Avenue 


Youngi+own  9,  Ohio 


*^CKcC(UiV4;  ^kc. 


TOtat^icn, -  7(^Uc 
DELUXE  ALUMINUM 
COMBINATION  WINDOW 

Rigidly  constructed  of  finest  quality, 
eitruded  architectural  aluminum  — 
treated  for  eitra  hardness  Built  to 
fit  and  to  allow  for  sagging  or 
change  of  shape  of  primary  frames. 
Flush,  self-storing  type  installation. 


IVIRY  PURH 
COMPUn  UNI 


ALUMINUM  casement 


A  TOMtAtt-TOiM  ALUMINUM 


AND  PURPOSE -PROFIT  BY 


mmfSM 


are  Your  Best  Profit  Combination 


AMERICA'S  FINEST 
TROUBLE-FREE,  EXTRUDED, 
ALUMINUM,  SELF-STORING 
COMBINATION  WINDOW 
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Planning  an  Insurance  Program 
for  Your  Business 


Your  Business 


(Seventh  in  a  series  of  articles  on  business  management) 


JUST  as  you  (fepoiui  upon  the 
smooth  functioninjr  of  your 
machines  ami  laix)r  force  for  maxi¬ 
mum  efficiency  in  production,  a 
comprehensive  insurance  program 
is  af)solutely  es.sential  for  the  over¬ 
all  maintenance  and  protection  of 
your  business.  These  days  you  c;in 
insure  practically  any  phase  of 
your  business  operations  against 
loss  or  (lamajrc,  from  wholesale 
destruction  of  property  through 
fire  or  storm  to  special  iM)licies  for 
the  liability  of  fixtures  and  acces¬ 
sories  such  as  jrlass,  elevators,  and 
automobiles.  Hut  regardless  of  the 
nature  of  your  business  and  si)e- 
cial  protection  retpiirements,  you 
should  definitely  posse.ss,  or  at  least 
very  earnestly  consider,  fire  insur¬ 
ance,  life  insurance,  and  employee 
|H*nsion  plans  for  the  welfare  of 
your  business  and  your  |H*r.sonnel. 

The  most  imf>ortant  form  of  pro- 
twtion  is  a  comprehensive  fire  in¬ 


surance  policy  which  will  cover  you 
for  all  destruction  or  damage  of 
property,  equipment  and  merchan¬ 
dise  cau.sed  by  fire,  lifrhtniiiK  or 
windstorm.  Hut  neither  over-insure 
or  under-insure  your  business.  If 
you  do  not  want  to  pay  extra  pre¬ 
miums  when  the  value  of  your  in¬ 
ventory  is  down  and  yet  be  suffi¬ 
ciently  insured  when  the  value  in¬ 
creases  you  should  make  rejrular 
adjustments  on  the  amount  of  your 
policy. 

(’uttinji  ('osts 

Since  the  cost  per  $100  of  the 
as.sessed  worth  of  your  business 
depends  largely  upon  the  fire  pro¬ 
tection  facilities  you  have  and  the 
element  of  risk  involved  in  the  con¬ 
struction  of  your  building  and  na¬ 
ture  of  your  business,  you  may  be 
able  to  cut  the  costs  of  your  pre¬ 
miums  by  giving  considerable  at¬ 


tention  to  fire  prevention  and  fire¬ 
fighting  measures.  You  can  im¬ 
prove  your  policy  status  by  fire¬ 
proofing  your  building  and  install¬ 
ing  automatic  sprinklers;  eliminat¬ 
ing  existing  fire  hazards  caused  by 
trash,  faulty  wiring,  and  breaking 
of  “no  smoking”  regulations:  put¬ 
ting  safety  devices  on  dangerous 
machines;  employing  watchmen. 

In  order  to  indemnify  your  firm 
against  the  loss  through  death  of 
a  valuable  member  it  is  wise  to  take 
out  a  form  of  busine.ss  life  insur¬ 
ance  which  will  meet  the  demands 
peculiar  to  your  busine.ss.  Since 
there  are  many  intricate  financial 
and  legal  questions  to  consider  in 
writing  up  a  business  life  insur¬ 
ance  j)olicy,  your  lawyer,  CPA,  and 
life-insurance  agent  serve  as  in¬ 
valuable  advi.sers.  They  will  be  on 
their  toes  to  guard  every  detail  of 
your  firm’s  interests.  The  major 
types  of  such  insurance  policies 
will  protect  a  busine.ss  again.st  the 
loss  of  a  .sole  proprietor,  partner, 
key  employee,  or  shareholder. 

(C<niti)iiu’d  on  Page  102) 
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Have  Yon  Tried  Selling  the  Homeowner 

ORNAMENTAl  ALUMINIIM 


It  has  strength,  beauty,  and  a  lifetime  of  service 
<-  all  good  reasons  why  it's  a  money-maker  for  dealers 


From  Data  Furnished  by 
R.  G.  Coffman  Co  .and 
Cremens  Associates 


A  LTIIOrtJH  ornamental  iron 
has  been  a  traditional  Ameri¬ 
can  favorite  since  the  time  of  its 
importation  from  Kiirope  diirinjr 
Colonial  days,  at  no  time  has  it  en¬ 
joyed  the  po|)ularity  that  it  does 
today.  In  the  fieltls  of  architecture 
and  design,  it  is  bein^  employed  in¬ 
creasingly.  for  it  affords  the  ad¬ 


vantages  of  beauty,  strentrth  and 
ease  of  use  that  no  other  product 
does. 

Its  employment  for  architectural 
puriHKses  in  new  buildinjr.s  is  hav- 


Close-up  of  the  "Scarlet  Oak,"  new,  grace¬ 
ful  ornamental  aluminum  design. 


injr  its  repercu.ssions  in  the  build- 
iiiK  specialties  and  home  improve¬ 
ment  field.  IVople  everywhere  are 
.seeing  ornamental  iron  used,  and 
seeinjf  it,  they  are  impressed  by  its 
attractive  (pialities.  As  a  result, 
dealers  are  finding  the  product 
much  in  demand.  Homeowners  in¬ 
terested  in  remodeling'  or  improv¬ 
ing  their  homes  are  (piick  to  re¬ 
spond  to  the  suK^estion  that  they 
ouKht  to  invest iy'ate  the  use  of  the 
product. 

.AIomk  with  the  new  popularity 
of  ornamental  iron  has  come  inno¬ 
vations  in  the  product  it.self.  Most 
recent  of  these  is  an  ornamental 
“iron”  that  is  not  iron  at  all,  but 
aluminum,  affording  all  the  well- 
known  advantages  of  aluminum — 
its  light  weight,  the  ease  with 
which  it  can  be  handled,  its 
strength  and  durability,  its  free¬ 
dom  from  rust. 

All  the.se  unusual  qualities  add 
up  to  the  fact  that  from  the  deal¬ 
er’s  viewpoint,  the  new  product  has 
.so  many  wanted  sales  features  that 
it  is  relatively  ea.sy  to  .sell.  In  addi¬ 
tion,  ornamental  aluminum  has 
been  engineered  for  real  adapt¬ 
ability  and  such  a  variety  of  ii.ses, 
both  inside  and  outside  home.s,  that 
it  is  diflicult  to  think  of  any  com¬ 
parable  building  specialty  pnMluct. 

For  example,  ornanumtal  alumi¬ 
num  can  be  u.sed  for  posts  on 
porches,  st(K)i).s,  balconies,  car 
ports,  breezeways  and  interior 
archways;  for  railings  between 
porch  [)o.sts.  It  can  be  used  inde- 
p«*ndently  as  well  for  Imackets  on 
porches,  stoops,  balconies,  car 
ports;  in  wall  openings  and  other 
canopies.  Added  attractiveness  to 


Right:  A  new  orna¬ 
mental  aluminum  de¬ 
sign,  "Scarlet  Oak," 
is  shown  here  in  a  de¬ 
tail  drawing.  It  is  fur¬ 
nished  for  each  job 
complete  and  the  il¬ 
lustration  shows  how 
simple  it  is  to  install 
with  a  few  screws  and 
machine  bolts.  All  at¬ 
tachments  are  in¬ 
cluded. 

tlfustrtituiu  rourtt'sy 

I'lifnnni  Cv.,  /n*'. 


Scale  %  =  I'-O" 
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Left:  Strength  and  attractiveness  of  the 
new  ornamental  aluminum  is  obvious  in 
this  photo  of  o  step  and  porch  installation. 


both  iiitorior.s  and  exteriors  results 
from  its  u.se  as  valances  for  the.se 
.same  installations  as  well  as  over 
picture  windows  and  around  wall 
openings.  Appearance  value  is  also 
Kained  when  it  is  u.sed  for  Kates  on 
driveways,  walks,  deck  and  wall 
railiiiKs  on  porches,  walls  and  para- 
}H‘ts. 

Variety 

Of  particular  advantaKe  and  in¬ 
terest  to  homeowners  is  al.so  the 
fact  that  he  may  ch(M).se  from  a 


variety  of  ornamental  aluminum 


patterns,  either  classic  or  modern. 


Below:  Installing  aluminum  railing  on  stairs 
at  all  pitches  is  an  easy  matter.  See  test 
far  eiplanation. 


ornate  or  simple,  and  thus  carry 
throuKh  or  contrast  the  prevailinK 
architectural  period  or  atmosphere 
of  his  home,  or,  in  the  ca.se  of  in¬ 
teriors,  the  exi.stinK  decor. 

The  illustrations  accompanyiiiK 
this  article,  show  just  a  few  of  the 
new  product’s  many  and  attractive 
uses.  The  desiffn  shown  in  the 
drawinjr  and  photo  on  the  title 
pajre,  is  typical  of  the  kind  of  jyrace- 
ful  pattern  that  is  now  available 
for  porch  columns  and  patios.  In 


Below:  Simple,  rugged  ernamentol  aluminum 
railing  on  this  small  entrance  way  provides 
safety,  adds  lifetime  beauty. 

Illustrations  couttess  Associates 


this  ca.st,  the  ornamental  casting 
is  a  pattern,  recently  introduced. 
It  is  a  re|)roduction  in  malleable 
aluminum  of  the  leaf  and  acorn  of 
the  Scarlet  Oak  Tree. 

It  is  interestiiiK  to  note  that  this 
castiiiK  was  especially  desijrnt'd  to 
inteKrate  with  contemporary  ar¬ 
chitecture,  either  modern  or  tradi¬ 
tional — provinjr  again  how  well  the 
product  blends  with  existing  struc¬ 
tures.  In  addition,  the  smooth 
double-faced  casting  (visible  from 
both  sides)  is  .said  to  make  for  bet¬ 
ter  paint  effects  and  antiquing. 
Solid  irtm  framing  bars  give  maxi¬ 
mum  load  bearing  and  lifetime 
durability  with  a  minimum  of 
maintenance. 

As  with  all  ornamental  castings, 
whether  iron  or  aluminum,  instal¬ 
lation  is  a  simple  matter.  In  this 
instance,  the  product  is  furnished 
com|)lete  and  ready  to  install.  In¬ 
stallation  it.self  is  quick,  requiring 
only  a  few  .screws  and  machine 
bolts.  Attachment  points  are  fac¬ 
tory  fitted,  drilled  and  tapjied.  .At¬ 
tachment  items  are  included. 

In  the  case  of  the  all  alun>i>niiii 
railing  installation,  a  pair  of  lock¬ 
ing  nuts  and  washer  with  teeth 
that  interlock  with  a  corresponding 
(Continued  on  Pa<je  94) 


Inciease  Youi  Sales  With 

Territories  for  Your  Salesmen 


By  WILLIAM  SHEPPARD 

/^NK  ()f  the  problems  which 
every  sales  manajrer  for  a 
build  ill}?  specialty  concern  has  to 
settle  is  that  of  territories  for  the 
salesmen.  Shall  they  sell  anywhere 
they  want  to  in  the  company’s 
workiiiK  area?  Or  shall  they  have 
a  well-defined  area  which  is  their’s 
to  work  alone? 

1  think  I've  seen  it  worked  all 
kinds  of  ways  and  I'm  convinced 
that  a  company’s  sales  volume  is 
{freater  and  the  sales  force  happier 
and  more  stable  when  each  sales¬ 
man  is  jriven  a  territory  of  his  own 
to  develop.  There  is,  howevei’,  one 
very  important  condition:  the 
sales  aianafier  must  adaiinister 
this  plan  firmly. 

Let’s  look  at  the  various  set-ups. 
Takinjr  the  “no-territory”  plan 
fir.st,  we  find  that  that  is  the  easiest 
to  run.  Salesmen  are  just  taken  on 
and  turned  loose.  Ix^ads  that  come 
in  to  the  company  are  usually 
piven  out  in  rotation  with  each 
salesman,  after  pettinp  a  lead, 
waitinp  until  the  rest  of  the  force 


have  gotten  one  before  being 
handed  anothei'. 

Problems  ari.se  at  once.  The 
.salesman  has  trouble  deciding 
where  to  canvass  and,  once  started, 
he  may  find  that  the  neighborhood 
he  picks  has  just  been  worked.  Or 
he  may  pick  an  area  which  anothei- 
.salesman  is  planning  to  cover — 
then  that  man  is  up.set.  The  whole 
force  has  a  feeling  of  “catch-as- 
catch-can”  and  no  company  loyalty 
has  a  chance  to  develop.  In  the 
matter  of  leads,  too,  the  rotation 
system  may  make  him  di.sgruntled 
becau.se,  sure  as  sin,  he’ll  think 
that  the  other  fellows  are  getting 
the  btvst  ones  and  that  the  sales 
manager  is  favoring  someone  el.se. 
Or  el.se  taking  the  best  leads  for 
himself  and  the  company.  If  all 
this  happens,  then  the  “no¬ 
territory”  plan  will  not  be  the 
easiest  to  run  after  all. 

Almost  as  bad  as  having  no  ter¬ 
ritories  is  the  arrangement  that 
has  each  salesmen  working  a  dif¬ 
ferent  .section  of  the  company’s 
working  area  but  not  having  defi¬ 
nite  boundaries  laid  out.  This  sort 
of  thing  is  usually  not  created  by 


the  .sales  manager.  The  men  work 
it  out  among  themselves.  The 
trouble  is  that  it  doesn’t  work. 
When  a  .salesman  thinks  he  can 
make  a  .sale  in  the  other  man’s 
“territory”,  the  gentleman’s  agree¬ 
ment  is  off.  Then  the  bad  spirit 
that  generates  is  the  worst  possible 
kind.  Then  the  .sales  manager  is 
likely  to  regret  his  lack  of  plan¬ 
ning.  And  what  ever  he  does  to 
try  and  straighten  things  out  won’t 
.set  right  with  .some  of  the  men. 

“Working  Territories” 

The  third  possible  arrangement 
calls  for  “working  territories”. 
Kach  .salesman  is  given  a  territory 
that  has  a  definite  boundary.  He 
can  only  canva.ss  in  that  territory 
leads  that  come  from  it  are  given 
to  him.  He  can,  however,  follow 
one  of  his  own  leads  wherever  it 
leads  him,  no  matter  who.se  terri¬ 
tory  he  goes  into.  This  is,  of  course, 
under.stood  by  the  whole  force. 
This  plan  has  a  lot  of  appeal.  A 
salesman  can  work  his  customers 
for  leads,  knowing  that  he  can  go 
after  them.  The  trouble  with 
“working  territories”  is,  once 
(Coiititiaed  au  Page  94) 
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NEW  Products— ideas— Methods 

(Covtiuucd  from  Pane  26) 


I’nxiuced  by  (ietty  for  installa¬ 
tion  in  public  buildint^s,  fine  homes 
and  on  sea  Koinj?  vessels,  the 
hinges  come  in  three-and-a-half  to 
six  inch  lengths. 

Because  the  nylon  bearinKs  re¬ 
quire  no  lubrication,  there  is  no 
excess  oil  or  seepage  to  collect  dirt 
or  dust,  thus  reducinj?  the  cleaning 
problem. 

H.  S.  Getty  &  (s)mpany,  Inc., 
Dept.  BS,  .‘$348  N.  Kith  Street, 
Philadelphia  was  founded  in  1022. 

*  «  * 

New  Aluminum  Comb.  Door 
Made  by  Universal  Fabricators 

Universal  Fabricators,  manufac¬ 
turers  of  aluminum  ca.sement 
screens  in  New  York  is  now  j)ro- 
(lucinK  an  all  aluminum  combina¬ 
tion  door.  .Made  of  63STr)  aluminum 
extrusions,  this  door  is  one  inch 
thick  and  is  available  for  national 
distribution.  For  small  quantity 
buyers  each  door  is  packaged  and 
comes  complete  with  hardware  and 
with  or  without  Klass. 

Universal  Fabricators,  Dept.  BS. 
1785  Boone  Ave.,  New  York  60, 
N.  Y. 

*  *  * 

Air  Master  Introduces  New 
1-1  16"  Thick  Combination 
Aluminum  Storm  Door 

The  .Air  Master  Corporation, 
manufacturers  of  aluminum  com¬ 
bination  windows,  d(M)rs,  .screens 
and  ca.sement  windows,  introduces 
its  new  Maid  of  Armour  storm 
d(H)r. 

This  new  heavy  jr^mwe  all  alumi¬ 
num  door  measuring  1  thick, 
and  finished  with  a  hitrh  satin 
sheen,  combining  beauty  with 
.strength. 

With  an  expandable  frame  and 
iH'velled  edge  back  sweep  that  fits 
flush  against  a  i)recision  made 
aluminum  door  stop,  the  Maid  of 
Armour  assures  a  draft-free,  snug 
fit  on  all  installations.  The  Maid  of 


Armour  door  also  features  Air 
.Master’s  new  key-operated  lock — 
one  of  the  newest  developments  in 
the  storm  door  field. 

In  winter  this  feature  offers 
double  i)rotection,  in  summer  it 
allows  the  home  owner  to  Kx-k  the 
door  from  the  outside.  It  al.so  elim¬ 
inates  the  possibility  of  accidental 
door  locking,  common  with  con¬ 
ventional  types  of  locks.  Glass 
storm  in.serts  are  easily  inter¬ 
changed  with  summer  .screens. 

Air  .Master’s  Maid  of  Armour 
Storm  Door  is  already  .setting  sales 
records  in  the  hktst.  Protected 
franchi.ses,  backed  by  Air  Master’s 
new  National  Selling  Promotion 
are  now  open  throughout  the  coun¬ 
try  for  select  distributors. 

Air  Master  Co.,  Dept  BS,  18th 
St.  at  Dehigh  Ave.,  Philadelphia 
32.  Pa. 

♦  i|c 

Wisco  Window  Removes 
For  Washing 

An  aluminum  doublehung  win¬ 
dow  of  advanced  design  for  new 
construction  or  modernization  has 
no  .sash  weights  or  balances.  Its 
sash  may  be  removed  from  the 
frame  for  washing.  Manufactured 


by  Wisco  Aluminum  Corp.,  it  has 
a  permanent  etched  .satin  finish. 
Since  painting  is  unneces.sary,  a 
chief  cau.se  of  windows  sticking  is 
eliminated. 


To  remove  the  .sash  you  simply 
grasj)  it  top  and  Iwttom  and  press 
to  one  side,  lifting  the  other  side 
away  from  the  channel  in  which 
it  rides.  The  glass  may  then  be 
wiped  inside  and  out  or  taken  to 
tub  or  faucet  for  more  thorough 
cleaning.  It  is  replaced  in  the  .same 
manner.  The  glass  is  held  firmly  in 
a  rubber-lined  aluminum  casing  .so 
there  are  no  nails,  glaziers’  points, 
or  putting  to  come  loo.se. 

It  is  offered  in  a  complete  range 
of  standard  sizes  including  a  spe¬ 
cial  ranch  type  line,  designed  to 
give  a  long  low  look  while  .saving 
wall  space.  .Special  sizes  are  also 
available  as  well  as  combinations 
that  include  a  fixed  picture  win¬ 
dow,  single  or  double  glazed. 

Further  information  on  the 
Wi.sco  window  which  is  .sold  by 
dealers  is  availalde  from  Wisco 
Aluminum  ('or])..  Dept.  BS,  .‘{645 
A  Street,  Detroit  16,  Michigan. 

♦  >(c  « 

New  Aluminum  Comb.  Door 
By  Capitol 

The  industry  in  combination 
storm  and  .screen  doors  will  l)e  in¬ 
terested  in  the  new  Uapitol  door 
recently  introduced  via  this  pub¬ 
lication.  Made  to  retail  at  i>4‘.).9r) 
complete,  the  Capitol  door  features 
such  .sales  pointers  as  heavyweight 
extrusions,  mitered  corners,  gus- 
.sets  reinforcement,  full  interlock, 
.stainless  steel  haniware,  fully 
plastic  splined  in.serts,  wire  .screen¬ 
ing,  center  i»ush  bar  mullion,  vir¬ 
tually  tamper  proof  in.sert  locks 
which  are  easy  to  open  for  inter¬ 
changing,  and,  according  Uo  the 
manufacturer,  precision  engineer¬ 
ing  and  manufacturing  throughout. 

When  interviewed  for  this  item, 
Mr.  Gene  Gerkoff,  President  of 
Capitol,  had  this  to  .say:  “It  has 
long  been  our  opinion  that  a  gotnl 
(pjality  combination  aluminum 
storm  and  screen  d(H)r  could  be 
produced  to  retail  at  $49.95  with 
full  profit  to  us,  the  dealers  and 
distributors.  The  way  we  have  ac¬ 
complished  this  is  by  complete 
specialization  and  {)roduction  meth¬ 
ods  very  similar  in  nature  to  auto- 
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motive  manufacturinjr.  By  devot¬ 
ing  our  entire  factory  to  producing 
just  one  item,  we  are  able  to  Rain 
maximum  speed  and  efliciency  and 
thereby  reduce  operatinR  and  pro¬ 
duction  costs  to  the  bone,” 

Mr.  Cerkoff  went  on  to  say  that 
his  company  is  seekinR  mass-sale 
distributors  able  to  keep  up  with 
his  own  large  output.  Interested 
persons  are  directed  to  write  to 
Mr.  (lerkoff,  at  Capitol  Manufac¬ 
turing  Co.,  Inc.,  Dept.  BS,  909 
Bridge  St..  \ew  Cumberland,  Penn- 
syhani'' . 

*  4t  « 

New  "Elmont"  All  Aluminum 
Equal  Panel  Storm  Door 

Marcus  Pollard,  president  of  El- 
mont  Mfg.  Corp.,  announced  the 
new  ‘’Elmont”  mitred  extruded 


alun\inum  ecpial  panel  combination 
storm  and  screen  door.  Its  features 
are  as  follows:  heavy  II-Beam  con¬ 
struction  gu.ssets ;  glass  .set  in  with 
specially  engineered  vinyl  spline 
for  simple  replacement ;  beautiful 
ribbed  face  and  smooth  interior 
gives  rigidity,  strength  and  pic¬ 
ture  frame  entrance  to  home; 
three  stainless  steel  half-concealed 
hinges;  “Secure-Lock”  tamper¬ 
proof  inserts;  complete  with  all  ac- 
ces.sories.  K.I).  or  a.s.sembled.  Com¬ 
petitively  priced.  Prompt  delivery. 
For  details  write  Elmont  Manu¬ 
facturing  Corj).,  Dept.  BS,  ,575 
Hempstead  T|)ke,  h'lmont,  N.  Y. 


Fedco  "Z-Bar" 

Offered  to  Licensees 

Federal  Screen  &  Sash,  Inc., 
manufacturers  of  the  Feoco  line  of 
triple  track  storm  window’s  and  the 
new  Fedco  concealed  hinge  com¬ 
bination  door,  announces  that  they 
are  now  ready  to  license  the  use  of 
their  patented  “Z-Bar”  Section. 

The  essential  feature  of  the 
Fedco  ”Z-Bar”  lies  in  the  fact  that 
it  permits  complete  concealment  of 
the  hinges  and  gains  far  greater 
strength  and  accuracy  in  operation 
than  has  heretofore  been  po.ssible 
with  conventional  hanging  meth¬ 
ods. 

It  is  the  contention  of  the  manu¬ 
facturer  that  in  conventional  door 
installations,  the  .“I  hinges,  being 
.separate  and  individually  installed 
and  aligned  are  only  as  accurate  as 
the  installers  eye  permits.  This 
then  requires  a  breaking  in  period 
in  which  the  door  may  bind  and 
oi)erate  with  .some  difficulty.  When 
finally  operating  smoothly,  after 
the  break-in  i)eriod  the  door  is 
actually  loo.sened  on  its  hinges  and 
con.secjuently  subject  to  .some  .sag¬ 
ging. 

With  the  new  rigitlity,  accuracy 
and  smoothness  of  operation  from 
the  first,  this  problem  appears  to 
be  gone  for  all  time  in  the  new 
P'edco  door.  By  actual  tests,  a 
hanging  weight  of  over  fiOO  lbs. 
was  placed  on  the  Fedco  d(K)r  and 
swung  back  and  forth  for  some 
time.  No  noticeable  .sag  or  loo.sen- 
ing  was  di.scernible  after  this 
strenuous  test. 

The  new  Fedco  door  is  de.scribed 
as  being  extra  thick,  extra  wide 
and  extra  heavy  throughout.  This 
fact  can  be  c()rroborated  by  a  cur- 
.sory  examination  of  the  door  it- 
.self. 

Among  the  other  features  rep¬ 
resenting  a  marked  advance  in 
door  designing  are  the  raincap  in¬ 
corporated  in  the  frame,  a  new 
tumbler  action  lock  and  key  clo.s- 
ing  mechanism  of  aluminum  which 
is  controllable  from  both  sides, 
geon  splining  and  gusseting  around 
inserts,  kickplate  and  along  the 


entire  length  of  the  ^Mitented  ‘‘Z- 
Bar”,  clean,  square  cut  box  joints 
and  generally  superior  precision 
engineering  throughout. 

h\)r  further  information  about 
the  (U)or  and  the  offer  of  license 
to  u.se  the  patented  “Z-Bar”  ad¬ 
dress  inquiries  to  Mr.  David  Sie- 
gler.  Federal  Screen  &  Sash,  Inc., 
Dept.  BS,  85  E.  Merrick  Road, 
Valley  Stream,  L.  1. 

*  *  * 

New  Food  Disposer 

A  new,  continuous-feed,  .self¬ 
cleaning  type  food-waste  dispo.ser 
than  can  be  easily  and  quickly  in¬ 
stalled  in  old  homes  or  new  with¬ 
out  expensive  alterations,  has  been 
introduced  by  The  Schaible  Com¬ 
pany  of  ('incinnati,  Ohio.  Accord¬ 
ing  to  Company  s|W)kesman,  the 
new  disposer  completely  eliminates 
many  of  the  installation  problems 
now  plaguing  the  industry,  and 
should  be  a  boon  to  dispo.ser  sales. 

The  new  di.spo.ser,  lO-t  high, 
with  a  diameter  of  but  71,2",  is 
extremely  compact  in  size.  Dis¬ 
tance  from  sink  inlet  to  di.s|K)ser 
outlet  is  only  .5".  This  unusually 
high  rough-in  permits  installation 
to  most  drain  lines  regardless  of 
age  of  dwelling. 


The  unit  weighs  24>._.  pounds 
and  will  operate  on  110-115  cur¬ 
rent;  .50-60  cycle.  It  is  powered  by 
a  1  >’5  h.p.  (’apacitor,  water-c(H)led 
motor,  with  built-in  motor  overload 
protector.  .Motor,  bearings  and  all 
moving  parts  are  permanently  lu¬ 
bricated  by  a  .sealed  recirculating 
oil  .system.  Grinding  chamber  is 
made  of  heat-treated,  heavy  alloy 
steel  and  is  cop{)er-nickel-chrome 
plated. 

(Contiiiifcd  on  Piujc  110) 
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Retail  stores,  such  as 
the  pharmacy  illus¬ 
trated  here,  find  jal¬ 
ousies  afford  o  major 
advantage.  They  as¬ 
sure  a  constant  sup¬ 
ply  of  fresh  cooling 
air  even  though  store 
doors  remain  closed. 


To  Sell  More, 
MORE  NEW  USES 


Home  laundry  rooms 
benefit  greatly  when 
jalousies  are  installed. 
With  entire  window 
areas  available  for  air 
entry,  steam  and  col¬ 
lected  moisture  dis¬ 
appear  quickly. 


Commercial  estoblish- 
ments,  such  as  the 
gas  station  shown 
here,  find  jalousies  in¬ 
crease  visibility,  make 
displays  more  attrac¬ 
tive  and  easily  seen. 


porch  enclosun's  are 
still  the  principal  jalousie 
business  for  nio.st  dealers,  they  are 
by  no  means  the  only  business.  The 
dealer  who  fails  to  train  his  .sales¬ 
men  to  be  on  the  alert  for  other 
types  of  residential  and  commer¬ 
cial  jalousie  in.stallations  is  jroiuK 
to  mi.ss  out  on  many  profitable 
sales  opportunities. 

In  the  residential  field  there  are 
numerous  homes  havinfj:  rooms 
with  easily-removed  double-hunK 
and  ranch-type  windows  where  it 
would  be  advantaKt'ous  to  substi¬ 
tute  jalousies.  The  illustrations 
shown  here  indicate  just  a  few  of 
the  many  in.stallations  that  are 
po.ssible. 

In  home  laundries,  for  example, 
the  frecpient  use  of  hot  water 
usually  .saturates  the  air  with  moi.s- 


In  modern  business 
offices,  jalousies  are 
finding  new  uses. 
Here  they  are  used  to 
partition  off  attrac¬ 
tive  work  areas  with¬ 
out  cutting  down  air 
circulation. 


From  Data  Furnished  By 
Sun  Sash  Corp. 


Below  left;  Basement 
game  rooms  frequent¬ 
ly  suffer  from  poor 
ventilation.  Jalousies 
solve  the  problem. 


Below;  In  bathrooms,  jalousies  solve  the 
problem  of  steamy  air  and  condensation. 
Opaque  panels  can  be  used  in  lower  por¬ 
tions  of  windows  to  afford  complete  privacy. 


Look  For 
FOR  JALOUSIES 


Basements  are  fre¬ 
quently  gloomy  and 
badly  ventilated.  Use 
of  jalousies  permits 
maximum  light  and 
air  entry,  deflects 
moisture  during  rainy 
weather. 


Wide  variety  of  residential,  commercial, 
and  industrial  installations  possible 


ture  wliich  settles  on  walls,  win¬ 
dows  and  appliances,  niakiiifr  the 
room  a  damp  and  sometimes  un¬ 
healthy  place  in  which  to  work. 
The  installation  of  jalousies  results 
in  ma.ximum  ventilation — comi)lete 
rapid  circulation  of  air  which  ab¬ 
sorbs  moisture  quickly  and  helps 
keej)  the  room  dry.  The  same  ap- 
j)lies  to  bathrooms,  another  room 
in  every  home  where  moisture  con¬ 
denses.  With  the  more  thorough 
ventilation  that  jalousies  provide, 
it’s  |)ossible  to  have  hot  water  run¬ 
ning  without  the  painted  areas  in 
the  bathroom  steaming  up  or  water 
collect in>r  on  the  tile  areas,  the 
shower,  sink  and  other  fixtures.  In 
addition,  obscure  louvres  can 
be  u.sed  in  this  room,  assuring  com- 
|)lete  privacy  as  well  as  maximum 
ventilation. 

(('(llltiniH  oti  Pctfjl’  llfi) 


In  this  kitchen,  jal¬ 
ousies  line  either  side 
of  a  large  picture 
window,  keep  room 
cool  and  airy  during 
summer,  contribute  to 
attractive  decor. 


Entire  wall  of  this 
modern  bedroom  has 
been  equipped  with  a 
9  -  light  combination 
of  picture  windows 
and  jalousies  for 
healthful  ventilation 
and  full  garden  view. 


In  attics,  where  win¬ 
dows  are  usually 
small,  jalousies  ore 
ideal.  Entire  window 
areas  con  be  con¬ 
veniently  opened  to 
permit  full  entrance 
of  air  and  light. 


Below:  Use  of  jalousies  in  schools  where 
carefully  controlled  ventilation  is  desirable 
for  children,  is  shown  here.  Note  use  of 
glass  brick  for  maximum  light  entry. 


Below  right:  Typical 
jalousie  treatment  for 
a  home  breexeway; 
note  how  modern  and 
attractive  it  looks. 


B  &  G  To  Distribute 
Mitchell  Air  Conditioners 

The  R  &  G  Sales  Company,  Pitts- 
burKh,  held  a  1953  preview  of  its 
nationally-known  “Storm  Wizard” 
all-aluminum  doors,  windows,  and 
screens,  for  the  entire  B  &  G  sales 
orKanization  in  Western  Pennsyl¬ 
vania. 

Eujtene  Cohen,  Vice-President  of 
B  &  G,  traced  the  company’s 
>rrowth  since  1931,  and  called  it  the 
oldest  organization  exclusively  en- 
jratfed  in  the  manufacture  of  storm 
window  pnwlucts. 

Mr.  Cohen  announced  the  com¬ 
pany’s  entrance  into  a  new  field,  as 
factory  distributor  for  the  Mitchell 
r(K)m  air-conditioner  line,  calling 
this  “.still  a  window  product.” 

GeorKe  Kielty,  Mitchell  repre¬ 
sentative  in  the  Western  Pennsyl¬ 
vania  area,  .said  room  air-condi- 
tioninK  repre.sented  the  K^t'afest 
|)rofit  opportunity  of  the  next  2b 
years.  After  seven  years  of  phe¬ 
nomenal  jrruwth,  the  industry 
rea  bed  the  $100,000,000  cla.ss,  and 
yet  has  tapped  only  2' ,  of  the 
market,  Mr.  Kielty  declared.  He 


predicted  .sell-outs  early  in  the 
sea.son,  even  before  the  hot 
weather  begins. 

*  *  * 

Jamaica  Sash  &  Door  Co. 
Opens  St.  Louis  Office 

W’ith  the  lifting  of  government 
controls  and  in  order  to  better 
serve  the  west  and  midwest  dis¬ 
tributors  and  their  clients’  de¬ 
mands  for  Excelum  “Products  of 
J’restige”  .  .  .  the  trade  will  wel¬ 
come  the  opening  of  Central  Ex¬ 
celum  Aluminum  I’roducts  at  3419 
Rutgers  St.,  St.  Louis  4,  Mo. 

All  of  the  nationally  adverti.sed 
and  accepted  Excelum  products  .  .  . 
together  with  .some  very  important 
new  numbers  are  stwked  here  in 
quantities  to  insure  quick  filling  of 
orders.  Available  for  prompt  deliv¬ 
ery  are  Excelum  Triple  Track  and 
Twin  Seal  Windows,  the  Picture 
Moulding  type  Triple  Track  and 
Twin  Seal  combination  windows 
and  the  fast  growing  Twin  Seal 
Economy  Door. 

A  heavy  advertising  campaign  is 
planned,  stressing  the  G(M)d  House¬ 


keeping  Seal  of  Approval. 

A1  Prel,  well  known  in  the  in¬ 
dustry  and  a  native  of  .St.  Ixjuis, 
is  in  complete  charge  of  this 
branch. 

*  •  ♦ 

Air  Master  Appoints  New 
National  Soles  Manager 


Earl  Hancock 


Earl  Hancock  was  named  by 
Harvey  Hewitt,  President  of  Air 
.Master  Corporation  as  new'  Sales 
Manager  to  supervise  National 
Promotion  and  Distribution  of 
Air  Master  combination  aluminum 
storm  windows  and  doors.  Earl 
Hancock  brings  to  Air  Master  a 
wealth  of  experience  in  .sales  pro¬ 
motion  and  national  distribution 
covering  16  years. 

He  was  formerly  National  Sales 
Manager  of  the  Thermo-Seal  Divi¬ 
sion  of  the  F.  C.  Ru.s.sell  Company, 
and  Diamond  Building  Products 
Corj)oration,  both  of  Cleveland, 
Ohio.  For  more  than  10  years  he 
was  supervi.sor  of  .sales  for  Johns 
Mansville  Home  Insulation  Com¬ 
pany. 

(Coutiuiu'd  OH  Page  66) 


Eufanc  Cohen,  vice  president  et  B  A  G  Sales  Co.,  Pittsburgh,  Pa.,  addressing  a  com¬ 
pany  sales  meeting  at  which  he  announced  that  B  &  G  would  distribute  room  air 
conditioners. 
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0  O  O 


It's  time  to  get  started  with 


the  oniAiac/uit  of  (dumUmni  siding 


A  tested  sales  builder 
A  proven  profit  maker 


that  throw!  a  deeper,  more  beautiful  ihodow  line. 
THIREFORE,  MORE  SA3.ES,  MORE  PROFIT. 

OLyf-Alum  gives  you  more  PROFIT  because  it  “goes  on" 
foster  at  o  lower  cost.  A  "one>man  crew"  is  oil  that 
is  needed  to  apply  it.  Each  panel  interlocks  with  the 
one  below  it,  hongs  in  place  for  ready,  concealed 
nailing.  THEREFORE,  MORE  SALES,  MORE  PROFIT. 

For  these  good  reasons  —  and  there  are  many 
more  —  you  owe  it  to  yourself  to  know  the  Lyf-Alum 
story,  firsthand.  Find  out  why  Lyf-Alum  dealers 
have  sold  out  their  allotments  and  literally  begged 
for  more.  A  very  few  dealers  can  be  taken  on  now 
—  to  reap  the  harvest  that  a  protected  territory  fran¬ 
chise  offers.  No  other  aluminum  siding  offers  so 
many  opportunities  and  real  sales  advantages.  Phone, 
wire  or  write  for  full  information. 


Just  as  the  history-making  siding  products  of  the 
past  piled  up  quick  profits  for  those  alert  enough  to 
get  behind  them  early,  so  Lyf-Alum  today  offers 
YOU  the  opportunity  of  a  lifetime  to  cash  in  on  a 
“protected”  golden  market.  You  can  see  the  reason 
why  at  a  glance  —  look. 

Lyf-Alum  gives  you  more  SELL  in  its  lustrous  boked- 
on  enamel  finish  fortified  with  Titanium.  It's  the 
whitest  white,  on  the  toughest,  most  durable  surface. 
THEREFORE,  MORE  SALES,  MORE  PROFIT. 

Lyf-Alum  gives  you  mere  SELL  because  it  hot  in- 
created  Lyfonite  corrosion  resistance  —  covered  on 
both  sides  by  o  special  protective  coating  before 
enameling.  THEREFORE,  MORE  SALES,  MORE  PROFIT. 

.  Lyf-Alum  gives  you  more  SELL  in  its  larger  */a“  butt 


164  East  Wisconsin  Avenue 
Oconomowoc,  Wisconsin 
in  the  Metropolitan  Milwaukee  area 
All  phones  —  Oconomowoc  707 
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B.  S.  Reportei... 


(lent  of  the  American  Design  In¬ 
stitute. 

«  »  « 


(('ontitnu'd  froiu  Pafu  64) 


Arnold  A.  Wasserman 
Appointed  by  Arrow  Metal 


Hollywood  Louvre  Windows 
Moves  to  New  Quarters 

Krwin  I ’loom,  president  of  Hol¬ 
lywood  Louvre  Windows,  Inc.,  re¬ 
cently  announced  the  removal  of 
the  company’s  general  oflices  and 
factory  to  .‘iOo;’)  .\((rth  ('alifornia 
Street,  Iturhank,  ('alif. 

4>  «  « 

Cool-Ray  Changes  Name  to 
Gen.  Aluminum  Prod.  Corp. 

('(j(»l-Kay  .Aluminum  Awning 
('orp.,  manufacturers  of  aluminum 
awnings,  announces  a  change  of 
name  to  (Jeneral  Aluminum  Prod¬ 
ucts  Cor|M)ration.  The  company  is 
locate  dat  .‘{Dlt)  .S.  Federal  Street, 
Chicago  9,  111. 

*  «  * 

A.  A.  Peeters  Heads  N.E.  Div. 
of  Weathermaster  Jalousie 

A.  A.  (Tony)  IVeters  has  been 
appointed  manager  of  the  north¬ 
eastern  division  of  Weathermaster 
Jalousie  and  Window  Mfg.  Co.,  of 
North  Miami,  Florida.  Mr.  Peeters 
has  a  long  and  succe.ssful  record  as 
a  mechanical  engineer,  .salesman, 
and  executive. 


A.  A.  Peatcrs 


He  was  formerly  as.stKiated  with 
the  W.  L.  Maxson  Corp.  of  New 
York,  and  was  one  of  the  organ¬ 
izers  of  the  Delsaw  Machinery  and 
Tool  Corp.,  of  N.  Y.,  where  he  was 
vice  president  in  charge  of  .sales 


and  engineering  for  five  years.  He 
al.so  served  for  ten  years  with  the 
C.  S.  Iiubl)er  Export  Co.,  Ltd., 
mainly  traveling  the  I.,iitin  Ameri¬ 
can  circuit. 

In  15*41  while  operating  A.  A. 
Peeters  &.  (’o.,  machinery  distrib¬ 
utors,  he  tooled  up  the  first  jalousie 
plant  in  the  West  Indies.  Later  he 
designed,  fabricated,  and  installed 
all  the  mill  work,  including  30,000 
s(l.  ft.  of  jalousies  in  the  famous 
“El  Panama”  hotel  in  Panama.  He 
resigned  as  Manager  of  Wood, 
Wood  &  Wood,  Inc.,  in  December, 
1952,  to  become  northeast  man¬ 
ager  for  Weathermaster  Jalousie 
and  Window  Mfg.  Co.,  of  .North 
.Miami,  Fla. 

♦  «  « 

North-East.  Metal  Prod.  Corp. 
Wins  Home  Safety  Award 

.North-Eastern  Metal  Products 
Corp.,  of  Merrick,  L.  1.,  N.  Y.,  man¬ 
ufacturers  of  glass  jalousies,  were 
recently  the  recipient  of  the  most 
coveted  .safety  award  in  the  coun¬ 
try  for  195JI — the  Lewis  &  Conger 
Home  Safety  Award.  Of  the  10 
different  products  chosen  from 
among  some  5,000  entries,  North- 
Eastern  received  this  award  on  the 
basis  of  .safety  and  design. 

The  North-Eastern  award  was 
presented  to  Morris  Rubin,  execu¬ 
tive  secretary  of  the  company,  by 
Col.  John  Vas.sos,  founder-presi- 


A.  A.  Wasserman 


Arrow  Metal  Products  Corp.,  of 
Haskell,  N.  J.,  announces  the  ap¬ 
pointment  of  .Arnold  A.  Wasser¬ 
man  as  Ceneral  Sales  Manager.  .At 
the  .same  time  Arrow  announced 
exi)ansion  of  its  operation  in  the 
aluminum  awning  held.  As  part  of 
the  exi)ansion  program.  })Iant  ca¬ 
pacity  will  be  increa.sed  by  adding 
20,000  sq.  ft.  of  manufacturing 
space.  .A  complete  merchandising 
package  is  being  prepared  for  the 
aluminum  awning  manufacturer 
who  will  use  Arrow’s  |)re-coated 
aluminum  coil.  In  addition,  a  spe¬ 
cial  .sales  training  program  has 
been  .set  up  for  the  salesman  .sell¬ 
ing  awnings  to  the  retailer  and 
retail  trade. 

Mr.  Wasserman  was  formerly 
with  Columbia  Mills  of  Syracu.se, 
N.  Y.,  for  13  years  and  was  Sales 
Manager  for  the  North  Atlantic 
district  when  he  left.  He  has  al.so 
been  (General  Manager  of  Reliance 
Devices  Co.,  in  New  York, 

{Continued  on  Page  108) 


Marris  Rubin, 
eiec.  tac'y  of 
North  •  East  Metal 
Prod.  Co.  (left),  re- 
c  e  i  V  i  n  g  ff  ome 
Safety  Award  from 
Col.  J.  Vostot,  pres, 
of  Amertcon  Design 
Institute. 
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ir««7/  find  §¥§rYtkiii§  y§&  w&nt 
tk§  ALL-llTi  r««f/ 

Frtmklir,  only  10%  »f  Hm  b«tiii«st  •ttaklitli- 
HMMtt  NOW  MlliNg  to  Hio  wio^w  Hiorfcot  gooli- 
fy  tor  ALL-LITI  rfoolortkig*  on4  dUtribotor* 
tbigt. 


II  yow'v*  *1*'*  lor,  lh«  likelihood  it 

•hoi  you  think  at  wo  do— in  Ih#  direction 
ol  MAJOt  SAIIS  VOlUME  ond  o  butineii 
coreer  oi  lotting  ot  Americo. 

You're  the  mon  we're  teehingl 
All-UTE  it  on  importont  itondord  in  the 
induitry.  We  ore  hoppy  to  be  in  o  poiition 
to  occoniinodote  new  diitribution  in  oreot 
heretofore  intpottible  to  terve.  To  qualified 
ogenc'et,  we  itond  ready  to  unleoth  the 
kind  of  itrong  promotional  effort  that  lendt 
the  new  All-IITE  ogency  into  initont  prom¬ 
inence  in  the  oreo  —  continuet  with  tolid 
tupporl  throughout  the  life  of  the  fronchiie 
making  the  individual  and  All-IITE  the 
tlondoul  combinolion  enterprite. 

If  you  wont  Ihit  kind  of  IIG  BUSINESS 
OPERATION,  ute  the  coupon  below  to' 
onnounce  your  inlerett  and  itond  by  for 
octionl 


"SNAP-ON"  JALOUSIES  with 
''micrometer"  adjustability.  Unique 
two-section  design  is  the  practical 
onswer  to  installation  and  reploce- 
ment  problems. 


RANCH  WINDOWS  by  All-IITE  are 
the  builder's  ond  contractor's  answer 
to  low-cost  demonded  window  wolls. 
Chrome-bronze  operotor  locks  in  full 
or  port  open  position. 


"AIR  SCOOP  AWNING  WINDOWS 
—  with  e*tro  lorge  vents  that  extend 
24"  ore  so  perfectly  balanced  ond 
counter  balanced  that  they  stoy  put 
even  without  engaging  the  operator 
bar. 


REStDENTIAl  CASEMENT  WINDOWS 
As  in  all  All-UTE  frames,  the 
mortise-tennon  corners  moke  this 
line  the  sturdiest,  most  efficient, 
easiest-instolling  casement  on  the 
morket  Roto  operator  it  simple,  too, 
and  smooth,  eosy  working. 


Sene/  comp/efe  m/ormofion  to 


r,7 


(Si  Homo  Improvement  D>^ler 


The  Curtain’s  Going  Up! 

on  the  5tli  ilnniversary  Issue  of 
BlilLDl^G  SPECULTIES 

&  HOME  IMPROVEMENT  DEALER 


Home  Loan 

(Cont'nmrd  fntm  Pai/r  16) 

Karlior  in  the  day  Drown  L. 
Whatfly,  presidtMit  of  the  associa¬ 
tion,  had  charged  that  veterans 
were  being  denied  the  benefits 
Congress  intended  them  to  have  in 
the  GI  home  loan  program  be¬ 
cause  the  Veterans  Administration 
had  refused  to  raise  the  interest 
on  their  mortgages  from  the  cur¬ 
rent  4  per  cent,  “which  is  far  be¬ 
low  the  current  market.” 


The  Whole  Trade  Is  Talking... 

.  .  .  about  this  Big,  Exciting  Issue,  due  to  make  its 
bow  in  July!  A  sparkling  array  of  articles,  reports 
and  predictions  will  make  this  Issue  the  MOST  WANTED, 
MOST  READ  magazine  by  the  Key  Men  you  want  to 
reach  in  this  booming,  profitable  field. 


iTth  Anniversary  Issue  | 
J  BIIILUINi;  SPECIUTIGS  f 

&  HOME  IMPROVEMENT  DEALER  | 

I  Your  Key  to  this  Exclusive  Markel! 


Teil  Them  & 

YouHi  SELL  Them! 


DON'T  RISK  BEING  LEFT  OUT  -  RESERVE  YOUR  SPACE  NOW 
-  LAST  FORMS  CLOSE  JUNE  15th  (Use  Coupon  Below). 

I - 1 

—  Fill  Out  and  Mail  At  Once  —  { 

BUILDING  SPECIALTIES  | 

&  Home  Improvement  Dealer  I 

425  Fourth  Avenue  j 

New  York  16,  N.  Y.  I 

Please  reserve . pages  or  we  wilt  run  o . insert  in  | 

your  Fifth  Anniversary  Issue.  Let  us  know  the  closing  dote  for  copy.  j 

Nome .  j 

Firm  .  1 

Address  .  i 


Credit  Restraint  I’olicy 

Another  speaker  on  the  program, 
which  continues  through  tomorrow, 
was  Raymond  Rodgers,  professor 
of  banking  in  the  graduate  .school 
of  business  administration  in  New 
York  University.  Drof.  Rodgers 
said  that  the  Federal  Reserve’s 
credit  restraint  policy  was  proving 
effective  and  could  be  turned  from 
restraint  to  restriction  merely  if 
the  authorities  “sat  on  theii- 
hands.” 

Professor  Rodgers  said  the  re¬ 
straining  policy  would  continue  un¬ 
til  busine.ss  turned  downward  and 
that  before  then  it  might  bring 
higher  interest  rates  and  a  higher 
F'ederal  Reserve  redi.scount  rate. 
He  felt  that  a  downturn  in  busine.ss 
was  only  a  matter  of  time.  A  new 
l)usine.ss  deal  may  come  quicker 
than  i)redicted,  he  said,  if  the  pres¬ 
ent  Russian  peace  offensive  pans 
out. 

But,  he  .said  flatly,  “I  don’t  be¬ 
lieve  the  Ru.ssians  mean  peace.” 

Supply  and  Demand 

Profes.sor  Rodgers  .said  that  the 
supply  and  demand  situation  indi¬ 
cated  that  a  sharply  lower  long 
term  interest  rate  might  be  ex¬ 
pected  were  it  not  for  the  Trea¬ 
surer’s  undertaking  to  space  out 
t  he  public  debt. 

Tho.se  attending  the  .session  in¬ 
dicated  by  a  show  of  hands  that  a 
majority  expected  1053  housing 
starts  would  be  much  under  one 
million.  Profes.sor  Rodgers  received 

(Couthiucd  on  Page  70) 
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AIR  MASTER  OPENS  THE  DOOR  TO  Greater  Profits! 

the  only  door  in  the  Industry  that  is  a  full  I h"  THICK 


irMttsW 


TfteUd  6^  ^luHUHum 
ALL  ALUMINUM  STORM  DOO 


frot»cf*d  Franchites 
ep*ff  tor  America's 
Sensetiooal  Sales- 


Here's  the  door  with  fitro 
Sellinq  Power!  The  beauty 
and  quality  of  the  Maid  of 
Aluminum  won  its  instant 
acclaim  from  Americo's 
home  owners . . .  and  a  heavy 
demand  fram  distributors 
for  this  beautiful  "built-to* 
take-it"  deer.  Now  —  you 
can  have  a  completely  pro¬ 
tected  franchise  in  your 
area  and  reap  the  instant 
profits  the  Air  Master  Maid 
of  Aluminum  is  sure  to  bring. 


Key  Operated  Lock 
gives  fwli  protection 


These  Maid  of  Aluminum  Selling  Features  mean  MORE  Profits 


Full  1-1  16"  thick  for  Extra 
sturdiness 

Beveled  flush  backsweep 
for  Extra  snug  fit 
Satin  finish,  high  lustre  for 
Extra  beauty 


Manufacturers  of 


Exclusive  Air  Master  key 
operated  lock  for  Extra 
protection 

Heavy  gauge,  stucco 
embossed  doorkick  panel  for 
Extra  durability 


Heavy  extruded  aluminum 
for  Extra  strength 
Expandable  frame  for  Extra 
ease  of  instollotion 
"Eosy-interchonge"  inserts 
for  Extra  convenience 


Aluminum  Combination  Storm  Windows  *  Doors  •  Screens  | 
Casement  Windows  •  Sliding  Ranch  Type  Windows  I 


ir  MasW. 


CORP. 


18th  and  LEHIGH  AVENUE.  PHILADELPHIA  32,  PA. 


AIR  MASTER  CORPORATION 

lltk  end  LEHIGH  AVENUE  •  PHILADELPHIA  }}.  PA. 


Pleas#  ••ad  m#  details  as  to  kew  I  cae  eeelify  es  ae 
eiclesive  distriketer  for  Air  Master  Sterai  Deers  eed 
Wiedews. 


I  aame  af  firm. 
I  address _ 
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pionEERS  in  THE  HLUininum  HimiinG  mousTRy 


PERmn  Lire 

CAuninum  dwtunqs 


DOORWAYS 

WINDOWS 

PORCHES 

PATIOS 

BREEZEWAYS 

CANOPIES 


/T'S  A  PROVEN  FACT,  Aluminum  Awnings  with  the  MOST  SALES 
FEATURES  ore  the  easiest  to  sell! 


IT  S  A  PROVEN  FACT,  Permo  Lite  Aluminum  Awnings  hove  all 
the  soles  features  PiUSI 

Frosted  Beauty  Edges.  Every  awning  has  All  White  Under..ides  for 
better  light  reflection.  Built-in  Apron  Gutters. 

Closed  Louvre  Ends.  Rigid  Construction  for  added  strength,  plus 
numerous  other  Qualities. 

IT  S  A  PROVEN  FACT,  Alert  Dealers  who  aim  at  Extra  Soles 
Profits  choose  Permo  Lite  FIRST  .  ,  .  NATURALLY  .  .  .  Profits  and 
Permo  Lite  Aluminum  Awnings  Go  Hand  in  Hand. 


Some  Deolcr  Territories  Still  Open.  Write  or 
Wire  Todoy.  Get  the  PROVEN  PERMA  LITE 
STORY  NOW! 


KRIflll  IITI  Aluminum  Awnings,  Inc. 

138  Alien  Street,  Buffalo,  N.  Y. 


Home  Loans 

{Cdiifiiimd  from  P(nji’  68) 

a  number  of  que.stions  from  morl- 
Ka}ft‘  banker.s,  and  an.swered  them 
freely. 

One  of  the  question.s  wa.s  how 
could  the  United  State.s  have  any 
material  depre.s.sion  while  the 
money  supply  was  so  large.  The 
professor  answered  that  money 
was  like  manure;  it  had  to  be 
spread.  Actually,  he  declared,  with 
the  money  sui)|)ly  not  far  from 
what  it  was  in  the  ’.‘U)s,  we  have 
an  undersupply  rather  than  an 
oversupply. 

Customer  Debt 

The  New  York  University  econo¬ 
mist  confessed  that  he  was  greatly 
“worried”  about  the  ri.se  in  con¬ 
sumer  credit,  although  not  .so 
much  .so  about  the  more  “man¬ 
ageable”  increa.se  in  the  country’s 
mortgage  debt.  The  consumer  debt, 
he  .said,  had  doubled  in  si.x  years 
and  you  could  not  go  on  increas¬ 
ing  it  indefinitely  at  the  recent  rate. 

.1.  C.  Taylor,  .Jr.,  president  of  the 
Prefabricated  Home  .Manufactur¬ 
ers  Institute  and  former  president 
of  American  llou.ses  of  New  York, 
.said  that  the  i)refabricated  housing 
industry  last  year  had  accounted 
for  6  i)er  cent  of  the  hou.ses  built 
last  year  and  probably  would  .set 
a  record  in 

IH.'i.'t  Prefab  Ituilding 

Yet,  he  .said,  the  industry’s  i)rod- 
ucts  were  offered  over  a  relative¬ 
ly  small  nationwide  area.  In  some 
State.s  more  than  25  per  cent  of  all 
homes  built  were  prefabricated 
and  in  .some  cities  the  ratio  was 
more  than  50  per  cent. 

This  year,  he  predicted  about 
.$500  million  of  mortgages  will  de¬ 
velop  from  the  i)refabricated  field. 
Of  that  amount  about  $150  million 
will  be  handled  by  acceptance  cor¬ 
porations  formed  by  the  prefab 
manufacturers. 
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STORM  MASTER 

breaks  through  the 

"SOUND  BARRIER" 


IjOU-  CCWl 


HEAR 

From  the  sound  of  o  STORM 
MASTER  GOlO  SEAL"  DOOR 
you  can  tell  it's  a  strong,  rigid, 
solid  unit  that  is  quolity  built 
to  lost  for  decodes. 

Don't  place  another  order  until 
you've  checked  STORM  MASTER 
"GOLD  SEAL "  Remember,  fost 
delivery  comes  from  the  foc- 
tory  nearest  you. 


STORM  MASTER  CORP.  ot  New  York 
4332  Bullard  Ave.,  New  York  66,  N.  Y. 

I  worn  Is  hs  m  the  STOVM  MASTI*  piiluit 
Send  full  detoils 


STORM  MASTER  CORP.  of  Now  York 
4332  Bollard  Avenue 
New  York  66,  New  York 
FAIRBANKS  4  0062 


We  ore  lOcolert,  Dtttributors.  etc  I 


6  Home  Improvement  Dealer 


Unusual- 

WINDOW  AND  DOOR  OFFER! 


The  TT  ^ 


i'  Si  it  A I 


Iripir  Aihon  SFlf  STORING  CUSTOM  MADl  WINDOW 


*8Jf 


REDUCED  PRICES! 

Combination  Window 
with  fail  ionyth  intor- 
iocking  mooting  roii.  K.  q 

IIMMiDIATi  DILIViliri  to  all  poiatt  in 
MiMla  MaatU  Uala$. 

SMALL  INVISTMINTI  tig  proHu  on  low 
initial  outlay. 

lASY  INSTALLATION!  A  cu$tom-mado 
window  to  At  any  typo  framo. 


PICTURE  WINDOW  STYLE 
COMBINATION  STORM 
and  SCREEN  WINDOW 


TRIoSf  Al  DoIomo  C*inhiii«ti«ii  Aluminum  Storm  Door  ii  of  hoovy 
hollow  conttruction  (63  ST  5  Aluminum  Alloy) . . .  Hoovy  Kick  Plato 
(ombottod  dmign) . . .  Z-Sor  or  [xpontion  inilollotion  frame  .  . .  Throo 
itoinloct  (tool  kingot  for  right  or  loft  hand  inttollolion  . . ,  Adjuttoblo 
(in  (trig  . . .  Rivnut  bKort  Locking  Dovico  . . .  Hoovy  duty  gu((ot(  prevido 
cornor-con(tru<tion  roinforcod  with  4  (crowc  and  2  rivoU  for  pormonont 
rigidity  , , .  Pinoct  hordworo.  PAICID  RICffT. 

A  low  choice  fronchico  torriloriot  tiill 
available  to  qualified  deolerc.  Join 
our  tatitliod  TAI-SlAl  Oietributore. 

ACT  NOWI  Phene  or  wire  Collect 


the  CHARLES  COMPANY 

728  NEW  STREET,  PHILADELPHIA  6,  PENNA.  -  WALNUT  7-2660 


GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


$  -  ECONOMICALLY  PRICED  -  $ 


HEAT  TREATED 

ALUMINUM  EXTRUSIONS 
with 

EXTRA  HEAVY  BARS 
Reflectorized  Aluminum 

INITIALS 

Ask  for  Special  Prices 


Immediote  Delivery 

JASON  ALUMINUM  SPECIALTIES 
COMPANY— 1)5  Market  Street 
Youngstown,  Ohio 

Please  send  us  inloimation  and 
piice  list. 

□  Dealer  □  Distributor  □  MIg. 

Firm 

Address 

City..-.  ..  Stale 


Fully  Guaranteed 


Aluminum  Siding 

(Coutinut’d  from  lUtt/e  15) 

c.  Trim  off  the  factory  formcil 
lap  on  the  riKht  t'lid  of  the  sidinjr 
panel  prior  to  insertion  into  well 
“C”  of  the  corner  pttst. 


Inside  Corner 
Post 


K.  Inmdt’  Corni  t  Pimt 

a.  Installation  is  effected  liy 
nailinji:  plumb  and  square  with  the 
building  tbrouKh  the  flashinjr  de¬ 
tail  at  “A”  on  12"  centers.  The 
base  of  the  post  “15”  should  he 
level  with  the  outside  surface  of 
the  old  sidiiiK  or  fnrrinv:  strips. 


Individual 

Building 

Corner 


F.  Intliviihial  liiiililiiit/  Corner 
a.  When  Individual  ItiiildinK 

Corners  are  employt'd,  it  is  ht'st 
to  use  tin*  upper  ri^ht  or  left  hand 
corner  of  the  siding  panel  as  a 
jruide.  The  panel  is  install(*d  with 
this  corner  •»}{"  from  the  corner  of 
the  huildinjf.  Installation  of  the 
corners  can  he  effected  at  any  time 
that  two  panels  meet  at  a  corner. 

h.  The  Ixittom  lock  “A”  is 
pressed  into  the  receivinjr  groove 
with  the  bottom  lock  of  the  sidinti: 
panels  and  then  the  corner  is  nailed 
in  place  at  “H”. 

c.  It  is  essential  Oiat  atljoiniiijr 
panels  be  on  exactly  the  .same  plane 
as  otherwise  one  side  of  the  indi¬ 
vidual  building  corner  will  not  go 
completely  into  the  siding;  panel 
lock. 

(Continued  on  Page  74) 
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A  BRAND  NEW  IDEA  IN 

STORM  AND  SCREEN  WINDOWS... 

A  BRAND  NEW  PROFIT  MAKER  FOR  YOU 

Wl  NTRO'S  "F0UR50MB"  THE  FOUR  PANEL 
THREE  CHANNEL  STORM  AND 

SCREEN  WINDOW 

BRAND  NEW! 

Your  customers  want  it. .  .  .  Now  you  can  offer 
it. . . .  The  absolute  maximum  storm  and  screen 
window  utility.  WINTRO'S  FOURSOME  fea¬ 
tures  not  only  triple  channel  design  but  four 
panels  as  well. 

The  fourth  insert  is  the  second  outside  screen, 
and  makes  "FOURSOME"  a  FULL  SCREEN 
WINDOW,  with  all  the  advantages  of  com¬ 
bination  window  and  full  length  screen. 

PROFIT  FOR  YOU! 

The  "FOURSOME"  is  loaded  with  sales  ap¬ 
peal  .  .  .  power  packed  with  profit  potential 
for  you! 

Cash  in  on  "FOURSOME"  by  contacting  us 
for  distributorship  rights  in  your  area  (if  still 
available). 

K.  D.  DISTRIBUTORS,  DEALERS 

WE  ARE  READY  FOR  NATIONAL  DISTRIBUTION! 

We  are  looking  for  qualified  organizations  in  key  markets. 

Contact  us  today!  Use  the  coupon  below.  Phone  or  write. 


WINTRO  MFG.  CO.,  INC. 

639  Parkside  Avenue,  Brooklyn  25,  N.  Y. 

We  ore  interested  in  distributing  the 
WINTRO  FOURSOME  as: 

'3  K-D.  Distributor  [~]  Dealer 

Name  . 

Address  . 

City  and  State . 


639  Parkside  Avenue,  Brooklyn  25,  New  York 
Ulster  6-5555 


<Si  Horne  Improvement  Dealer 
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YATES 

COMPANY 

BXTKUDBD  PLASTIC  PRODUCTS 
Precision  Extruders  ol  Rods,  Tubes,  Strips, 
Speckil  Shapes  ior  builders  hardware,  chem¬ 
ical  industries,  electronics,  lumiture,  toys. 
SrnJ  isfkinVl  lor  cotiorrriot  tfrommtnJitien$. 

YATES  Company 
arts  Cemetery  Road  Brie,  Pa. 


Aluminum  Siding 


(Coitl iiiHul  friiin  Piii/t’  72) 


a.  WivdoH'  and  Door  Trim 

a.  When  this  trim  is  used,  it  is 
necessary  that  the  outside  surface 
of  the  old  siding  or  furring  strips 
be  flush  with  the  casings  of  doors 

,  and  windows. 

b.  When  outside  coi-ner  posts 
and  this  trim  are  used  and  the  dist¬ 
ance  between  them  is  insufficient 
to  bow  the  siding  panels  for  in¬ 
sertion  into  the  wells,  it  will  be 
found  necessary  to  install  the  trim 
after  the  siding  is  in  place  by  slid¬ 
ing  the  flashing  detail  (Section 
"C”)  under  the  siding  panels  and 
face  nail  at  “A”  top,  center,  and 
bottom.  Otherwise  the  trim  is  in¬ 
stalled  first  and  nailed  at  “B”, 

c.  Trim  off  the  factory  formed 
I  lap  on  the  right  hand  end  of  the 
!  siding  panel  prior  to  insertion  into 
I  the  well  of  the  Jamb  section.s  of 
I  the  window  trim. 


H.  Window  and  Door  Moulding 
a.  Installation  of  this  trim  can 
be  effected  in  quite  a  number  of 
ways  and  the  above  sketches  will 
illustrate  a  few. 


b.  It  will  b<.*  found  that  this 
versatile  accessory  can  be  used  in 
many  instances  to  eliminate  the 
need  for  caulking  and  also  can  be 
used  for  fla.shing. 


/.  Panel  Cut-out  for  Window  Sill 
a.  Keniding — make  cut-out  to  fit 
under  sill  in  usual  manner  using  a 
hack  saw  or  tin  snips  to  cut  along 
lines  “A”,  score  with  a  knife  along 
line  “B”  and  break  out  section  “C”. 

Remove  section  “C”  score  line 
“D”  with  a  knife  and  remove  the 
nailing  flange  (shaded  area  in 
sketch ) . 


Install  section  “C”  in  back  of 
cut-out  with  the  lock  overlapping 
the  exjxised  face  of  the  siding. 

After  installation  of  panel  under 
the  still,  use  a  block  of  wood  and 
hammer  the  lock  firmly  down  on 
the  siding  panel. 

b.  New  Construction — make  cut¬ 
out  to  fit  up  and  into  the  sill  cut-out 
as  illustrated  in  sketch  #1  IS  above. 

(Continued  on  Page  76) 
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AMERICA'S  FINEST  CLOSERS 
FOR  COMBINATION  DOORS 
AND  LIGHT  INTERIOR  DOORS 


PRODUCTS.  INC 


it’s  an  open  and  shut  case  — 

OLEY  COMBINATION  DOOR  CLOSERS 

win  every  decision  for  performance 


«3-UNIVK$Al  DOON  CIOSEN 

Thii  heavy  duly,  d*  lux*  clostr  hat  no  equal  in  Ih*  reiidenlial 
field.  Completely  encaied,  no  exposed  ports  to  “gum  up"  and 
interfere  with  its  smooth,  foolproof  action.  Heovy  duty  steel  rod, 
occurotely  honed  cylinder,  positive  regulating  volv*.  Wide  rang* 
of  spring  adjustment.  Booster  latching  action.  Easily  installed. 


-  UNIVERSAL  DOOR  CLOSER 

Husky  construction,  quality-built  throughout... this  medium  duty 
closer  provides  exceptional  dependability  for  its  long,  trouble- 
free  service  life.  Accurately  honed  cylinder  for  smooth  operotion 
through  full  cycle.  Booster  latching  ends  nuisance  of  monuol  clos¬ 
ing.  Encosed  bumper  spring  protects  door  against  wind  domog*. 
Quickly  installed. 


Dtcisieni  of  the  public  ore 
made  on  performance  . . .  and  Oley  CloBert  win 
on  every  count.  Before  you  decide  on  any  closer 
for  your  trade,  it  will  pay  you  to  investigate 
the  satisfaction  and  profit  opportunities 
you  can  achieve  with  the  Oley  line. 

A  powerful  merchandising  program  is  ready 
to  assist  you.  Write  today  — and  you  can  judge 
for  yourself  the  huge  potential  in  handling 
the  newer,  better  line  of  Oley  doer  hardware. 


#1 -UNIVERSAL  DOOR  CLOSER 

A  fine,  lew  cost  closer  that  outperforms  any  other  populor  moke  in 
its  price  class.  Positive,  booster  latching  action  shuts  door  silently, 
automatically.  Air  valve  and  encased  spring  regulate  cKtien 
smoothly  and  accurately.  Extra-husky  construction,  heavy  tempered 
coil  springs.  Nothing  to  wind  or  odjust,  installs  in  o  jiffy. 


WIITE  TODAY  to  our  Now  York 
Office  for  full  infornration  on 
OLEY  DOOR  CLOSERS, 
Combination  Door  Hordwore  Kits, 
Tubular  lotchts.  Mortise  latches. 
Safety  Chain  Stops,  Hinges,  ond 
letter  Drops. 


&  Home  Improvement  Dealer 
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IF  YOU  USE 

FLEXIBLE 

GASKETS. 

SPLINE 

or  similar 


EXTRUDED  PLASTIC 

material  . .  . 


.  .  .  you'll  do  better  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  workable  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 
Take  advantage  of  the  pioneer- 
ng  progress  that  marks  MAY¬ 
NARD  tops  in  the  field. 
You'll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

moon  foster  assembly, 
fewer  service  colls.  Cor¬ 
rectly  designed  &  ex¬ 
truded  gaskets  &  spline 
meon  faster  production 
at  lower  cost  I  Prove  it  I 
Contact  MAYNARD  I 


NEED  HELP?  WRITE: 


MAYNMO  PLASTICS,  Inc. 


CHELSEA  50,  MASS. 
CHuImo  3-58S0 


Aluminum  Siding 

(Conthimd  from  Page  74) 


J.  Replacement  of  Damaged 
Panels  and  Posts 
Panels: 

a.  Cut  along  entire  length  of 
new  replacement  panel  at  “A”. 

b.  Install  replacement  panel 
over  damaged  panel  inserting  top 
of  piece  into  receiving  groove  of 
panel  abttve. 

c.  Install  sheet  metal  screws  in 
bottom  of  panel  at  “B”  to  hold  in 
place. 

Posts : 

a.  Cut  new  replacement  post  to 
length  of  post  to  be  repaired. 

b.  Cut  along  entire  length  of 
new  post  at  “A”  (both  sides).  Re¬ 
move  these  sections. 

c.  Bend  new  post  in,  to  form 
SO®  angle. 

d.  Snap  piece  on  to  old  damaged 
post. 

e.  Install  sheet  metal  screws  at 
top  and  bottom  of  post  on  surfaces 
“B”, 


K.  Raves 

the  last  course  of  siding  exposed  at 
the  eaves  that  the  top  interlocking 
portion  of  the  panel  be  cut  off. 
After  installation  of  this  panel, 
finish  at  the  junction  of  siding  and 
eaves  overhang  with  a  quarter- 
round,  crown  mould,  or  facia 
board. 


b.  Where  rafters  are  exposed  at 
the  overhang,  it  is  generally  best 
to  box  in  rather  than  try  to  fit  the 
siding  to  each  rafter.  The  siding 
is  then  installed  to  the  box  and 
finished  as  in  “a”  above. 

c.  If  rafters  are  exposed  and 
boxing  is  not  feasible,  finish  at 
junction  of  siding  and  rafters  with 
quarter-round  moulding. 

d.  If  the  top  panels  have  to  be 
cut  off  to  less  than  5"  wide,  a  fur¬ 
ring  strip  should  be  installed  hori¬ 
zontally  so  that  the  proper  angle 
is  maintained  to  conform  with  the 
other  panels. 


L.  (tables 

a.  Finish  gables  in  the  same 
manner  as  the  eave.s.  If  existing 
facia  trim  is  to  be  retained  and  is 
of  sufficient  thickne.ss  cut  the  sid¬ 
ing  panels  at  the  same  angle  as 
the  slope  of  the  roof  and  butt 
against  the  trim  as  in  sketch  above, 
flash  with  Lifetime  Window  and 
Door  Moulding  (Sketch  itlOT). 

b.  If  the  existing  facia  board  is 
too  thin  install  the  siding  over  the 
board  and  butt  against  the  roof 
deck  as  in  sketch  above,  flash  as  in 
(a)  above.  If  cuts  are  accurate  and 
neat  no  other  finish  is  required, 
otherwi.se  a  new  facia  board  is 
installed  over  the  siding. 


There's  lots  of  profit 
in  attic  and  'window 
FANS! 

Read  about  them  in  the 
lUNE 

BUILDING  SPECIALTIES 


_ ! 
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It’s  the  answer  to  every 
home  owner’s  dream,  too! 


0  Completely  equipped  with  heavy  duty  door 
check 

0  Lustrous  Stainless  Steel  frame  gives  maxi¬ 
mum  strength,  beauty  and  durability 

0  Completely  insuloted  with  TUFFLEX  insulation 
.  .  .  makes  it  silent  and  soundproof 

0  Highest  quality  double  strength  glass  in 
window  units 

0  Stainless  Steel  all-welded  and  reinforced 
push-bar  adds  to  the  beauty  and  durability 
of  the  Challenger  Door 

0  Challenger  mortise  Stainless  Steel  lock 

0  Over  200  welded  points  for  strength 

0  Stainless  Steel  hinges 

0  Expanding  channels  for  custom  fitting 


C0MBINA110N  SCREEN  ond  STORM  DOORS 


PRODUCTS,  INC. 

2601  P«nn  Av«nue  Pittsburgh  22,  Pa. 


Ch«lt«ng«r  ^oductt,  Inc. 

3601  P«nn  Av«nu«,  PIttaburgh  33,  Pm, 

Oontlemen: 

Ploaio  tend  me  details  about  the  Challenger 
PROFIT  STORY  today. 

I  Straot  _ _ 

City  . . . Zona  Stota 

I  Donlor  Q  Diatrlbutor  [[J  Contrnctor  Q 

I 


‘  Mf* 


rm,  > 


Ffiiaw 

nssr:";" 


i  W/' 
w 


^  Complete  Line  of  Challenger 
*  Screen  and  Storm  Windows 


Get  the  Profit  Story  about 
America’s  First  &  Finest 

Stainless  Steel  Combination 
Storm  and  Screen  Doors 


&  Home  Improvement  Dealer 


NoDull  Seasons 


In  growing  demand 
the  year  'roend  for 
doorways,  windows, 
porches,  patios, 
store  fronts . . . 


*  CMroBt^M  by 


CHECK  THESE  FEATURES 


EXTRA  STRONG 

Built  of  Aturdy  .040  aircraft  alu* 
minum  .  .  .  interlorkiiiK  leakproof 
aeginentt  form  rigid  unit. 

AIR-COOLED 

Louvert  in  aides  (designed  to 
keep  out  rain  and  snow)  supply 
cross  vent  flat  icMi  and  free  circu¬ 
lation  of  fresh  air  .  .  .  minimise 
possible  damaging  effects  of 
heavy  wind  pressure. 

ROLL-FORMED  SLATS 

Awning  segments  are  crowned 
and  have  a  smooth  bevel  edge  for 
added  strength  and  beauty  ...  no 
rough,  sharp  ends  or  corners. 


ALL-WEATHER  FINISH 

Lustrous  enamel  finish  firmly 
bonded  to  metal  before  formirtg 
—  an  unusual  feature.  Constantly 
subjected  to  fai'tory  tests:  a  500- 
hour  salt  spray,  a  1000  hour  hu¬ 
midity  test  and  many  others. 

ATTRACTIVE 

UNDERSTRUCTURE 

Awning  slats  are  roller -coated 
white  on  underside,  with  flat 
lacquer  finish  to  prevent  glare, 
yet  reflect  light.  All  bracing  it 
roll  formed. 

...EASY  TO  INSTAU 
...EASY  TO  SELL 


SMART  COLORS 

A  wide  choice  of  basic  colors  and 
color  combinations  to  harmonise 
srith  all  types  of  architecture. 


SEE  OUR  DISPLAY 
BOOTH  31 
NERSICA  SHOW 


- WRITE  TODAY - 

MITAL  TILE  PRODUCTS,  INC.,  Dapl.  607,  Hatting,,  Mich. 

Srnd  free  literature  on  HASTINGS  alumi-AWNINGS.  I  am 
Q  Dealer  Q  Distributor  Q  Contractor  Q  Architect 


NAME _ 

ADDRESS 

CITY 


STATE 


J 


ms  (8th)  Edition 

Roofing,  Siding 

and 

Specialties  Manual 

The  only  reference  volume  of  its  kind  in  this 
held.  So  valuable  that  many  roofing  contractors 
omd  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  can  help  you 
dozens  of  ways  to  make  more  money. 

Readers  rave  about  the  MANUAL  Here's  a  few 
quotes  from  letters:  "A  valuable  book  for  any¬ 
one  in  the  business."  .  .  .  "Your  publication  has 
helped  us  a  great  deal."  ...  "I  wouldn't  be  with¬ 
out  it."  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 

PER  COPY 

Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

*  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT.  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 

*  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS.  ALUMI 
NUM  AWNINGS,  JALOUSIES.  PLASTIC  TILE. 

*  COMPLETE  SECTIONS  ON  SELLING.  TRAIN 
ING  SALESMEN.  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 

SIDING.  STEEP  ROOFING,  METAL  ROOFING, 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES 

150  paqa,  crammad  lull  oi  valuabla  Inior- 

mertion  on  EVERY  phaia  oi  your  buiine,,. 

Evary  contractor  and  dealer  will  want 

copte,  to  help  him  make  more  money. 


BUILDING  SPECIALTIES  A 
HOME  IMPROVEMENT  DEALER 
42S — 4th  Ave..  N.  Y.  16,  N.  Y. 

Please  send  me ....  copies  of  the  MANUAL 

NAME  . TITLE  . 

COMPANY  . 

ADDRESS  . 
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Potented  '^Stream- 
i  lin•r'^  swings 
k  out,  os  louvro 
^  moves  open. 


SALES  FACTS 


FREE  ADVERTISING 


Kuril  xrlrrlril  (li.'<lril>iilor  plarinft  u  iiiiiiiiniiiii  initial  orilrr  of  $2IHHI  will 
lir  ulilf  to  obtain  FHKK  (iiiiiilay  ailvrrti^inii.  in  tlie  nrH^|ia|M'r  of  liix 
rlioirr,  till  hr  is  in  a  position  to  carry  this  expense  himself.  All  necessary 
information  such  us  telephone  nnmhertsi,  the  exact  newspaper  etc,  to 
he  in  Moilernview's  hanils  14  days  before  specified  insertion  date. 


ORDERING 


You  do  not  haxe  to  place  an  inimediati'  order  howexer,  in  order  to  fiel 
the  ftreatest  marfiin  of  profit,  and  to  he  aide  to  completely  outshine  all 
competition,  you  will  note  on  the  scale  below,  that  profit  increases,  with 
the  size  of  your  initial  order. 

DISCOUNT  SCALE: 


Your  Order 

_ 1 _ 

Your  Discount 
% 

Your  Order 

i 

Your  Discount 
% 

o-siooo 

10% 

3000  to  4000 

60% 

1000  to  3000 

35 

4000  to  5000 

63.5 

3000  to  3000 

50 

5000  UP 

65 

1 

REFUNDING 


DEA 


R  DISTRIBUTOR  PLAN 

MEANS 

more  sales 

MORE  PROFITS 
TO  YO  U 


AccordiuK  to  the  latest  sales  fi|iures  availaldc,  only  211' <  of  louvered  win¬ 
dow  in<|uiries  are  turned  into  sales,  with  another  tll'c  ready  to  buy,  if 
the  price  were  lower.  Modernv lew's  “taioper”  window  Is  priced  .rlfjc 
below  today's  hitch-priced  com|>etition.  This  means  if  you  already  handle 
a  hi|(h  priced  unit,  hy  taking  on  the  '*(a>opcr''  as  a  side-line  you  can  con- 
\ert  six  out  of  ten  inquiries  into  sales  instead  of  two.  If  you  handle  the 
"(aioper”  alone  you  can  convert  four  out  of  ten  prospects  into  pur¬ 
chasers.  This  means  higher  turnover,  and  more  profit  for  Ytfl'. 


opfion  of  painting  the  hardware  to  match  his 
present  woodwork  The  "Cooper'  window  also 
features  a  patented  streamliner,  optional  to  you 
at  slight  odditionol  cost,  that  gives  positive  and 
100%  protection  ogainst  drafts  and  leakage 
under  hurricane  conditions  Brass  alloy  ball  bear¬ 
ings  are  used  at  oil  rotation  points  Automatic 
gravity  lock  secures  positive  position.  The 
"Cooper  window  allows  jiffy  installation  of 
screens  and  storm  sash,  inside  or  out 


1'hiK  i-  it.  If  within  ^ix  miiiith!i  you  have  not  reordered  and  you  wir>h  to 
^hi|)  your  remaining  utoi  k.  at  your  expeii'e,  hack  to  Modernview,  N.  Y., 
your  money  for  the  remaining  slock  will  he  gladly  refunded. 

INSTALLATION  AID: 

Modernview,  Inc.,  hoi  a  full  stoff  of  trolnod  louvored  window  techniciani 
which  you  may  coll  upon  to  aid  you  with  any  problomi  that  you  may  tool 
unqualified  to  handle. 


*S  MADISON  AVfNUI,  NIW  YOIK  1«,  ORa9an  V-0S40 


QUICK 


EASY 


1 

2 

3 

4 

5 


—  Mod*rnvi«w  hordworc  fits  any  size  opening,  either  in  stock 
size  or  by  simple  cutting  operation  (hocksaw). 

—  Screw  on  hordware  to  side  of  window  fromes. 

—  Slide  glass  louvres  into  positive^grip  holders. 

—  Close  sofety  clip  over  gloss  with  pliers. 

—  Moke  minor  odfustments  ond  your  instoltotion  job  is 
comoleted. 


Potented  ''Streom- 
liner'',  swings 
snugly  closed, 
ps  louvre  shuts. 


Home  Improvement  Dealer 
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**Make»  Selling  EasyV' 

CERTIFIED 

ALIIMINIJM 

Combination  Scroen  t  Storm  Windows 

Everything  You  Want  for 
Competitive  Selling 

DELUXE 

Interlocking,  Extruded 

3-TRA(K  and  2-TRA(K 

SELFSTORING  •  TAMPER-PROOF 

Here  is  the  ideal  window  for  the  aggressive  dealer.  From 
one  source  you  can  obtain  3-track  A\D  2-track  windows  as 
well  as  combination  storm  doors.  Priced  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
auure  you  of  the  kind  of  association  you  want.  Write  or 
phone  today  for  complete  information  on  how  you  can 
increase  your  profits. 


c^u-jiie^k  Co- 


1015  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemont  7  2500 


mTemLinH 

the  miracle 

CLEANER- 

POLISH 


STORM  WINDOWS  AND  DOORS 

DEAIBKS  SAY:  "It't  tha  parfaci  answer  to  our  euttomers' 
question  'How  do  I  keep  H  clean?'  " 

DISTRIBUTORS  WANTED  Prices; 

TO  SELL  DEALERS,  IN-  ^  Sample  $1  size  -  75e 
STALLFDS  Gallon  can  —  $2.75  net 

»  ALLERS,  etc.  ^  24  j,  _  514  40  „ef 

Cash  with  order,  shipped  prepaid 

PROTECTALCM,  INC. 

110  Cantar  Straat,  Naw  Milford,  N.  J.  Orodall  8-d196 


gives  a  lasting 
NiW  LOOK  to  alt 
natural  aluminum 


Telephone  Book 

(Continued  from  Page  48) 

proved  vastly  if  they  are  to  accom¬ 
plish  their  purpose  of  having  the 
reader  immediately  phone  the 
dealer.  Since  telephone  book  space 
is  at  a  premium  and  comparatively 
costly,  the  most  effective  ads  usual¬ 
ly  have  at  least  one  catch  line  or 
slogan,  beyond  the  brief  lines  of 
merchandise  offered,  together  with 
name,  address  and  phone  number. 
Check  the  slogans  you  are  using 
against  .some  appropriate  ones 
mentioned  here. 

These  ads  can  serve  as  a  master 
of  ceremonies  to  introduce  your 
I  services  to  every  resident  and  visi- 
!  tor  in  your  trading  area.  But  they 
should  have  a  distinct  personality 
'  of  their  own  to  make  them  stand 
out  and  be  read  above  the  competi¬ 
tion,  tell  the  reader  at  a  glance 
what  .vou  have  to  offer. 

Power  of  Ads 

The  |K)wer  of  your  telephone  ad, 
large  or  small,  should  not  be  dis¬ 
counted.  A  newcomer  to  the  com¬ 
munity,  for  instance,  will  look  in 
the  yellow  classified  pages  of  the 
directory  the  first  time  he  is  in  the 
market  for  what  he  needs.  The 
greatest  mass  of  prospects,  how¬ 
ever,  still  remains  the  permanent 
class  of  residents  who  are  looking 
around  for  the  best  place  to  patron¬ 
ize  and  find  their  phone  directory 
the  handiest  reference. 

Now  what  is  the  be.st  means  to 
approach  these  people?  To  make 
your  telephone  line  a  better  fi.shing 
line  and  to  help  you  bait  the  hook 
in  the  telephone  book,  a  few  sam¬ 
ples  of  interesting,  phone-pulling 
ads  are  hereby  cited.  These  can  be 
modified  or  adjusted,  however,  to 
your  own  particular  requirements. 

Survey  of  this  ad  copy  reveals 
three  different  types  of  treatment, 
which  are  apparently  standard. 

One  is  a  play  on  your  name  such 
as:  “We  Crow  About  Our  Service,” 
“Shout  for  Stout,”  “Yell  for  Pinell” 
or  “Call  for  Paul.” 

(Continued  on  Page  82) 
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ADDRESS. 


Corbozit*  Protactiv*  Coatings,  Inc. 
101  Codar  St.,  Now  York  6,  N.  Y. 


Please  send  information  regarding 
franchises  and  available  territories. 


CARBOZITE  PROTECTIVE  COATINGS,*  INC. 
101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Corbo-Tex  Division  Phono;  Dlgby  ^3170 


FACTORY  REPLACEMENT  GUARANTEE 


PROTECTION  TO  ALL 
EXTERIOR  WALLS 


There’s  a  wide  open  field  for  sidewall  mastics,  with 
thousands  of  homes  in  every  community  waiting 
to  be  sold.  A  single  pressure-applied  application  of 
CARBO-TEX  is  equal  to  approximately  10  COATS  of 
ordinary  exterior  paint,  and  provides  a  time-defying 
surface  that  protects,  insulates  and  beautifies  stucco, 
brick,  wood  shingle,  asbestos  shingle,  concrete  and 
cinder  block  walls.  There’s  no  limit  to  sales  when 
you  feature  guaranteed  CARBO-TEX  Wall  Texture. 


10-YEAR 


CARBO-TEX  has  been  tested  and  proven  in  thousands  of  appli¬ 
cations  in  every  type  of  climate ...  on  every  type  of  exterior 
vrall  surface.  In  v^hite  and  consumer-approved  colors ...  easy 
to  apply  with  special  spray  equipment  available  to  authorized 
CARBO-TEX  applicators. 


YOUR  SAlESMtN  AND 
APPIKATORS  TRAINED 
BY  FACTORY  EXPERTS 


OVER  37  YEARS  OF 
EXPERIENCE  AND 
RESEARCH  MAKES 


WINDOWS  &  DOORS 

Not  juit  one  type  window!  5  entirely  different  models  —  2  and  3  track  windows,  cose- 
ments,  and  the  famous  NASH  Aluminum  Combination  Door  ail  ingeniously  designed,  pre¬ 
cision  engineered  and  styled  right.  This  complete  line  assures  you  the  exact  window  to  meet 
every  selling  requirement. 

All  units  ovailobie  K.D.  or  completely  finished.  No  inventory  required  for  K.D.  —  you 
simply  buy  the  ports  at  required  to  fill  your  orders  these  parts  ore  completely  pre¬ 
fabricated  for  easy  assembly.  In  addition  to  this,  our  Distributor  Plan  for  K.  D.  or  Finished 
NASH  Windows  and  Doors  offers  you  an  excellent  competitive  set  up. 

With  more  than  a  quarter  century  of  manufacturing  experience,  NASH  is  geared  for 
relioble  production  and  backed  by  experienced,  highly-skilled  manpower.  You  are  assured 
superior  products  and  prompt  delivery. 

Coll  Of  write  today  for  complete  details  on  K.  D.  or  Fi'tiihed  NASH  Windows  and  Doors. 


DOOR  SWEEPS 


DOOR  GRILLES 


•  Extruded  Aluminum 

•  White  Rubber  Sweep 

•  Elongated  holes  far  easy 
installation  and  adjust¬ 
ment 

•  Low  Price 

•  Immediate  Delivery 

INITIALS 

NITE-6L0  finish,  cast  aluminum  with  nuts 
and  bolts  far  oasy  installat'on. 


•  Extruded  Aluminum 

•  Superior  Construction 

•  Write  for  our  catalogue  containing  com¬ 
plete  details  about  our  wide  range  of 
style  and  sizes 


MM  MANUFACTURING  CO. 

Long  Branch,  N.  ).  Long  Branch  6-6200 

315  Holsey  St  9126  Hortford  Rd.  9  Livingstone  St 

Nework,  N.  ).  Baltimore,  Md.  Dorchester,  Mass 

Mitchell  2>3600  Boulevord  2222  Avenue  2-3600 

IN  CANADA:  NASH  ALUMINUM  LTD.,  904  BRUCE  ST.,  OSHAWA,  ONTARIO  DIAL  3-2219 


Telephone  Book 

(Continued  from  Page  80) 

A  second  type  of  slofran  is  built 
around  a  descriptive  adjective  in 
the  company  name:  “Ideal  Alumi¬ 
num  Product.s — All  That  the  Name 
Implies.”  or  “Economy  Storm  Win¬ 
dow  Co. — Means  Just  What  It 
Says.”  Quality,  standard,  service, 
ace,  model  are  similar  possibilities. 

A  twist  on  the  product  or  service 
and  the  company  name  is  a  third 
type:  “See  Storm  for  Storm  Prod¬ 


ucts,”  “Get  a  COMP'ORT  window,” 
“Holmes  for  Home  Conveniences,” 
or  “Allis  in  Windowland.” 

These  kind  of  ads,  which  play  on 
words,  are  apt  to  stand  out  more 
prominently  than  the  conventional 
type  of  copy.  The  best  of  them  are 
frequently  based  on  rhymes,  puns 
or  quips — .so  watch  your  P’s  and 
Q’s. 

Advertising  specialists  will  in¬ 
variably  tell  you  that  an  appropri¬ 
ate  illustration  helps  make  a  good 


;  ad  and  they  are  usually  right.  Fifty 
:  percent  of  the  punch  of  your  ad  is 
in  the  incidental  line  drawing  that 
illustrates  the  .slogan.  The  simpler 
the  illustration,  the  better  effect  it 
will  have. 

The  most  common  illustrations 
are,  of  course,  those  of  the  product, 
usually  showing  a  woman  alongside 
the  window  to  demonstrate  how 
I  easy  it  is  to  operate,  and  to  provide 
\  the  human  element.  This  can  be 
accompanied  also  by  an  appropriate 
slogan  or  trade  mark,  amplifying 
the  value  of  the  product. 

Some  examples  are  “The  Happy 
Medium  in  W'indow  Conditioning,” 
“F^xelusive  Interlocking  In.serts,” 
“Self  Storing,”  “Pay  for  Them- 
.selves  with  the  Fuel  They  Save,” 
“It’s  Brand  News,  It’s  Exclusive,” 
or  “Built  for  the  Weather  to  Last 
Forever.” 

Stress  Pay  Policy 

Other  elements  may  al.so  be 
played  up  in  the  ad  copy.  Since 
time  payments  are  an  important 
factor,  there  is  room  for  such  lines 
as  “.‘1  Years  to  Pay,”  or  “A  Con¬ 
venient  Budget  Plan  for  Every 
P’amily.” 

Only  important  sales  ideas  should 
be  included  in  the  copy  because  of 
space  limitiitions.  The.se  can  be  such 
suggestions  as:  “Custom  Made,” 
“Nothing  to  Change,  Nothing  to 
.Store,”  “Slides  Up  to  Any  Height,” 
“Patented  Features  and  Highest 
Quality,”  or  “Stronger,  Anodized 
Aluminum.” 

In  short,  anything  you  can  say 
to  advantage  about  your  product 
without  crowding  the  .space  or  giv¬ 
ing  the  reader  too  much  to  absorb 
quickly,  will  help  make  your  ad 
stand  out  above  that  of  your  com¬ 
petitors. 

Sometimes  classified  ad  ideas  can 
be  culled  from  other  indu.stries  and 
applied  to  your  line  such  as: 
“Where  Price  Tells  and  Quality 
Sells,”  “VV’here  Your  Dollars  Make 
More  Cents,”  “Buy  With  Confi¬ 
dence,  U.se  with  Pride,”  “Quality 
Coes  In — Before  the  Name  Coes 

(Contmued  on  Page  84) 


82 


MAY  1953  BUILDING  SPECIALTIES 


A  WINDOW 
FOR 
IVIRY 


THE  MOST 


SALES  FORCE  YOU 
CAN  EMPLOY  IS  .  .  . 


STS 


mi 


llalco 

U-AL-CO 

ALUMINUM 
AWNING  WINDOWS 

Stock  them!  Display  them!  Ualco 
Awning  Windows  attract  buyers 
everywhere  they  are  shown  .  .  . 
literally  ‘‘sell  themselves.’’ 
They’re  creating  volume  sales 
throughout  the  country.  So  join 
the  countless  dealers  who  already 
know  their  sales  appeal.  Order 
today! 


CENTER  OPERATOR 


*  World’s  Largest  Manufacturer  of  Aluminum  Casement  Windows 


Get  every  sale!  The  Ualco  Aluminum 
Window  Line  it  complete  .  .  .  “a  win¬ 
dow  for  evei^  opening.”  The  market  can 
he  youn  with  Ualco  .  .  .  whether  for 
new  conitruction,  remodeling  or  repair 
.  .  .  whether  the  work  is  done  by  builders 
or  those  who  “do  it  themselves.” 

UNION  ALUMINUM  COMPANV.  IM..  OlHtfUM.  Ala. 


UNION  ALUMINUM  CO..  INC..  «N«WI«M.  Al 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con- 
Crete! 

5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  proflt  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone:  52615 


Telephone  Book 
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On,”  or  “We  Protect  the  Health  of 
Your  Family.” 

When  you  decide  on  an  effective 
slogan  or  trade  mark  for  your  busi¬ 
ness  telephone  directory  ad,  it  is 
also  advisable  to  spread  out  its  ef¬ 
fect  by  repetition.  That  is,  use  the 
same  shopper-stopper  message  on 
your  stationery,  envelope  stuffers, 
handbills,  statements,  cards,  news¬ 


paper  ads,  radio  and  television  an¬ 
nouncements.  Wrap  it  all  up  in  one 
big  bundle  and  keep  hammering 
away  on  it  continually  so  the  pub¬ 
lic  hasn’t  a  chance  to  forget  it.  Al¬ 
though  it  may  only  be  a  tail  to  your 
busine.ss  kite,  nevertheless  with  it 
you  can  climb  better. 

/  Read  about  Attic  Fans  / 
(  in  the  I 

t  June  i 

j  BUILDING  SPECIALTIES  \ 


Long  Island  Dealer 

(Continued  from  Page  49) 

Proof  of  happy  customers  is  the 
60  per  cent  that  Mr.  Campo  de¬ 
clares  is  the  figure  for  customer- 
based  leads. 

“We  give  a  guarantee  of  a  year 
on  every  glass  and  screen.  After 
that,  for  $1.50  I  offer  life-time  in¬ 
surance  on  any  replacement.  How 
safe  I  am  from  an  actuary  point  of 
view  is  not  important.  The  thing 
is.  we  get  back  into  the  house,  re- 
e.stablish  a  pleasant  contact  with 
the  customer,  show  our  depend¬ 
ability,  and  then  write  down  the 
recommendations  and  addresses  of 
Cousin  Fred  and  neighbor  Jones.” 

“No,  no  flashy  come-on  news¬ 
paper  ads,  pushing  14.88  windows.” 
At  this  point  Sales  Manager  Ed 
Servello  put  in,  “Oh,  that  .stuff  is 
brutal  on  the  salesman.  You  have 
to  do  a  double  job  of  selling.  Fir.st 
you  have  to  knock  down,  unsell  the 
cheap  window  and  then  you  have 
to  go  on  and  .sell  your  quality  win¬ 
dow,  You  can’t  keep  your  salesmen 
that  way.” 

How  about  phone  promotion? 
Mr.  Campo  replied,  “Well,  we  tried 
it  some  time  ago,  but  in  this  di.s- 
trict  it  isn’t  worth  the  effort.  Be¬ 
sides.  it  seems  the  food  plan  people 
have  worked  it  to  death  around 
here.” 

(Continued  on  Page  86) 


Balow:  Poul  Freedman,  Campolum  Co. 
talesman,  demonstrating  a  Winstrom  com¬ 
bination  storm  window. 
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Look  at  these  **BUY-APPEAL”  Features! 

•  Permanent,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 


•  Interlocking,  weathertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  ’round,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 

Yet  the  cost  to  you  is  amazingly  low! 


Here’s  a  product  you’ll  really  1m* 
proud  to  sell  — the  new,  all-new 
Season-all  Triple-Track  ('omhina- 
lion  Window,  ^ason-all  has  every 
feature  your  customers  want  and 
need  in  a  comhination  window!  In 
fact,  it’s  the  finest  comhination  storm 
window  on  the  market  today.  Sounds 
too  good  to  Im*  true,  doesn’t  it? 
Well,  you  don’t  have  to  take  our 
word  for  it.  (Compare  Season-all 
feature  for  feature  with  any  other 
design  and  see  for  yourself.  Well 
he  glad  to  send  you  complete  details 
or  arrange  a  demonstration  at  your 
convenience.  Ask  about  our  unique 
delivery  and  warehousing  plan. 


oWProauct* 

.  Seoso«''°" 
Door. 

Stornr-^ 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


INQUIRIES  INVITED  FROM  SOUND,  AGGRESSIVE,  WELL  RATED 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT' 


<S  Home  Improvement  Dealer 
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ELMONT 


MANUFACTURING  CO. 


Some  choice  territories  still  open. 
Write.  Wire  or  Phone  tor  full  details. 

575  HEMPSTEAD  TURNPIKE 

ELMONT,  L.  I.,  N.  Y.  FLorol  Pork  4-3620 


MANY 

MANY 

THANKS 

From 

Kesslers 


It  was  indeed  o 
pleasure  meeting  our  mony 
many  friends  and  satisfied  customers. 

It  is  very  gratifying  to  know  that  our  con* 
stont  effort  to  simplify  ond  improve  the  use 
of  Kessler  Products  Plastic  Extrusions  in  the 
storm  window  industry  is  so  greatly  appreciated. 

Our  knowledge  ond  service  is  ovoilable  to  you  ot 
any  time. 

KESSLER  PRODUCTS 
COMPANY 

1064  West  Federal  Street 
YOUNGSTOWN,  OHIO 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 

PHONE  3-9335 


Long  Island  Dealer 

{Continued  from  Page  84) 

!  South  Ozone  Park  is  an  unpre- 
!  tentious,  almost  completely  small- 
1  residential  di.strict.  There  is  still 
j  some  open  space,  which  is  rapidly 
;  beintr  taken  over  by  new  residen- 
!  tial  housing.  This  helps  explain 
why  Campolum  Co.  has  not  had  to 
face  the  .seasonal  problem  of  the 
.storm  window  and  metal  awning 
fields.  Mo.st  of  the  new  building  is 
done  in  the  warm  part  of  the  year. 
“I  have  a  friendly  arrangement 
with  many  of  the  local  builder.s — 
we  get  to  know  them  personally, 
and  they  come  to  us — to  supply  the 
Venetian  blinds  at  co.st.  Then,  when 
the  purcha.ser  of  the  new  home 
comes  to  consult  us  as  to  color  of 
tapes  and  style  of  blind,  why, 
there’s  our  lead  nicely  .set  up,  right 
in  the  .so-called  slack  sea.son.  They 
have  to  buy  screens  anyway — and 
you  go  on  from  there. 

Booth  at  Flower  Show 

i 

“But  that’s  an  old  angle.  Here’s 
a  new  one  that’s  worked  beyond 
all  expectation.  We  took  a  booth  at 
the  flower  show.  You  heard  right, 
the  flower  show  at  Grand  Central 
Palace  recently,  March  8-14.  Four 
men  were  kept  busy  there  as  dem¬ 
onstrators,  and  we  got  over  200 
leads.  Flower  show  visitors  live  in 
what  kind  of  hou.ses’'  Right — you 
don’t  go  see  the  latest  nasturtiums 
for  an  apartment  window  box,  even 
if  the  landlord  would  let  you  have 
one.  Why,  the  flower  show  is  bet¬ 
ter  for  us  than  the  home  show.  Less 
competition — only  three  window 
displays,  one  on  each  floor.” 

Campolum  keeps  three  installers 
busy  all  the  time.  If,  as  .sometimes 
happens,  a  contractor  is  needed  to 
help  out,  he  is  supervi.sed,  and 
checked  and  inspected  before  pay¬ 
ment.  There  is  also  a  l)onus  of  25 
cents  a  window  after  three  months 
if  all  is  OK.  This  is  a  pha.se  of  the 
customer-.satisfaction  theme. 

{Continued  on  Page  88) 
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fry  HO»t  OVIIHIR 

more 

Product*' 


iceystone 


When  you  sell  Keystone,  one  sole  invariably  leads  to 
others.  This  is  why  we  produce  u  complete  line  .  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOV^S  and 
SIDING.  Each  has  notional  acceptance  for  outstand¬ 
ing  quality,  reasonably  priced. 


KEYSTONE  Storm-Screen  DOORS 


The  Only  Door  of  it*  kind  it  it  easily  recognized  by  the 
full  length  Piano'type  Hinge  •  •  •  just  one  of  Keystone's 
exclusive  features. 


KEYSTONE  Combination  WINDOWS 


Sterie>t<ree« 
WiMlewt  for. 


Available  in  triple  track  or  conventional  design  they 
have  the  much  desired  Ventilating  louvers  .  .  .  another 
Keystone  feature. 


KEYSTONE  Storm-Screen  CASEMENTS 


Furnished  in  types  for  either  outside  or  Inside  installation. 
Keystone  Storm-Screen  Casements  provide  maximum 
alt  weather  protection  with  convenient  operation  for 
cleaning. 


KEYSTONE  Aluminum  SIDING 


Proctically  Industructible  by  elements  of  weather. 
Multi-coated  and  baked  (not  sprayed)  by  o  process  that 
gives  an  even,  lasting  finish  that  defies  deterioration 
indefinitely.  Keystone's  exclusive  interlocking  flanges 
makes  for  greater  protection  and  more  efficient  installa* 
tion  .  .  .  installation  starts  from  bottom  up.  Available  in 
white  or  postel  shades. 

Our  products  ore  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


'i*'  Guaronttfd  bv 


! 

j 
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TOP 

QUALITY 


The  Single  Most 
Important  Factor 
If  You  Are  to  Operate 
At  A  Profit 

SCREENS  and  STORM  SASH 


.U/i- 


Here's  Where  It  Counts! 

Precision  Manufricture 

Screens  Absolutely  Square 
No  Cockeyed  Dimensions 


Finest  Screening  Ayaitable 
No  Waves  —  No  Missing 
Strands 


Each  and  Every  Strand  in 
Line 

Our  28  y*ort  of  icrooning  exporionco  guoronfoo 
you  tho  finost  scroont  your  monoy  con  buy.  Evory 
job  you  soil  is  o  good  ono.  No  coll  bocks,  no 
opologioi. 

Our  mochonics  or*  oil  formor  top  mocbontct  of 
Orongo  Scroon  Co.  Our  scrooning  is  the  finost: 
N.  Y.  Wiro  Cloth  Co.'s  "Aldura  Wiro".  Our  scroons 
ond  sash  or*  guorontood  to  bo  tho  bost  on  tho 
morkot. 


Screens  and  Sash  for 

•  Jalousies 

•  Metal  Casement  Windows 

•  Double  Huni  Windows 

(Metal  or  wood) 

•  Porches 


Some  Distributorships  Still  Available 

Write  TfMlay  For  Price  Lipit 

Dennison  Fabricating  Co. 

78  Main  St.  ORange  6-0333  East  Orange,  N.  J. 


Long  Island  Dealer 

{Covtinued  from  Page  86) 
There  is  a  simple  display  on  the 
delivery  truck — the  name  of  the 
company  and  a  larRe  phone  num¬ 
ber.  An  “installation  in  progress” 
sitfn  goes  on  every  job,  and  some¬ 
times,  in  new  construction,  the 
builder  keeps  the  Campolum-Win- 
strom  sign  on  display  after  the  job 
is  finishetl,  until  the  house  is  occu¬ 
pied. 


Although  the  company  main¬ 
tains  a  large  storer<x)m  across  busy 
Lefferts  Boulevard  from  the  office 
and  display  room,  there  is  no  need 
for  a  large  inventory.  “We  promise 
three-week  delivery,”  Mr.  Campo 
explained,  “and  the  Winstrom 
Company,  on  the  north  shore  of 
Long  Island,  in  Whitestone,  has 
never  let  us  down.  Ten  days  is  the 
outside  time  required  for  delivery, 
and  we  take  a  day  or  two  more  for 
.setting  up  the  order  and  getting  it 


ready  for  the  installers.”  The  spa¬ 
cious  storeroom  and  garage  behind 
the  tastefully  arranged  display  of¬ 
fice  and  the  cozy  cotTee-room 
seemed  bare,  despite  the  dozen-odd 
.sets  of  windows  awaiting  .shipment, 
and  some  store  doors  and  grills. 

Any  stress  on  grilles — special 
.salesmen  or  approach  ?  “Again,  no. 
Remember,  we  specialize  in  win¬ 
dows.  Of  course,  that  means  doors 
too,  as  part  of  the  .same  order,  if 
possible.  But  the  grilles  we  don’t 
make  too  much  of.  We  don’t  want 
to  be  distracted. 

Back  in  the  coffee  room,  .Sales 
Manager  Servello  demonstrated  the 
model,  and  Mr.  Campo  remarked, 
“Here’s  how  we  build  customer 
confidence  out  of  their  very  hesi¬ 
tation  to  clinch  the  deal.  When  a 
customer  says,  ‘But  1  want  to  see 
and  compare  other  windows,’  we 
surpri.se  them  and  insi.st  that  they 
do  just  that. 

“Seven-Screw”  Test 

“We  al.so  insi.st  on  the  ‘.seven- 
.screw’  test.  Our  .salesman  takes  out 
the  .seven  .screws  holding  the  model 
to  the  wood  frame,  and  shows  the 
superior  construction  and  fit ;  then 
he  reminds  the  customer  to  demand 
the  same  treatment  from  any  other 
.salesman.  ‘Insi.st  on  .seeing  all  the 
features  I’m  showing  you  now.’  ” 

Mr.  Camix)  is  proud  of  his  .sales 
tie-ups  with  churches  and  chari¬ 
table  groups.  After  installing  the 
windows  in  the  Church  of  the  Gen¬ 
erals.  near  the  army  base  at  F'ort 
Hamilton,  Brooklyn,  he  arranged 
for  a  small  notice  in  the  church 
paper,  that  the  church  would  for¬ 
ward  inquiries  about  the  windows. 
In  return,  he  contributes  to  the 
church  a  percentage  of  the  .sales 
made  through  such  leads. 

A  similar  arrangement  was  one 
by  which  Campolum  installed,  free 
of  charge,  the  windows  of  the 
model  hou.se  for  which  the  Catho¬ 
lic  War  Veterans  had  a  drawing 
recently.  There  was  a  small  plaque 
on  each  window’,  “The.se  Winstrom 
windows,  completely  insulated 
against  heat  lo.s.s,  installed  as  a 
(Coutitiued  on  Page  90) 
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$1,500  Extra  Profit  Per  Month  —  Plus 
Hun^dreds  Of  Window  Leads  When  You  Sell  The 

DURABILT 

ALUMINUM  COMBINATION  DOOR 

Use  This  LOW-PRICED  Quality  Door  As  A  Price  Leader 
To  Stimulate  Sales!  Start  An  Old  Screen  Door  Round-Up  SALE! 


Here’s  How  You  Can  Make  $1,500  In  Extra  Profit 


Per  Month— PLUS  Increases  In  Window  Sales 


Th«  Durabilt  Company  not  only  tails  you  a  quality  door  at  an  unbaliavably 
LOW  PRICE  but  providat  you  with  a  complata  marchanditing  plan  that'll  start 
door  salat  tooming  and  provida  mora  window  loads  than  you  avar  thought 
pottiblal  Mora  than  41,000  of  thasa  toiic-traatad  wood  cora  doors  hava  baan 
told  In  four  yaars.  Tha  ona-inch  wood  cora  it  covarad  with  satin-finish  shaat 
aluminum  giving  tha  door  strength  and  rigidity  not  found  in  any  othar  hollow 
aluminum  door.  Duo  to  tha  aipanding  channti  strips  on  sidas,  top  and  bottom, 
you  gat  a  parfact  fit  ovary  timal  This  alto  aliminatas  tarviea  problamt. 


III! 


t3l.95 


Old  Screen  Door  Allowonce 


lest  Soletman't  Commission 


Less  Installotion  Cost 


The  wood  core  used  in  Ourobilt  Aluminum  Doors 
is  mode  from  carefully  selected  dry-kiln  No.  1 
grade  lumber.  The  wood  is  toxic-treated  to  prevent 
rot.  No  skimping  in  the  stiles  and  roils  — 47)  inch 
wood  roils  and  stiles  assure  superior  sturdiness. 
The  special  method  of  assembling  and  manufac¬ 
turing  the  various  ports  of  a  Durobilt  Door 
eliminates  strain.  Durobilt  doors  always  fit  per¬ 
fectly.  Satin-finish  sheet  aluminum  is  securely 
fastened  over  the  entire  wood  core,  thereby 
creating  a  super  strong,  long-lasting  door  that 
will  stand  hard  abuse. 


Profit  per  Door 


(Or  overoge  of  25  doors  per  week) 


All  Durobilt  oluminum  door 

s  hove 

on  EMBOSSED  KICK 

PLATE  and  choice  ot  two  styles  of 

beoutiful,  satin-finish 

oluminum  GRILLES,  including 

IDEAL  storm  door 

d  PtOTECTOP,  IDEAL  PUSH-PULL  LATCH, 


three  IDEAL  HINGES,  and  ftUBBEP  WEATHERSTRIP  at 


and  two  CLASS  PANELS  with  full  SCREEN  PANEL 


The  Durobilt  door  requires  practically  no  service,  and 
you  carry  only  four  widths  and  two  heights  to  fit  ony 
door  opening.  Complete  price  is  $31.95  F.O.B.  Louisville. 

EMBOSSED 

KICK  PLATE!  |||||||||||g| 

The  bottom  ponel  or  kicli  ,  I- 
plate  of  the  DURABIIT  d^r  j  j 

heavy  emboited  aluminum  to  H 
withstand  scratches  and 


DEALERS  WANTED! 

If  your  business  is  within  a  500  mila  radius  of  Louisvillo,  tha  Ourabilt  Company  wants  you  for  a  daalar. 
We  want  dealars  who  want  to  sail  fifty  or  mora  doors  par  month.  Wa  hava  many  dealers  who  era  now 
sailing  100  to  300  doors  a  month.  You're  one  step  ahead  of  competition  whan  you  sail  this  doorl 
Send  for  sample  door — $36.00  complata. 


Manufactured  by  the  DURABILT  COMPANY 

710  E.  BROADWAY  LOUISVILLE,  KENTUCKY  AMhersf  2274 
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Long  Island  Dealer 

{Continued  from  Page  88) 

contribution  by  the  Campolum 
Company.”  The  only  recompen.se 
wa.s  a  jffxxl  number  of  leads  from 
people  inspecting  the  house. 

Mr.  Campo’s  .salesmen  have  been 
working  succe.ssfully  on  a  commis¬ 
sion  basis — 20' ,  for  cold  leads, 
15',  for  house  leads.  “We  have  to 
keep  turning  applicants  away.  They 
have  heard  of  our  solid  way  of  do¬ 
ing  busine.ss.”  There’s  an  informal 
coffee  time  for  all  the  staff  about 
once  a  week,  in  which  the  men 
throw  ideas  around.  There’s  ahvays 
a  pot  of  coffee  on  the  stove  for  all 
comers,  and  it’s  a  friendly  ship 
Captain  Campo  runs. 

As  1  prepared  to  leave,  full  of 
coffee,  figures,  and  .sales  angles, 
Mr.  Campo  led  me  to  a  model  of  a 
jalousie  window.  “This  is  the  com¬ 
ing  thing  for  the  north.  Not  only 
for  summer  cottages,  but  for  pri¬ 
mary  windows  in  year-round  hou.s- 
ing.  I’m  beginning  to  sell  them  to 
take  the  place  of  ca.sements.  I’m 
planning  to  manufacture  and  dis¬ 
tribute  them  my.self — but  that’s 
another  story.” 


Metal  Awnings 

{Continued  from  Page  50) 

$800  plus  average  operating  co.sts 
of  about  $10  per  month  per  ton. 

If  we  take  the  unshaded  south 
windows  of  the  table,  the  heat  load 
in  this  ca.'e  is  4,700  B.T.U.  but  with 
metal  awmings  this  can  be  reduced 
to  only  700  R.T.U.  w'hich  means 
you  have  eliminated  4,000  B.T.U. 
that  would  have  required  13  ton  of 
refrigeration  to  remove.  The  dollar 
.saving  on  1  /3  ton  would  be  $100  to 
$300. 

These  are  the  savings  in  the  cost 
of  operating  air  conditioning  equip¬ 
ment  that  has  already  been  in¬ 
stalled.  Suppose  your  prospect  is 
considering  the  installation  of  air 

{Continued  on  Page  93) 
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Owr  tMchcraft  •MMnm  l« 
w|uippMl  wMi  aU  Mm 
ialMt  intIrwmMil  Myiiia 
•qwi|iiiMNl  aiiM  aiMga 
N«mI  ai<b  hmM  by  Mm 
kwa*  CMumarcid  •iriiiM*. 


•Kyriawca.  Ha  bat  M« 
CAA  Cammarchri  PHat 
aaM  bnlrwaMnt  RaMaft, 
anM  tavaral  hwnMraM 
hoara  af  lattramaat  aaM 
ai^M  Mytaf. 


FLY  AS  OUR  GUEST  TO  SEE  OUR  NEW  PLANT 

We’ll  Fly  You  From  Your  Home  and  Bark— Ho  Obligation  Wbatevorl 


ROU  COAT~lha  raveliiliMiary  naw  conMmieut  coating  |MOca«t  for 
cMuminum  ceil  atrip— ^iva«  yon  SOIIO  WMTE  on  one  sMo,  SCHJO  COIOR 
on  the  other  (15  gorgooot  “DULUX”  coion  hy  DvRont).  And  R  ochiolfy 
co»t«  LESS  then  you  pay  for  eaa  cofar  onamoiod  coR  sti^  *  *  *  Wo  want 
yew  to  too  ROLL  COAT  ommIo.  Wo  wont  yew  to  ohtorvo  ot  Rrtt  hand  the 
QUALITY  that  goat  into  thlt  omoxing  now  product . . .  froni  AieiNno  tank 
to  pcMnting  to  bako-ovon  to  Rnithod  ceil  tt^  *  *  *  Whorovor  you  livo  in 
tha  U.S.,  owr  toacheroft  Bonanxo  wM  pick  yew  up  at  the  noorott  airpoit . . . 
Ry  you  hare  at  owr  gwatt  .  .  .  and  bring  you  homo  again — obtolwtoly 
without  chorga.  Rill  out  your  rotarvoMen  above  and  maU  today. 


ROLL  COATER,  INCORPORATED 

Fandloton,  Indiana  •  Rhone  Rondfoton  521 


T 


Small  Homei  Connell  Givei  8  Reaions 
Why  Stonn  Windowi  Shonld  be  Installed 


TTEALTHIER  conditions  obtain 
in  a  house  with  storm  win¬ 
dows,  since  they  make  it  possible 
to  maintain  steady  and  more  near¬ 
ly  uniform  house  atmospheres. 
Health  circumstances  are  of  par¬ 
ticular  importance  to  the  young 
and  to  the  old,  and  of  general  im¬ 
portance  to  the  middle  aged. 

Work  of  Council 

Such  advantages  as  these  are 
set  forth  notably  by  the  Small 
Homes  Council  of  the  University 
of  Illinois,  a  research  body  that 
concerns  itself  with  all  manner  of 
household  and  construction  prob¬ 
lems  and  that  has  become  a  recog¬ 
nized  leader  in  house-operations 
thinking  both  for  the  public  and 
for  the  construction  industry.  The 
council  has  summarized  wide  te.sts 


on  storm  windows  with  flat  state¬ 
ments  in  their  favor. 

Its  engineers  state,  in  brief,  that 
storm  windows; 

1 —  REDUCE  the  amount  of  cold 
air  leaking  into  a  house. 

2 —  REDUCE  the  amount  of  soot 
and  dirt  entering  a  hou.se. 

3 —  INCREASE  the  temperature 
of  window  glass.  In  zero  weather 
when  the  temperature  on  single 
glass  would  be  18  degrees  Fahren¬ 
heit,  with  tight  storm  windows  the 
temperature  would  be  41.  The 
warmer  the  glass  at  the  window 
the  less  heat  from  your  body  is 
lost  to  the  outdoors. 

Condensation 

4 —  REDUCE  conden.sation  of 
moisture  and  formation  of  fro.st 
on  glass  surfaces. 


5 —  INCREASE  the  temperature 
of  cool  air  moving  down  pa.st  the 
window  surface  to  the  floor.  With 
single  windows  such  temperatures 
were  56  degrees.  With  tight  .storm 
windows  the  temperature  was  62. 

6 —  INCREASE  temperatures 
near  the  floor  one  or  two  degrees. 

Save  Heat  Equipment 

7 —  INCREASE  the  life  of  heat¬ 
ing  equipment.  When  all  windows 
are  equipped  with  well  fitted  storm 
.sash,  the  load  on  the  heating  equip¬ 
ment  is  cut  20%.  Periods  of  high- 
intensity  firing,  which  wears  all 
types  of  heating  units  more  than 
moderate  firing  does,  are  reduced, 
prolonging  the  life  of  the  equip¬ 
ment. 

8 —  SAVE  fuel.  Approximate 
fuel  .savings  by  one  2'-4"  by  5'-2'' 
storm  window  are  as  follows;  100 
pounds  of  coal  per  year,  or  eight 
and  a  half  gallons  of  fuel  oil  per 
year,  or  12  therms  of  gas  per  year. 
(A  therm  in  terms  of  Cleveland’s 
gas  is  93  cubic  feet.) 
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Metal  Awnings 

(Continued  from  Page  90) 

conditioning  in  his  plant,  factory, 
suite  of  offices,  or  whatever  it  is. 
Here  again  you  have  an  excellent 
case  to  present  for  your  metal 
awnings.  With  the  ea.st,  west,  and 
-south  windows  properly  shaded 
there  is  le.ss  heat  load  and  a  .smaller 
air  conditioning  plant  is  required. 
You  are  thus  in  a  position  to  great¬ 
ly  reduce  the  amount  of  his  ini¬ 
tial  investment  in  air  conditioning 
equipment  and  this  is  an  argument 
no  sensible  businessman  will  ig¬ 
nore. 


The  Home  Owner 

Now  let  us  turn  to  the  home 
owner.  If  he  has  metal  awnings  but 
no  room  air  conditioners,  point  out 
that  he  can  u.se  a  smaller  size  than 
would  otherwise  be  necessary  be¬ 
cause  the  awnings  reduce  the  heat 
load  and  he  can  therefore  effect  a 
.saving  on  the  smaller  ones.  (This 
is  a.ssuming  that  you  are  selling 
room  air  conditioners  along  with 
metal  awnings  and  other  special¬ 
ties.)  Of  cour.se  if  you  think  you 
can  .sell  him  a  •*  (.  HP  model  rather 
than  a  '2  HP  conditioner  there  is 
no  reason  why  you  should  deny 
your.self  the  extra  profit.  You  can 
tell  him  quite  truthfully  that  he  is 
very  fortunate  to  have  metal  awn¬ 
ings  since  they  will  cut  down  the 
cost  of  operating  his  fine  new  •‘‘  i. 
HP  model.  Suppo.se.  however,  he 
now  has  room  air  conditioners  but 
no  awnings.  In  addition  to  all  the 
other  advantages  of  metal  awnings 
you  can  tell  him  that  they  will  re¬ 
duce  the  co.st  of  operation  of  his 
present  room  air  conditioners. 

There  is  al.so  the  new  construc¬ 
tion  market  which  now  presents 
awning  dealers  with  greater  oppor¬ 
tunities  than  ever  before.  The  rea¬ 
son  is  that  more  and  more  new 
homes  are  being  built  with  central 
cooling  .sy.stems.  In  fact,  many 
builders  are  convinced  that  the  new 
home  built  without  air  condition- 

(Continued  on  Page  94) 


Dec-O-G  rille 
Profit  Magic... 

If  You  Act  Right  Now 


Sp<*«>ial  Introductory  Offer! 
Yes  .  .  .  sensational  Dec-O-Grilles 
.  .  .  the  aluminum  door  grilles  de¬ 
signed  for  that  EXTRA  soles . .  .  now 
offer  you  three  of  the  most  omoxing 
get -acquainted  deals  you've  ever 
seen !  You'll  choose  the  quantity 
.  .  .  the  sizes  tliat  fit  your  market 
.  .  .  and  you'll  pay  dollars  less  than 
ever  before!  You'll  get  a  complete 
merchandising  package  .  .  .  includ¬ 
ing  samples,  literature  .  .  .  and  a 
complete  mat  service!  You'll  han¬ 
dle  the  fastest-selling,  most  profit¬ 
able  grille  line  in  the  industry  .  .  . 
and  build  your  aluminum  door  sales! 
Mail  the  coupon  NOW! 


IVOH!  .Aluminum  Grillea 
In  7  ExrilinR  C’olora! 


GEM^ONE 

Revolufionjry  new  Cem-Tone'’  colors  era 
your  key  to  exrrj  teles  .  . .  greeter  profits  I 
We  believe  this  sensetionel  new  finish  is 
the  finest  ever  developed  .  .  .  end  we 
know  you'll  egree!  Find  out  todey  how 
you  cen  become  e  Cem-Tone*  deeler  .  .  . 
meil  the  coupon  todey  I 
*  Manufactured  by  Dec-O-Grilles,  Inc. 


•  You'll  choose  from  three  sensational  deals. 

•  You'll  pick  only  the  one  that  fits  your  needs  .  .  .  suits  your 
requirements. 

•  You'll  save  dollars  on  every  order. 

•  You'll  handle  the  fastest-selling  grilles  you've  ever  seen  .  .  .  get 
extra  profits  on  every  sale! 


DEC-O-GRILLES,  | 
Inc. 


MAIL  THE  COUPON  TODAY 
Oec-0-GrHt«f,  Inc. 

502  Pork  Plocc,  Long  Booch,  N.  Y. 

Long  Booch  4-1444 
I'm  interested  in  Dec-O-Grille  ond  Gem-Tone 
Profit-Moking  Deolsf  Rush  me  toil  intormotion 
ond  somples! 

NAME 

ADDRESS 

CITY  STATE 


502  Park  Place,  Long  Beach,  N.  Y.  Long  Beach  6-1644 
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Metal  Awnings 

(Continued  from  Page  93) 
iiiK  will  be  considered  obsolete  by 
home  buyers.  The  fact  remains  that 
air  conditioninj?  adds  about  $1,000 
to  the  co.st  of  a  house  and  the  build¬ 
er  must  find  some  way  to  keep  his 
co.sts  down  if  he  is  to  .sell  homes  at 
a  rea.sonable  price. 

This  is  where  you  come  in,  Mr. 
Metal  Awning  Dealer.  Show  the 
builder  (and  architect  if  you  can 
reach  him)  that  you  can  cut  the 
cost  of  air  conditioning  his  new 
homes  by  reducing  the  size  of  the 
cooling  plant  he  mu.st  in.stall  and 
thus  permit  a  more  attractive  sale 
price  to  prospective  home  buyers. 


Ornamental  Aluminum 

(Continued  from  Pag*  58) 
rib  in  the  top  rail  extrusion  are 
provided.  The  washer  is  slipped 
over  a  stud  at  the  top  of  the  .spindle. 
The  nut  is  started  and  then  the 
spindle  is  slipped  into  position  of 
alignment  to  match  holes  that  are 


spaced  in  bottom  rail.  The  spindle 
is  then  tightened  by  hand.  Screw¬ 
ing  up  the  bolt  in  the  bottom  rail 
makes  a  .secure  and  la.sting  joint. 

For  .steps,  the  .same  nut  and 
washer  are  cut  at  four  pitches,  30, 
35,  40  and  45.  The  tolerance  inher¬ 
ent  in  the  joint  before  tightening 
permits  the  in.stallation  of  railing 
c:i  stairs  at  all  pitches. 

Bracketing  railing  to  walls  is 
also  an  ea.sy  matter.  The  .slip  nature 
of  the  locking  joint  allows  fasten¬ 
ing  into  studding  and  then  the 
tightening  of  locking  Ixdts.  No 
toggle  bolts  need  be  used. 

In  view  of  all  the.se  advantages 
— the  many  u.ses  of  ornamental 
aluminum,  its  beauty,  durability, 
strength,  the  variety  of  attractive 
patterns  to  choose  from,  together 
with  ease  of  in.stallation  and  grow¬ 
ing  customer  demand — the  build¬ 
ing  specialty  dealer  would  be  wi.se 
to  inve.stigate  the  feasibility  of 
adding  this  highly  profitable  and 
increasingly  popular  item  to  his 
line. 


More  and  more  homeowners  are 
.seeing  it — wanting  it.  It  is  a  prod¬ 
uct  that  gives  immediate  and  con¬ 
tinued  .satisfaction,  and  a  lifetime 
of  service.  All  good  rea.sons  why 
the  dealer  who  displays,  advertises 
and  promotes  ornamental  alumi¬ 
num  will  find  that  he  can  make  real 
money  .selling  it. 


Salesmen  Territories 

(Continued  from  Page  59) 
again,  they  don’t  always  work  out 
happily.  A  salesman  may  go  into 
another  man’s  territory,  aftei' 
having  gotten  a  legitimate  leaf! 
from  one  of  his  own  customers. 
But,  when  he  does,  often  the  home 
territory  man  will  suspect  that  he 
has  been  canvassing  out  of  bounds 
or  poaching  where  he  shouldn’t. 
This  will  wreck  team  spiiit.  And 
team  spirit  builds  company  sales. 

One  of  the  most  successful  com¬ 
panies  I  know  is  the  Chew-Bittel 
(Continued  on  Page  96) 


ROLLING  WITH 


•  For  exceptional 
weather-ti^ht  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


jt<Ol^aLj\SS  FQL  /P\f/:XT 

rr'  rr  t7  u  n  :j  ::  rr 

ca\/PA\} ,  /\c. 

8931  CARNEGIE  AVE  •  CLEVELAND  6.  OHIO 
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•  All  Extruded  Aluminum 

•  Shipped  Complete 

•  Ready  for  Installation 
Also  available  K.  D. 


WIRE  or  PHONE  TODAY  FOR  FURTHER  INFORMATION 


WRITE 
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ALUMINUM  SCREEN  DOORS 

ARE  IN  DEMAND 

IVe  Have  a  K,  P.  Poor 
for  only  jP 

Screen  roller  and  screw  driver 
are  the  only  tools  necessary. 

Same  Poor  Ready  for 
Installation  With  AH 
Hardware,  Aluminum 
Screen,  Poor  Check, 

2gi# 

Freight  Prepaid  Anywhere 
In  The  U.  5.  A. 

We  Also  Manufacture 

•  Combination  Doors 

•  Kaiser  Shade  Screen  in  Aluminum  Frame 

•  Aluminum  Louver  Type  Doors  and  Windows 

PARMCO,  INC.ss; 

214  West  Main  Street,  Ontario,  Calif.  63ii90 


Salesmen  Territories 

{Cotitiuucd  from  Page  94) 


Co.  of  Philadelphia.  This  63  year 
old  concern  introduced  home  in¬ 
sulation  to  Philadelphia ;  they  t(K)k 
to  storm  windows  when  they  first 
came  out  and  they  were  the  first 
aluminum  combination  storm  win¬ 
dow  dealer  in  the  whole  country. 

Chew-Bittel  has  a  strict  terri¬ 
tory  set-up.  When  a  new  salesman 


.starts  with  the  company  he  is  given 
a  contract  in  which  he  is  told  what 
is  his  territory  and  what  are  the 
company  rules  concerning  it  and 
the  way  he  is  to  work  it. 

The  salesman  can  only  canvass 
in  that  territory,  l^eads  from  that 
territory  are  given  to  him.  If  he 
wants  to  follow  a  lead  of  his  own 
which  is  in  another  man’s  territory 
he  can  do  so  only  after  getting  that 
man’s  permission.  But,  if  a  dispute 
arises,  he  knows  that  the  dispute 
is  bt'tween  him  and  that  salesman 


— not  the  company.  In  fact  he  is 
told  that  the  company  will  always 
award  a  verdict  in  favor  of  the 
“home  territory’’  man. 

The  disadvantages  of  this  pro¬ 
gram  don’t  have  to  be  disadvant¬ 
ages  at  all.  It  might  be  said  that 
the  company  might  miss  sales  be¬ 
cause  .salesmen  can’t  follow  leads 
anywhere  they  happen  to  be. 
Neither  the  company  nor  the  sales¬ 
men  have  to  lose  any  .sales  because 
a  sales  force  with  the  I’ight  kind 
of  relationship  will  work  together. 
However,  as  permission  is  gi-anted 
by  the  .salesmen  and  not  the  com¬ 
pany,  the  company  can’t  lx*  blamed 
for  any  “foul-up”.  The  dispute  is 
merely  between  two  men — not  be¬ 
tween  the  company  and  the  whole 
.sales  force.  It  might  also  be  .said 
that  this  plan  is  “too  much 
trouble”.  Well,  running  a  .sales 
force  successfully  is  a  hard  job.  It 
is  not  how  much  trouble  some¬ 
thing  is,  but  how  much  profit  it 
brings  in;  that’s  how  any  busine.ss 
idea  is  judged. 

.4dvantages 

Here  are  the  advantages: 

1.  The  men  knou'  jmt  where 
fheg  stand.  There  is  nothing  that 
can  demoralize  a  sales  force  like 
indecision  on  the  part  of  manage¬ 
ment. 

2.  The  men  ran  develop  their 
territory.  Because  each  salesman 
knows  that  his  territory  is  his 
alone,  he  can  direct  his  efforts  at 
building  it  up  as  a  continuing 
source  of  business.  He  can  work 
one  section  of  it  hard,  for  instance, 
and  yet  keep  an  eye  on  another 
part  of  it  .so  as  not  to  let  .sales  slip 
away  from  him. 

3.  Lead.s  are  not  a  problem. 
When  leads  come  in,  they  can  be 
handed  out  automatically.  Manage¬ 
ment  is  not  accused  of  favoritism; 
salesmen  know  they’ll  get  what’s 
coming  to  them.  They’ll  know  that 
the  leads  which  they  have  brought 
about  through  satisfied  customers 
in  their  territory  will  go  to  them 
and  not  to  somebody  else. 

{Continued  on  Page  102) 
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Here  it  is 


- > 

and  it  makes  all 

other  locks  and 
latches  obsolete! 


Requires  only  three 
3/16^'  holes  thru  door! 


♦ 

IxtTO  stordY  consnurtion 

Unprecedented  beauty 
Reasonably  priced 

odop,„b,7i^ 

onrf  odjustability 


the  new  and  >0(£8Ct£o£c/t, 

FOR  STORM  AND  SCREEN  DOORS 


IT’S  TRUE  .  .  .  the  Idealox  and  the  Idealatch 
have  outmoded  everything  else  on  the  market. 
Never  before  has  the  storm  and  screen  dot)r 
market  been  offered  a  key  locking  latch  with  a 
natural  push-pull  function.  Never  before  has 
a  beautiful  streamlined  design  been  combined 
with  such  rugged  construction.  None  but  the 
new  Idealox  and  Idealatch  can  be  installed  with 
such  speed. 

The  Idealox  and  Idealatch  are  reversible  for 
right  and  left  hand  outswinging  d(K)rs,  are  .ad¬ 
justable  to  d(K)rs  from  7  16”  to  Ps”  from 
dealers’  stock,  and  are  adaptable  to  narrow 
stiles  down  to  wide.  They  have  extra 

heavy  pressure  cast  handles  and  stainless  steel 
case;  6  ply  heavy  laminated  stainless  steel  latch 


bolts  and  case  hardened  attaching  sheet  metal 
through  screws  for  extra  fast  application.  Only 
three  3,-  16”  holes  are  required  for  application. 
Template  provided. 

The  Idealox,  with  key  locking,  offers  tamper¬ 
proof  security.  Authorized  f>ersons  can  change 
keying  from  "each  different’’  to  "keyed  alike’’ 
or  "master  keyed”  in  a  jiffy.  Two  keys  each. 
Automatic  throw-off  function  prevents  acci¬ 
dental  lockout.  Positive  push-in  locking  button 
is  conveniently  l(K'ated  in  inside  handle. 

The  Idealatch  is  the  same,  but  without  locking 
feature.  Push-in  locking  button  is  in  inside 
handle  and  positively  locks  outside  handle. 
Automatic  throw-off  prevents  accidental  lock¬ 
out. 


Available  for  third-quarter  delivery  as  a  unit  or 
in  complete  kits  with  hinges,  closer  and  chain. 


BRASS  WORKS/  Inc*  250  e.  sth  st.  •  st.  raul  i,  Minnesota 
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SENSATIONAL!  PHENOMENAL! 


mam 


w  ttom4>  InitulAlInff  product*. 

SECUR  MASTER  .  .  . 

9  Can  be  ordered  K.D.  or  Lined 
9  It  hinged  for  easy  cleaning 
9  I*  available  in  Standard  Siaet 
9  la  Oudiiy  Construction 

tKIMITV’S  rAUICATION  PLAN  INAtLIS  YOU 
TO  CONTIOL  DILIVnY  OFi 

1.  Secur  Seal  Double  Hung  units 

2.  Basement  Combinations 

3.  Inside  Casements  (Secur  Temp) 

4.  Sliding  Windows  and  Screens 


IXCLUSIVI  TIRRITORIIS 


CUSTOM  ROLL 
FORMING 


STANDARD  SHAPES 
AVAILABLE 
IMMEDIATELY! 

All  standard  shapes  are  in* 
ventory  items.  RUSH  ORDERS 
are  processed  TODAY. 


FIELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


OMPANIES 

385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


VilTH  GENUINE  HEATHER  STONE! 

Here's  the  most  sensational  .  .  .  phenomenal  .  .  .  money  maker 
in  the  building  specialties  held  .  .  .  you  can  make  money  with 
HEATHER  STONE  today!  .  .  .  tomorrow!  .  .  .  every  day  of  the  year! 

.  .  .  because  HEATHER  STONE  is  applicable  12  months  of  the 
year  .  .  .  your  ASSURANCE  of  continuous  PROFITS  all  year 
round. 

You  can  sell  HEATHER  STONE  on  sight  ,  ,  .  matter  of 
fact  it  sells  itself  .  .  .  easy  to  apply,  too!  .  .  .  like  tile  over 
cinder  block,  concrete  block,  stucco,  brick,  shingle  and  weather¬ 
board  HEATHER  STONE  is  the  only  original  pre-cast  stone  with 
color  throughout,  with  mony  popular  selling  styles  and  blends 
.  .  .  packaged  in  cartons  ready  for  application. 

HEATHER  STONE  makes  money  for  you  .  .  ,  NOT  1  MONTH  .  .  . 

OR  2  MONTHS  ...  BUT  12  FULL  MONTHS  OF  THE  YEAR. 

12  MONTHS  OF  DOLLAR  PROFITS  FOR  YOU! 

IT'S  SENSATIONAL  .  .  .  IT'S  PHENOMENAL  .  .  .  IT'S  THE 
GREATEST  MONEY  MAKER  IN  THE  BUILDING  SPECIALTIES 
FIELD!  .  .  .  IT'S  HBATHER  STONE! 


^  NATIONAL  HEATHER  STONE,  INC. 

tO  2105  E.  GILLINGHAM  ST. 

PHILA.  24,  PA.  DEIaware  6-1400 


PARALASTIC* 

CAULKING  COMPOUND 

gives 

BEST  PROTECTION! 


Depend  on  PARALASTIC  to  deliver  on  excellent 
job  every  time!  Weatherproofs  —  Waterproofs  —  Insulates. 
Easy  working  characteristics  too! 

ALL  COLORS!  Aluminum  . . .  Brilliant  While  . . .  Natural 
.  .  .  Gray  .  .  .  Green  .  .  .  Cream  .  .  .  Brown  .  .  .  Black  .  .  .  and  all 
pastel  colors  to  match  asbestos  and  insulating  sidings. 


*Rag.  U.S.  Pot.  Off. 


SOLD  BY  LEADING  JOBBERS  I 


IT  ISN'T  INSULATED  UNLESS  IT'S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 

HTTWTTTVTwvTiHrmrrTTvne* 


RELIABILITY 


makes  the  difference! 


"TRIPLE-CHANNEL" 

COMBINATION  WINDOWS 

When  you  become  an  ALVt  INTITE  distributor,  and 
tie  in  with  GENERAL  BRONZE  (X)RP.,  you  immedi¬ 
ately  enjoy  the  benefits  of  our  40-year  reputation  for 
reliability,  for  integrity  and  for  top-quality  window 
products. 

SAieS  FCATURtS  GALOHf f 


-rm- 

WINDOWS  lY  OINIRAL  ttONZI 

or*  faaturad  in  mony  of 
Amorica't  outatanding  buildings 


ALVv  INTITE  windows  are  easier  to  sell  because  they  answer  every 
consumer  need  for  a  precision-huilt  window.  Nationally  advertised, 
and  backed  by  the  GooJ Housekeeping  Guaranty,  ALVC'INTITE  “Triple- 
(;hannel”  (NOT  triple  track)  combination  windows  are  accepted 
as  the  finest  money  can  buy.  New,  dramatic  selling  aids  eletelop 
enthusiasm  in  salesmen,  as  well  as  in  prospects,  and  close  more  sales. 

HSAL  PttOfiT  OPPORTUNITY! 

On  a  “once-in-a-lifetime”  investment,  most  people  want  a  quality 
product  backed  by  a  well-established,  nationally-known  manufac¬ 
turer.  Satisfy  this  consumer  demand  with  ALWINTITE  “Triple- 
Channel”  combination  windows.  Write  for  distributorship  details 
today.  Address  Dept.  BS-5. 


ALWINTITE 


DIVISION 


GENERAL  BRONZE  CORPORATION 

STEWART  AVENUE,  GARDEN  CITY,  N.  Y. 


VISTRIBUTOnSHIPS  AVAILABLE: 

We  are  now  appointing  additional  distributors  for 
ALWINTITE  combination  window  products  in  a  number 
of  territories.  If  you  are  well-rated,  and  can  qualify  as  an 
aggressive,  reliable  distributor,  write  fur  complete  details. 
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Dustite 

GASKET 


For  Meflal 
Casement 
Windows 


Ou.W«  9a>l«  »  ^iign.d  wdh  or  «>•..,<<«()  |>istt.c  irol 
•»g  lip.  Is  kMp  dMlal  COMmoil  aruidcwl  OUST  TICHT,  STOtM 
TKXI,  MAFT  TIGHT.  (AIN  TIGHT,  and  WIND  TIGHT  iaiy 


in  Summer  OUSTiTS  teols  outtidt  Neat  from  oir 
conditioned  Nomet. 


Sicelicnt  for  uie  in  control  of  condentotion 
where  storm  windows  ore  used.  A  smoll  od  in 
your  locol  popcr  will  outomoticolly  bring  proi> 
pects  for  storm  windows  into  your  soles  room 
without  convossing.  Dustite  Gosket  it  o  reol 
troffic  builder  ond  prospect  finder  for  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  ten-doy  money  bock  guorontee. 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTUlWr  M.  •  DAYTON  «.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


for 

MANUFACTURERS 

and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


*  Experienced  ConiulTanf  Engineers  to 
furnish  you  with  complete  produc¬ 
tion  set-ups 

*  Design  and  fabricate  tools  and  dies 

*  Supply  your  hardware 

*  Large  stock  of  dies  for  standard 
parts 

*  Write  for  our  New  1953  Catalog 

NEW  LOW  PKICtS 


N.Y.  Better  Easiness  Bnrean  Curbs 
Phony  Sales  and  Advertising  Practices 


T^EALERS  in  the  New  York-New 

'  Jersey  area  who  had  been 
plagued  by  dishonest  local  new's- 
paper  advertising  and  phony  sales 
gimmicks  got  together  last  year  at 
a  meeting  and  e.stablished  a  code 
of  ethical  advertising  and  selling 
practices.  In  this  action  the  dealers 
had  the  enthusiastic  support  and 
cooperation  of  this  publication,  the 
National  Combination  Window  & 
l)<K)r  Institute,  Nersica,  and  the 
Better  Business  Bureau. 

Once  the  code  was  drawn  up,  en¬ 
forcement  of  its  provisions  was  left 
in  the  hands  of  the  New  York  Bet¬ 
ter  Busine.ss  Bureau.  Although  the 
problem  was  more  severe  in  the 
New  York-New  Jersey  area  than 
elsewhere,  there  are  still  parts  of 
the  country  where  legitimate  deal¬ 
ers  are  having  trouble  with  disil¬ 
lusioned  customers  as  a  result  of 
the  activities  of  a  tiny  minority  of 
phonies. 

Dealers  in  tho.se  areas  of  the  na¬ 
tion  where  unfair  competition  is 
still  a  problem  will  therefore  be 
interested  in  the  following  report 
by  the  New  York  Better  Business 
Bureau  on  its  progre.ss  in  eliminat¬ 
ing  misleading  advertising  and  di.s- 
honest  sales  practices : 

Standards 

The  “Standards  for  the  Adver¬ 
tising  and  Selling  of  Combination 
Storm  Windows  and  Doors”  w’hich 
were  adopted  by  the  Industry  in 
cooperation  with  the  Better  Busi¬ 
ness  Bureau  of  New'  York  City 
came  into  effect  on  September  15, 
1952.  The  following  report  briefly 
summarizes  the  experience  and 
progress  which  has  been  made  in 
implementing  these  Standards  dur¬ 
ing  the  twenty  w’eek  period  from 
September  15,  1952  to  February  1, 
195.1. 


During  this  time  the  Bureau  has 
regularly  reviewed  all  advertising 
of  combination  storm  windows  and 
doors  in  the  major  advertising 
media  in  the  metropolitan  area. 
Numerous  telephone  calls  have 
been  made  and  received  from  ad- 
verti.sers  and  advertising  media  for 
the  purpo.se  of  clarification  and  in¬ 
terpretation  of  specific  .sections  of 
the  Standards  and  for  discussion  of 
competitive  adverti.sing  to  which 
exception  has  been  taken.  During 
this  twenty  week  period  the  Bureau 
has  sent  182  letters  to  adverti.sers 
pointing  out  violations  of  the 
Standards  or  requesting  factual 
data  to  substantiate  advertising 
claims.  These  182  communications 
covered  247  separate  violations  of 
.specific  .sections  of  the  Standards. 

Misrepresentations 

Below  are  listed  various  catego¬ 
ries,  covered  by  the  Standards, 
which  the  Bureau  found  reason  to 
(luestion  in  storm  window  and  door 
advertising,  both  on  the  air  and  in 
newspapers : 

1.  General  Misrepre.sentations 

a.  Exaggerated  comparative  price 
claims  on  doors.  The  Bureau  re- 
que.sted,  in  all  instances  where  ex¬ 
cessive  comparative  prices  were 
used  in  the  advertisement  of  doors, 
proof  as  to  when  the  door  was  last 
sold  and  adverti.sed  at  the  compar¬ 
ative  price.  This  practice  has  been 
practically  eliminated. 

b.  We  checked  with  Good  House¬ 
keeping  Institute  on  the  use  of  its 
seal  in  advertising  by  .several  deal¬ 
ers  and  distributors  with  the  result 
that  only  bona  fide  holders  of  the 
.seal  are  now  using  it. 

c.  The  use  of  “Three  Day  Sales” 
has  been  eliminated.  Now  advertis¬ 
ers  are  saying  “Call  Sunday,  Mon- 

(Contimied  on  Page  122) 
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ALUMINUM 

platter 


CMrcilttd 
k  Gtotf  HeeMkftpiBf 


post-emergency  expansion 


You  con  thank  the  late  and  unlamented  aluminum  freeze 
for  this  opportunity  to  join  the  growing  AlumoROLL 
“family"  considerably  above  the  ground  floor.  Because 
the  freeze  temporarily  halted  our  expansion  program. 
Now  we're  ready  to  go— and  grow,  again. 


Our  company  is  strong,  respected— a  leader  in  its  field. 
So  naturally  we  want  equally  outstanding  dealers  and 
distributors  in  each  territory  we  add.  If  you  want  a 
share  of  that  aluminum  “gold"  we're  sure  is  coming, 
write  for  details  about  any  territory  that  interests  you. 


Our  PiHsburoh  Fronchite  Distribu¬ 
tor  hos  excellent  Tri-stote  territory 
ovailoble.  Write  wire  ~  or  phone 
Jerry  Kromcr,  Soles  Monoger,  Alu- 
morotl  Co.,  6905  Susquehonno  St., 
Pittsburgh,  Po.  Em.  2>1S00. 


ATTENTION: 
PITTSBURGH 
Area  Dealers 


1  IT  ROLLS  B 
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WITH  - 

GEORGE  W.  TRAPP  CO. 

MANY  EXCLUSIVE  FEATURES 
SIMPLE  INSTALLATION 
SHIPPED  COMPLETE 
TROUBLE-FREE  SERVICE 
PROTECTED  TERRITORIES 
EXCELLENT  PROFITS 


MANUFACTURING  A 
COMPLETE  LINE  OF 
SCREENS  FOR  CASE¬ 
MENT  WINDOWS 


A  HEAVIER  EXTRUSION 

Precision  Engineered 
Beautifully  Designed 
Economically  Priced  Door 


WRITE  -  WIRE 
or 

PHONE 


SELL  &  PROFIT  With 

The  Finest  Quality 
Door  Available  .  .  . 


Exclusive  Territories  Available 


A 


Salesmen  Territories 

{Continued  from  Page  96) 

4.  Salt’K  supervifiion  j.s*  co.svVr. 
Kvery  company  knows  about  what 
amount  of  sales  volume  it  wants  to 
jrot  from  the  whole  area  it  covers. 
With  a  territory  set-up  like  this, 
the  company  can  tell  at  a  jflance 
whether  one  territory  is  furnish¬ 
ing  its  share  of  that  total  or 
whether  it  is  not  producinj?  the 
proper  amount.  Weak  territories 


j?et  attention.  Weak  salesmen  are 
helped  or  replaced.  With  a  closed 
territory  plan,  the  sales  manager 
can  tell  when  a  salesman  is  loafing 
because,  if  that  sales  manager  has 
divided  up  the  territories  properly, 
he’ll  know  that  the  business  is 
there,  waiting  to  be  brought  in. 

If  you  decide  to  adopt  the  closed 
territory  arrangement,  take  time 
to  study  your  business  area  so  that 
territories  can  be  laid  out,  not  by 


square  miles,  but  by  the  amount  of 
business  which  should  come  from 
them.  Then  when  you  present  the 
new  jirocedure  to  your  sales  force, 
make  sure  that  you  .sell  them  on 
the  fact  that  they  will  btmefit  from 
it.  Doing  that,  you  will  benefit  too. 


Managing 

(Continued  from  Page  56) 

Often,  a  small  busine.ss  has  a 
rocky  time  keeping  above  water 
when  its  sole  proprietor  has  died 
if  he  has  not  given  the  business  the 
vital  support  of  business  insurance. 
Under  the  terms  of  proprietorship 
insurance  a  busine.ss  will  be  able 
to  continue  its  operations  upon  the 
.sole  owner’s  death  in  the  specific 
manner  agreed  upon  in  the  policy 
provisions.  Thus,  the  business  can 
be  carried  on  through  management 
control  by  a  trust  company  named 
as  beneficiary ;  it  may  be  run  by 
an  executor  of  the  heirs  or  sold  to 
employees  with  the  insurance  serv¬ 
ing  as  the  purcha.se  money;  or  the 
profK'rty  can  be  liquidated  or  sold 
under  the  stipulations  of  a  tru.st 
agreement  or  will. 

Since  a  partnership  is  auto¬ 
matically  di.s.solved  when  one  of  the 
partners  dies,  a  busine.ss  will  be 
safeguarded  against  forced  liqui¬ 
dation  by  partnership  insurance. 
Substantial  insurance  will  pay  off 
the  deceased  partner’s  interest 
without  lo.ss;  make  it  possible  for 
the  heirs  of  the  deceased  j)artjier 
to  obtain  complete  value  for  his 
share  in  the  busine.ss  quickly  and 
easily ;  and  permit  the  remaining 
partners  to  carry  on  the  business 
and  reorganize  immediately. 

Key-man  insurance  will  compen¬ 
sate  a  firm  for  the  loss  of  an  em¬ 
ployee  upon  whom  depended  a  good 
deal  of  the  success  of  the  business. 
Since  the  death  of  an  important 
worker  such  as  a  leading  salesman, 
.scientist  or  engineer  could  very 
well  set  back  the  firm  financially 
and  stymie  operations  until  a  new 
man  is  hired,  this  type  of  insur¬ 
ance  will  supply  a  business  with 
the  funds  neces.sary  to  survive  in 

(Continued  on  Page  105) 
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PRE-PAINTED,  STEEL  ALLOY 

OAPBOAM) 

SIDING 

tvdl 

*19” 

I  U  SQUARE 

IN  WHITE  and 
PASTEL  COLORS 


NUsido  MEANS  BIG 
business  fOR  YOU 

,o  the  'ieca  'se  NUtide  ..H. 

You  jyst  can  t  m  s  volume 

both  the  NUsil  is  the  NEW 

market  at  a  low  price.  iNusia 


Stn€€UKiUHed  Tfteet 
^%€Hdo^  TftocUfut  SuUcUh^ 

of  its  PRE-PAINTED  BAKED 

enamel  finish 

NUside  is  positively  proven  for 

i°b. 

.jkfi  NUside  looks  like  wood  —  yet 
outlasts  wood. 

-  -  NUside  costs  less  than  all  other 
clapboard  sidings. 


Oaafartfcips  Availablu  In  Some  fnrritnrin* 

Phone  —  Wire  —  Write  For  Additional  Information 


^AKER  £  VOLPERT 

NATIONAL  OISTnieUTOnS 

3180  Belmont  Avenue,  Youngstown,  Ohio 
Telephone  Youngstown  73250 
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‘  WINDOW  OR  DOOR 
WITH  A  SIMPLE 
SAW  CUT  I 


WEATHERMASTER 


WEATHER  SEALED 


JALOUSIE 


COMPLETELY 

WEATHERSTRIPPED! 

Exclusive  Vinyl  WeaHierstrip- 
pink  in  jamb,  head  and  sill  for 
complete  protection.  .  .  .  Head 
and  till  available  in  4"  incre¬ 
ments.  lambs  in  3h”  incre¬ 
ments.  notched  and  completely 
assembled  with  tension-seal 
louver  clip  .  .  .  Extruded  alu¬ 
minum  throughout. 


Easy-to-assemble  KD 
units  complete  with 
exclusive  tension- 
seal  louver  clip, 
packaged  to  cot 
shipping  costs  and 
reduce  storage  re¬ 
quirements  .  .  .  You 
can  store  7  times  as 
many  KD  windows  in 
the  same  space  re¬ 
quired  for  assembled 
windows  — 


AT  ONCE 

fpe  d*al*r,  d«liv«fy. 

OAd  »^•ctfkot*on  informotton  . 


JALOUSIE 
t  WINDOW 

Manwtocturinp  Company 


li90  a  t.  146tk  ST  P.  a.  NX  728. 


Room  Ail  CoBditioning  UbiI  Sales 
Expected  to  Reach  650,000  Mask 


Remember  the  summer  of 
1952  ?  Remember  how  the  heat 
came  early  and  emphatically?  And 
how  the  sun’s  first  hot  breath 
promptly  melted  dealers’  inven¬ 
tories  of  air-conditioning  equip¬ 
ment,  particularly  of  room  coolers? 

Well,  the  makers  of  these  cooling 
units  do,  and  they  have  surveyed 
materials,  prices  and  the  weather 
maps.  Their  conclusion  is  that  the 
industry  this  year  can  make  and 
.sell  upward  of  650,000  units,  and 
that  production  will  continue  in¬ 
creasing  until  it  hits  between  one 
million  and  two  million  units  a  year. 

A  prime  reason  for  this  cheery 
e.stimate  is  that,  unlike  that  for 
most  other  electrical  appliances,  the 
potential  market  for  room  air-con¬ 
ditioners  is  virtually  untapped, 
h’ewer  than  half  of  1  per  cent  of 
the  more  than  40,000,000  homes  in 
the  United  States  have  any  cooling 
equipment,  and  as  the  generally 
conservative  General  Electric  Com¬ 
pany  puts  it:  “The  market  is  ready 
to  burst  wide  open,” 

Trade  Estimates 

According  to  trade  estimates, 
production  of  “window-sill  type” 
air-conditioners  ran  about  341,000 
in  1952,  compared  with  229,000  in 
1951,  187,000  in  1950  and  78,000 
in  1949. 

Fedder.s-Quigan  Corporation  gen¬ 
erally  is  regarded  as  the  biggest 
factor  in  the  room  air-conditioning 
field.  In  addition  to  making  its  own 
line  of  room  coolers,  it  al.so  makes 
coolers  for  the  Crosley  division  of 
the  Avco  Manufacturing  Company 
and  the  RCA-Victor  division  of 
Radio  Corporation  of  America  for 
.sale  under  their  brand  names.  Fed- 
ders-Quigan’s  chairman  and  presi¬ 
dent,  Salvatore  Giordano,  w'on’t 
di.sclo.se  his  company’s  1953  produc¬ 
tion  .schedule,  but  he  does  say  the 
concern  has  firm  orders  for  150,000 
units. 


Without  disclosing  its  production 
or  .sales  figures,  the  General  Elec¬ 
tric  Company  has  announced  it  ex¬ 
pects  to  increa.se  its  production  of 
room  air-conditioners  by  35  per 
cent  this  year.  Carrier  Corporation, 
a  pioneer  in  filtering,  cooling,  de- 
humidifying  and  circulating  air, 
does  not  relea.se  its  unit  volume 
either,  but  .says  it  has  stepped  up 
its  production  .schedule  for  room 
coolers  by  200  per  cent  over  1952, 
and  this  “may”  be  increa.sed  still 
further. 

Few  Producers 

Fewer  than  twenty  companies 
actually  pnaluced  room-type  air- 
conditioners  in  1952,  but,  according 
to  John  K.  Dube  of  the  Refrigera¬ 
tion  h'quipment  Manufacturers’  A.s- 
.sociation,  more  than  twenty  con¬ 
cerns  have  recently  entered  the 
market  or  are  planning  to  do  .so 
this  year.  Among  the  newest  en¬ 
tries  are  Servel,  Inc.,  the  Bryant 
Heater  divi.sion  of  Affiliated  Gas 
Equipment  Company,  Inc.,  the  Uni¬ 
versal  Electric  Appliance  Company ; 
the  Cory  Corporation  and  the  less¬ 
er-known  Quiet  Heet  Manufactur¬ 
ing  Company  of  New  Jersey. 

International  Harvester  Com¬ 
pany,  already  the  biggest  maker  of 
home  freezers,  has  three  models  of 
room  conditioners  ready  for  this 
year’s  market,  and  the  Admiral 
Corporation,  be.st  known  as  a  tele¬ 
vision  manufacturer,  announced  its 
decision  to  enter  the  field  last 
month,  declaring,  “We  are  deter¬ 
mined  to  get  our  share  of  this 
busine.ss.” 

Cloud  Wampler,  chairman  and 
president  of  Carrier  Corporation, 
likens  the  current  .state  of  the 
room-cooler  business  to  the  early 
days  of  the  automobile  indu.stry. 
He  .says  a  “very  substantial  num¬ 
ber”  of  new  entrants  in  the  field  do 
{Covtiuued  on  Page  126) 
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{Continued  from  Page  102) 

the  competitive  market  durinK  the 
crisis. 

To  prevent  the  stock  of  a  de¬ 
ceased  shareholder  from  beinj^ 
transferred  into  strange,  outside 
hands,  corporation  insurance  will 
retire  his  interest  with  little 
trouble  ensuing  for  the  other 
shareholders.  Beneficiaries  will  re¬ 
ceive  the  entire  value  of  the  de¬ 
ceased  stockholder’s  shares  and 
ownership  will  be  maintained  in  a 
friendly  circle — an  important  con¬ 
sideration  in  a  small  corporation 
where  the  managers  are  usually 
the  shareholders. 

Employee  Plans 

I 

Nowadays,  increasingly  more 
busines.ses  are  putting  into  effect 
employee  pension  and  profit-shar¬ 
ing  plan.s,  generally  tied  in  with 
insurance  contracts.  Such  plans 
provide  an  income  for  a  worker 
when  he  has  reached  a  certain  re¬ 
tirement  age  or  if  he  has  become 
physically  di.sabled.  For  an  em¬ 
ployer  to  reap  the  advantages  of 
favorable  income  tax  laws  he  must 
make  sure  that  his  plan  will  bene¬ 
fit  a  g<K)dly  percentage  of  his  work¬ 
ers.  The  cost  of  a  pension  plan  for 
the  employer  is  paltry  the.se  days 
of  high  tax  rates,  since  the  plan’s 
expense  is  a  deductible  income  tax 
item. 

The  pension  plan  is  generally 
cho.sen  when  the  earnings  of  a  busi¬ 
ness  are  fairly  stable.  Thus,  with¬ 
out  considering  the  size  of  profits,  | 
an  employer  makes  a  fairly  regu¬ 
lar  contribution  to  the  fund.  The 
contributions  mu.st  be  enough  .so 
that  a  retiring  employee  will  re¬ 
ceive  a  steady  monthly  income  un¬ 
til  his  death. 

A  profit-sharing  plan  gives  an 
employer  more  leeway  by  being 
more  attuned  to  fluctuations  in 
business  conditions.  It  permits  the 
employer  to  contribute  as  he  can, 
in  accordance  with  his  profit.s, 
rather  than  forcing  him  to  pay  a 
set  amount  annually  into  the  fund. 


ELLwnon 


The 

ALUMINUM 

COMBINATION 

DOOR 

I  THAT  WILL  BUILD 
I  YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


•k  Heavy  Corner  Construction 
vt  Top  Quality  Latch 
■k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 


everything  their  customers  want,  dozens  of  sale-closing  fea¬ 


tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO..  INC. 

Ellwood  City,  Penno. 
Phone  2755 


Because  it  is  imitossible  to  gauge 
the  amount  of  money  that  the  fund 
w’ill  accumulate — an  employer  may 
contribute  nothing  in  a  year  of 
poor  profits  or  liberally  in  a  good 
year — the  w'orker  is  not  guaran¬ 
teed  a  definite  amount  of  benefits. 

Before  you  start  the  plan  rolling 
you  should  call  in  your  advi.sers  to 
help  you  clear  up  all  the  details  of 
a  final,  workable  plan,  such  as: 
what  employees  will  be  covered  (in¬ 
cluding  breakdowns  into  length  of 


employment  and  earnings) ;  age 
when  to  start  benefits;  whether 
part  of  the  trust  will  be  u.sed  for 
emergency  loans  or  as  accident  and 
health  insurance  for  workers; 
w  hether  funds  will  be  admini.stered 
by  outside  trustees  in  order  to 
show  your  employees  and  the 
Treasury  that  you  have  an  A-1 
Plan. 

Kememl)er  that  the  only  way  to 
ascertain  whether  you  are  carry- 
(Continued  on  Page  106) 
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Detroit  Mocoid — the  first 
American  firm  to  extrude 
vinyl — has  extruded 
nearly  every  conceivable 
type  of  profile.  Whether 
you  need  profiles  similar 
to  those  shown  above  or 
special  ‘‘tailor  made” 
profiles,  it  will  pay  you 
to  send  your  sketch  for 
immediate  quotation.  For 
spline,  channel,  gaskets, 
or  stripping,  Macoid  is 
fully  experienced  and 
fully  equipped  to  design, 
compound  and  extrude 
your  profile  in  any 
length,  any  color. 

AT  NO  EXTRA  COST- 
FUNGI  PROTECTION 


n 


By  compounding  its  own 
material,  Macoid  can 
give  you  any  degree  of 
hardness  or  flexibility 
you  may  need,  and  will 
incorporatm  a  fungicide  of 
no  extra  cost. 


DETROIT 


13340  ClOVtIDALI 
DITIOIT  4,  MICNIOAN 
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(Continued  from  Page  105) 

ing  all  e.s.sential  coverage.s  in  .sound 
policie.s  at  the  least  po.ssible  co.st  to 
you  is  to  act  on  the  advice  of  a  fir.st 
rate  insurance  agent.  And  before 
doing  busine.ss  with  any  insurance 
company,  check  their  rating  in 
books  published  by  Best  and  Com¬ 
pany,  and  investigate  the  com¬ 
pany’s  reputation  as  regards  the 
settlement  of  losses. 

Be  sure  to  notify  your  broker  or 
insurance  company  at  once  con¬ 
cerning  a  loss  covered  by  your  poli¬ 
cies.  Be  prejiared  to  file  your  protif 
of  loss  within  the  time  .set  down 
in  your  policy.  You  can  ktH*p  all 
your  fxiliey  affairs  .soundly  organ¬ 
ized  by — 

1.  Revealing  all  important  facts 
when  you  negotiate  for  a  policy  so 
that  it  will  not  be  nullified  on  the 
grounds  of  fraud  or  misrepresen¬ 
tation. 

2.  Checking  with  you  agent  the 
policy  exclusions — things  not  al¬ 
lowed  or  covered  under  each  type 
of  policy,  l  ook  over  the  forbidden 
actions  every  so  often,  as  changes 
in  your  business  since  issuance  of 
the  policies  may  have  voided  some 
policies. 


Keep  Records 

i  2.  Recording  all  information 

i  necessary  to  meet  the  requirements 
of  your  policie.s,  such  as  original 
'  cost  of  buildings,  machinery,  equip¬ 
ment  ;  and  being  ready  to  prove  a 
lo.ss  in  stock  by  showing  the  insur¬ 
able  value  of  inventories  (monthly 
if  possible,  so  that  the  amount  of 
insurance  may  be  changed  if 
necessary ) . 

^  4.  Keeping  complete  records  of 

each  policy,  showing  the  name  of 
the  company,  number,  premium, 
and  expiration  date.  Al.so  have 
some  .sort  of  tickler  memo  to  notify 
you  well  in  advance  of  the  expira¬ 
tion  date  of  each  i>olicy. 

But  aside  from  the  question  of 
how  complete  your  records  are  or 
how  closely  you  .scrutinize  the  de¬ 
tails  of  various  policie.s,  to  begin 
with,  have  a  comprehensive  insur- 


Vour  to  the  American 

Cancer  Society  LcliJ  ^iiard  those 
you  love. 

Your  dollars  support  research  in 
a  hundred  laltoralories  and  univer¬ 
sities  .  .  .  .si)read  life-saving  infor¬ 
mation  . .  .  I'aso  pain  and  .suffering 
...provide  facilities  for  treatment 
and  care  of  cancer  i)atients. 

It  is  a  solH'riiig  fact  that  cancer 
may  strike  anyone  tomorrow: 
strike  b.aek  tixl.ay  with  a  gift  to 
the  American  Caticer  S(x;iety. 
You  may  mail  it,  simjily  ad¬ 
dressed  C.VNCEll,  c/o  your  local 
IKjst  office. 


American 

6ncer 

Society 


106 


MAY  1953  BUILDING  SPECIALTIES 


Tk0 

f 9k 9  1 99$ 


Sccuritij 

STORMLOK 

for  Combination  Aluminum  and  Wood  Screen  Doors 


Bxdusm! 

nNOM-TOUCH, 
rasmvf-ACTioN, 
PUSH  PUU  LATCH 
-IN$U«$ 
from  iIm  intidol 

SWIVil-KNOI 
$nN$  niiiv 
WHEN  KEY  1$ 
TURNED 
-INSURES 
from  tho  outti^l 


Horo'i  iho  modorn  loch  iKoi't  loLing  iho  onlir#  country  by  ilermt  Ift 
ME-ASSEMRIED  AT  THE  FACTORY  —  roody  for  immodtoto  inttollotion 
ot  o  comploto  unit,  into  oluminum  ttorm  doort  ond  wood  ftcroon  doort. 
It's  tlio  only  "hoy-'n-hnob"  storm  ond  scroon  door  lock  in  tlio  industry! 

5  MINUTi  INSTALLATION  SAVES  TIME- 
SAVeS  MONEY -SAVES  LABOA 

STORMdLOK  ollmltiolo*  oksiTcIiooim,  mortitinv  of  dooro  and 
drllllisa  of  oloTO*.  AM  Ihot  is  roquuod  is  to  boro  on#  I's"  holo  — inMrt 
STORM  lOK  -  tighten  two  screws  -  INSTALLATION  IS  COMRLETEI  Rro- 
olignment  of  holes  eltminotes  "birsding"  or  stuch-lost  locks.  Mokes  o 
perfect  replocement  for  eaistmg  pull-lotches. 

STOAM-LOK  IS  MADE  TO  LAS1  ■ 

PAICED  TO  SELL  FASTI 

It't  d«ii9n«d  for  boouty  ond  utility  ond  it  *old  with  o  lift>timo  Cuorontoo. 
STOKM-lOK  is  smortly  finishod  in  Aluminum,  Iross  or  Chromium  ond 
comes  to  you  individuoHy  pocko9td  with  7  koys. 

Alto  mado  in  a  tpocial  modal  to  fit  Jaloutia  doort 


WIRE  -  WRITE  -  PHONE 
ULster  4-2600 


I  SECURITY  STORM  LOCK  &  HARDWARE  C0RR.| 


559  McDonold  Avenur 
Brooklyn  18,  N  Y 


ance  protrram.  Do  not  jeopardize 
your  business  by  disregardinj?  the 
urgency  of  an  all-embracing  insur¬ 
ance  plan.  Insurance  is  an  economic 
and  personal  need  in  any  firm. 
Without  its  protection  you  may 
become  liable  for  lawsuits  against 
your  business;  without  its  protec¬ 
tion  you  could  very  well  lose  a  good 
part  of  your  investment  or  indeed 
the  whole  works. 

'Uer 

Reynolds  ''Stretches'' 

(Contimied  from  Page  40) 
long,  six  feet  wide  and  three  feet 
deep.  After  the  “stretching” 
process,  the  pots  were  twenty-one 
feet  long,  eight  feet  wide  and  still 
three  feet  deep.  As  a  result,  the 
amperage  flowing  through  each 
pot  could  be  increased  from  Ji2,00() 
to  r)  l,00()  amperes. 

VV^hile  the  “stretching”  process 
was  going  on,  production  was 
maintained  at  more  than  50  per 
cent  of  the  plant’s  original  ca¬ 
pacity. 

J.  Ijouis  Reynolds,  vice  president 
of  the  company,  stated  yesterday: 
“What  was  done  at  Ixrngview  can 
be  done  to  even  greater  advantage  ! 
at  the  Reynolds  plant  in  Alabama.  : 
That  plant,  built  a  few  months  ear-  j 
Her  than  the  lx)ngview  plant,  now  | 
has  a  yearly  capacity  of  100,()00,000 
pounds.  By  ‘stretching’  its  pots,  an¬ 
other  67,000,000  pounds  of  capac-  | 
ity  can  be  added.” 

He  said  the  company  has  made  { 
proposals  to  the  defense  production  ! 
agencies  for  such  a  project  at  Ala-  ^ 
bama  and  is  ready  to  start  on  the  j 
job  the  moment  the  Government 
agrees  to  it. 

Aluminum 

(Continued  from  Page  TO) 
port  will  be  available  at  prices 
equal  or  close  to  those  paid  for  do¬ 
mestic  aluminum.  According  to 
the  Office  of  Defense  Mobilization 
about  394  million  pounds  will  be 
imported  this  year  of  which  some 
325  million  pounds  will  come  from 
Canada. 

All  told  it  is  estimated  by  Gov¬ 
ernment  and  industry  experts  that 


civilian  consumption  of  aluminum 
in  1953  will  be  about  3.5  billion 
pounds  (which  is  about  one-third 
higher  than  in  1952)  even  after 
defense  needs  are  met.  This  is  very 
encouraging  since  so  great  an  over¬ 
all  increase  will  assure  small  fabri¬ 
cators  a  larger  supply  of  metal. 
Fears  that  sudden  unpredictable 
increases  in  stockpile  demands  by 
the  military  might  upset  all  plan¬ 


ning  by  the  primary  producers  for 
civilian  industry  needs  have  been 
set  at  rest  by  assuranct^s  from  the 
ODM  that  stockpiling  programs 
will  be  set  up  on  a  quarterly  basis. 

Thus  for  the  most  part  it  looks 
as  though  there  will  be  a  fairly 
easy  market  for  aluminum  in  1953 
although  no  real  abundance  until 
early  in  1954  providing  there  is  no 

(Continued  on  Page  109) 
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B.  S.  Reporter 

(Continued  from  Page  66) 

Ever  Seal  Mfg.  Co. 

Caters  To  Small  Dealers 

“Sellinjf  the  Window  dealer  all 
of  his  needs  puts  greater  profit  in 
his  and  the  manufacturer’s  pock¬ 
et.”  With  this  thought  in  mind,  the 
Kver  Seal  Mfg.,  158  Avon  Avenue, 
Newark,  New  Jersey  increased 
their  manufacturing  space  to  ac¬ 
commodate  all  the  requirements  of 
their  dealers  and  distributors. 

Although  its  main  product  is  a 
quality  three  track  unit,  this  man¬ 
ufacturing  concern  realized  that 
they  were  losing  l)oth  profits  and 
dealers  when  their  accounts  were 
forced  to  shop  elsewhere  for  an 
“Kconomy”  window,  casement  win¬ 
dows,  circle  head  doors,  etc.  The 
dealer  objects  to  having  to  make 
three  or  four  .separate  pick-ups  at 
widely  .scattered  points  for  all  the 
materials  needed  to  complete  one 


window  job,  says  Seymour  Joseph- 
.son,  president  of  Ever  Seal.  Many 
times  it  is  just  one  door  or  a  single 
casement  window,  that  had  to  be 
shipped  in  from  out  of  town,  which 
would  hold  up  the  dealers  comple¬ 
tion  or  cash  payment. 

“Having  been  a  small  dealer  my¬ 
self,  I  know  the  problems  they  are 


up  against,”  said  John  DiI.,eo, 
production  chief  of  Ever  Seal. 
Through  his  ‘know-how’,  the  firm 
expanded  their  production  to  in¬ 
clude  circle  head  doors  from  out  of 
the  same  stock  that  their  .square 
doors  are  constructed.  They  also 
designed  and  are  producing  a 
(Continued  on  Page  111) 


OUT  OF  New  ENGLANO - 

COMES  A  QUALITY  ALUMINUM  ALL-WEATHER  PRODUCT 

WEATHERKING  DOORS 

ONE-LITE  TWO -LITE  LOUVER-LITE 

*  Fully  extruded  from  63S-T5  aluminum. 

*  Smooth,  slim  frame  for  beauty  in  any  doorway. 

*  Heavy  corner  gussets  fastened  under  great  pressure. 

*  Hollow  frame  prevents  loose  sloppy  screen. 

*  Extra  heavy  kick-plate  cushioned  with  plastic. 

*  Glass  rests  in  plastic  in  easy-glaze  frame. 

*  Overlapping  interlock  sheds  rain  an  face  of  door. 

*  Closure  bars  designed  to  ft  most  frames. 

*  Optional  choice  of  latches,  locks  and  checks. 

*  Adjustable  rain  sweep  keeps  out  weather. 

*  Built  ta  fit  —  no  expanders  necessary. 

*  Sales  and  advertising  help  available. 

*  Prompt  delivery  —  including  specials. 

Get  details  on  our  dealer  or  distributor  plan.  Also,  choice 
locations  available  for  KD  operation. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

87  SUMMER  STREET,  PROVIDENCE,  R.  I.  DEXTER  1-4424 
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KEYSTONE  ALLOYS  COMPANY 


Aluminum 

(Continued  from  Page  107) 
war  emer^tMicy.  Most  manufac¬ 
turers  in  the  building  specialty 
field  report  that  they  are  able  to 
jret  a  good  although  not  ample  sup¬ 
ply.  At  the  moment  the  situation  is 
not  exactly  rosy  since  .some  inde- 
j)endent  extruders,  for  example, 
are  having  difficulties  getting 
enough  billets.  However,  the  spe¬ 
cialty  industry  is  definitely  pa.st 
the  period  of  serious  shortage  and 
the  main  problem  of  most  dealers 
and  manufacturers  from  now  on  is 
likely  to  be  price  competition 
rather  than  lack  of  aluminum. 
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Be  a  Step  Ahead  of  Competition,  Sell 


It's  practically  indestructible  by  elements 
of  weather.  Multi-coated  and  baked  ( not 
sprayed )  by  a  process  that  gives  an  even, 
lasting  finish,  that  defies  deterioration 
indefinitely.  Unlike  a  sprayed  paint  finish. 
Keystone  keeps  its  gleaming  finish  for 
years  ahead. 


Sea  I  rite 

(Continued  from  Page  53) 

of-season  jiiece  completely,  as  with 
the  Alwintite  overhead  piece, 
rather  than  keep  it  at  eye-level. 

Some  standard  combinations  are 
more  easily  u.sable  on  the  side  than 
others,  depending  on  the  nature  of 
the  track,  the  weight-bearing  ma¬ 
terial,  and  the  positions  of  .safety 
catches  and  relea.ses.  Some  brands, 
of  course,  are  not  easily  adapted 
to  side  installation. 

One  of  the  most  succe.ssful  treat¬ 
ments  of  the  challenge  is  a  special 
modification  dreamed  up  by  John 
Orishak  and  Eugene  Kleine,  heads 
of  Sealrite  Sales  Co.,  Uniondale, 
Long  Island,  and  new  distributors 
for  Dural  in  New  York  City  and 
Long  Island.  Recently  Kleine  put 
in  a  call  to  Louisville,  Kentucky, 
and  said  to  Roy  Bruner  of  Dural 
Aluminum;  “I  have  a  special  prob¬ 
lem  of  side-sliding  primes.  Can  you 
do  this  to  our  standard  job:  leave 
off  the  right  hand  locking  device, 
leave  on  the  left,  give  me  two  head 
angles  rather  than  the  drop  sill 
normally  u.sed  for  double  hung,  and 
put  in  wider  expanders  for  clear¬ 
ance.  Now  here  are  the  sizes  .  .  .” 

Two  days  later  the  experimental 
make-up  and  a  demonstration 
(Continued  on  Page  112) 


Nott  Ktystone's  Exclusive 
INTERLOCKING  FLANGES 

make  for  greater  proleclian 
and  more  efficient  inttollo- 
tion  .  .  .  instollotion  ttorts 
from  bottom  up.  — o 


Avoilobte  In 
White  end  Pastel 
Shodes 


KEYSTONE  SIDING  Insulates,  Protects  and  Beautifies  the  Modern  Home! 


Of  SATISFACTION! 


WRITE,  WIRE  or  PHONE  FOR  AVAILABLE  TERRITORY! 


KEYSTONE  AUtmUuim  SIDING 

TO  SEll 

ON  YOUR  FIRST  CAU! 

B  A  K  -  A  -  L  U  ] 

CORPORATION  OF  AMERICA 


207  Clinton  Avenue 
Newark  2,  New  )ersey 


Eastern  Distributor 
Bigelow  8-1475 


&  Home  Improvement  Dealer 


SimJiinl 


Harvey  Hewit  (left),  president  of  Air  Master  Co.  of  Philadelphia,  manufacturers  of 
aluminum  combination  doors  and  windows,  and  Francis  Yonesso  (center),  demon¬ 
strating  the  company's  products  at  the  recent  Nersica  convention. 


New  Products 

{Contimted  from  Page  61) 


CLAD  ALUMINUM 

ttanOera  Aluminuiii  Insect  Wire  Screenlno  con 
be  seld  by  yen  with  centidence.  Will  net  stabi 
er  dhceler  weedwerli  er  mosenry.  Improves 
home  appearance.  Light,  strong,  durable  and 
pleasing  to  the  eye. 

GALVANIZED  STEEL 

Standard  Clectre  Galvanised  Insect  Wire 
Screening,  mode  at  specially  selected  copper 
bearing  steel  wire,  gives  strength  and  rust  re¬ 
sistant  gonllties. 

QUALITY  BRONZE 

Standard  ■ronie  Insect  Wire  Screening,  both 
bright  and  Antigua  finish,  woven  from  high¬ 
est  guollty  commercial  brense  wire  of  VO-10 
tuialysls  (*0%  Copper,  10%  Zinc  Alley)  com¬ 
bines  beauty,  burdnoss,  strength  and  resistance 
to  atmospheric  conditions. 

It  pays  to  sol  STANDARD — top  guollty  Insect 
wire  screening  for  every  reguirementi 


STANDARD  WIRE  CLOTH 
&  SCREEN  COMPANY 


To  facilitate  self-service,  the  dis¬ 
poser  comes  equipped  with  self- 
service  key  enabling  the  home- 
owner  to  quickly  dislodge  for  re¬ 
moval,  foreign  objects  such  as 
pins,  glass,  etc.,  another  unique 
feature  is  the  attractive,  resilient 
Sure-Seal  sink  stopper  which  can 
also  be  used  as  a  plate  scraper. 

Literature  and  other  informa¬ 
tion  aliout  this  newcomer  in  the 
disposer  field  can  be  obtained  by 
writing  The  Disposer  Division  of 
The  Schaible  Company,  Dept.  BS, 
1086  Summer  Street,  Cincinnati  4, 
Ohio. 

•  *  « 

New  Books  On  Carpentry 
With  Portable  Power  Tools 

Two  illustrated  books  on  the 
uses  of  portable  electric  tools  are 
available  without  charge  to  build¬ 
ers,  carpenters,  contractors,  home- 
craftsmen,  schools  and  farmers: 

“Operating  Electric  Routers, 
Planes  and  Shapers”  gives  com¬ 
plete  instructions  for  the  use  of 
these  tools  in  a  variety  of  practical 
woodworking  jobs.  48  pages.  Over 
100  illustrations. 

“Operation  of  Fllectric  Saws” 
contains  a  wealth  of  information 
on  advanced  uses  of  the  portable 
power  saw  and  its  numerous  acces¬ 


sories  in  the  building  and  remodel¬ 
ing  of  homes.  40  pages.  Over  50 
photos  and  drawings. 

Booklets  will  be  sent  free  on  re¬ 
quest  by  writing  Potrter-Cable  Ma¬ 
chine  Co.,  Dept.  BS,  22  Exchange 
Street,  Syracuse,  N.  Y. 

«  *  « 

Fiber  Gloss  Paneling 
Made  By  Barclay  Mig.  Co. 

The  Barclay  Manufacturing 
Company,  Inc.,  for  more  than 
twenty  years  the  manufacturer  of 
Barclay  Plasticoated  Wall  and  Ceil¬ 
ing  Panels,  has  added  to  its  line 
a  new  translucent  fiber  glass  panel¬ 
ing,  called  Barclite,  Julian  Jacobs, 
V'ice  President  in  charge  of  sales, 
announced  today. 

The  company’s  production  facil¬ 
ities  are  geared,  he  also  reported, 
to  produce  this  new  high  quality 
product  in  large  quantities. 

“Barclite,  which  is  made  of  a 
polyester  resin,  reinforced  with 
Owens-Corning  F'iberglas,  has  lit¬ 
erally  hundreds  of  uses,”  Mr,  Ja¬ 
cobs  ixiinted  out.  “As  a  mainte¬ 
nance  and  repair  material,”  he 
.said,  “the  shatter-proof  flat  sheets 
are  ideal  for  commercial,  industrial 
and  home  u.ses  in  such  applications 
as  sidewalls,  partitions,  factory 
(Continued  on  Page  118) 
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Your  Salomon  In  Print 

There  are  different  ways  of  say¬ 
ing  “It  pays  to  advertise."  It  pays, 
too,  to  have  a  quality  product,  ade¬ 
quate  distribution,  good  salesmen. 
Advertising  is  just  one  factor  in 
the  balance  mechanism  that  leads 
to  a  sale:  product,  quality,  distri¬ 
bution,  advertising  and  selling.  Ad¬ 
vertising  is  really  salesmanship  in 
print.  Although  capacity  may  be 
oversold,  you  can  never  oversell 
the  product.  You  can  always  con¬ 
tinue  to  sell  the  goodwill  and  the 
assurance  of  quality  and  service 
that  make  buyers  seek  out  your 
brand  beyond  all  others. 


B.  S.  Reporter 

{Continued  from  Page  108) 

budget  window  that  can  .still  be 
sold  as  a  quality  product. 

This  unit  has  expanders  on  four 
sides  and  looks  like  its  higher 
priced  competitors.  The  line  is 
rounded  out  with  sliding  and  ‘pig¬ 
gy-back’  casement  windows,  half 


or  full  screens  and  ornamental 
door  grilles  at  distributor’s  prices. 

“The  small  dealer  has  been 
treated  as  a  poor  relative  t(K)  long,” 
was  the  way  Mr.  Josei)hson  puts  it, 
“they  are  too  often  overlooked  in 
the  rush  to  sell  the  bigger  oper¬ 
ator.”  To  illustrate  this  the  firm 
maintains  an  installation  and  de¬ 
livery  .service  within  a  50-mile  ra¬ 
dius  .so  that  the  small  dealer  still 
gets  his  merchandise  within  the 
promi.sed  ten  day  delivery  time. 

By  housing  all  of  the  combina¬ 
tion  window  needs  under  one  roof 
and  by  maintaining  an  adequate 
stock,  the  manufacturer  and  di.s- 
tributor  can  increa.se  his  .sales  and 
the  sales  of  his  dealers.  Take  gtnid 
care  of  your  small  dealers,  says 
Mr.  Joseph.son,  and  they  will  take 
care  of  you  as  they  grow. 

*  *  * 

Childers  Appoints  West  Coast 
Sales  Manager 

R.  E.  Cundiff,  Vice  President, 
Childers  Manufacturing  Company, 
Houston,  Texas,  has  announced  the 


appointment  of  A1  Saltiel  as  Re¬ 
gional  Sales  Manager  for  Childers 
Awnings  for  California,  Washing¬ 
ton,  Oregon,  Arizona,  and  Nevada. 
At  Saltiel  was  formerly  sales  man¬ 
ager  for  another  awning  manu¬ 
facturer  in  New  York.  His  head- 
(luarters  will  be  in  Los  Angeles, 
California.  * 

“Our  expanded  production  facili¬ 
ties  now  permit  us  to  extend 
Childers  distribution  to  the  fast 
growing  west  coast  market,”  said 
Mr.  Cundiff,  “and  with  our  1953 
national  advertising  [)rogram  this 
west  coast  region  should,  within  a 
short  time,  produce  a  substantial 
addition  to  our  annual  volume.” 

«  «  * 

Randall  S.  Smith  Appointed 
By  Arlite  Industries 

Randall  S.  Smith  has  been  ajv 
pointed  Sales  Manager  by  Arlite 
Industries  of  Newark,  N.  J.,  manu¬ 
facturers  of  aluminum  combination 
storm  windows.  Mr.  Smith  suc¬ 
ceeds  E.  L.  Chase  who  resigned 
{Continued  on  Page  124) 
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Publicity  For  Your 
Unusual  Installations 

Get  publicity  about  your  unuBua.1 
installations  in  your  local  news¬ 
papers,  on  radio,  local  Chamber  of 
Commerce  masazines,  sectionalized 
papers  such  as  Detroit  Purchaser, 
Midwest  Purchasing  Afrent.  These 
purchasing  papers  go  directly  to 
the  men  responsible  for  industrial 
purchasing  of  supplies  and  equip¬ 
ment.  They  will  help  you  get  indus¬ 
trial  orders. 

*  *  « 

There  are  hundreds  of  success¬ 
ful  dealers  who  are  making  more 
money  now  than  they  ever  made 
before.  These  are  the  ones  who 
confine  their  efforts  to  the  sale  of 
one  product  exclusively.  They  ad¬ 
vertise;  they  follow  up  prospects; 
they  make  sales  —  sales  that  net 
them  very  much  more  than  do  any 
of  the  other  things  some  try  to  sell. 
«  •  • 

It  has  been  said  that  none  of  us 
“can  serve  two  masters.”  And 
never  were  truer  words  spoken. 


For,  in  order  to  be  successful  in  the 
.sale  of  the  one  product  he  has,  the 
seller  must  be  whole-hearted  in  his 
efforts:  he  will  never  gert  anywhere 
if  his  affections  are  divided. 

*  *  * 

Divided  Soles  Efforts 
Do  Not  Pay 

Have  you  ever  known  of  a 
hunter  who  went  after  big  game  — 
lions,  for  instance  —  armed  with  a 
shot-gun  —  a  “scatter  gun?”  Shot¬ 
guns  are  ail  right  for  birds  or 
.squirrels  or  perhaps  rabbits.  But 
when  tigers  or  lions  or  wildcats 
are  encountered,  well  you  had  bet¬ 
ter  use  a  rifle. 

This  advice  should  —  and  does 
apply  to  certain  dealers  who,  with 
a  real  money-maker  at  their  com¬ 
mand,  divide  their  efforts  and  seek 
to  capitalize  on  various  other  items 
of  merchandise,  losing  sight  of  the 
fact  that  concentrated  efforts  in 
the  sale  of  one  product  is  certain 
to  bring  them  greater  rewards 
than  can  any  of  the  other  items 
they  have  taken  on. 


Sea  I  rite 

(Continued  from  Pape  109) 

mfxlel  arrived  by  air  express.  In 
another  3  days  the  sample  was  on 
a  window  in  Hillside  Terrace.  With¬ 
in  two  (lays  three  orders  for  the 
specially  modified  window  came 
through  the  development’s  .sales 
agent. 

Orishak  and  Kleine  come  legiti¬ 
mately  by  their  know-how.  When 
they  first  started  business  together 
in  February,  1952,  they  were  their 
own  installers,  as  well  as  .salesmen, 
bookkeepers,  and  truckmen.  They 
handled  several  tyi>es  of  windows, 
in  turn,  and  came  to  know  thor¬ 
oughly  the  basic  elements  and  the 
special  points  of  just  about  every 
product  in  the  field.  Thus  they 
were  quick  to  recognize  the  possi¬ 
bilities  in  the  slider,  and  are  pleased 
with  the  way  their  present  window 
came  through. 

They  al.so  believe  that  their  win¬ 
dow  had  a  head  start  in  meeting 


ALUMINUM  COMBINATION  CASEMENT 
SASH  &  SCREEN 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 
CORK  INSULATION 
DOUBLE  STRENGTH  GLASS 

EXCLUSIVE  DRIP  CAP 

Many  Exclusive  Territories  Available 


WRITE  —  WIRE  or  PHONE 


WIN-SUM  WINDOW  CORP. 


13006  GREELEY,  DETROIT  3,  MICH 
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the  new  situation,  what  with  the 
narrow  geon  traveling  strip  which 
can  bear  the  whole  weight  of  the 
frame  without  an  increase  in  fric¬ 
tion  surface  and  with  no  chance 
of  binding.  They  al.so  stress  the 
free-floating  expander  that  is  not 
screwed  down  after  fitting  to  the 
house,  and  thus  can  allow  for  set¬ 
tling  of  the  house  without  increased 
strain. 

Part  of  their  modification  was 
the  in.sertion,  for  symmetry,  of 
similar  size  full  height  expanders 
on  both  sides  of  the  new  wdndow. 
A  completely  balanced  appearance 
is  made  po.ssible  by  the  fact  that 
the  thickne.ss  of  the  combination 
fits  snugly  into  the  space  allowed 
by  the  wooden  frame  of  the  pic¬ 
ture  w’indows.  No  outside  screws 
are  u.sed. 

How  Sealrite  Started 

Sealrite  Sales  Co.  started  by 
chance,  two  years  ago,  when 
Me.ssrs.  Orishak  and  Kleine  struck 
up  a  back-yarcl-fence  conversation 
as  new  neighbors  in  Uniondale 
about  a  block  from  their  present 
location  at  1107  Front  Street.  Both 
thought  they  were  ready  to  start 
their  own  business.  Orishak  had 
been  .sales  manager  for  a  i)recious 
metal  refining  firm,  and  Kleine  had 
been  an  installer  for  six  years  with 
O.  G.  Norton  and  Ru.sco.  They 
started  small,  and  worked  together 
until  Orishak  picked  up  the  me¬ 
chanical  knack,  and  Kleine  the 
fine.s.se  in  .salesmanship. 

Because  they  place  such  stre.ss 
on  technical  knowledge,  they  have 
regular  .schcK)l  drills  wdth  their  ten 
.salesmen.  Each  .sales  meeting  is  a 
.seminar  in  a  different  competing 
storm  window,  studying  its  fine 
points  and  w’eaknes.ses.  .Sealrite  has 
a  “graveyard”  or  morgue  of  all 
kinds  of  models — “begged,  bor¬ 
rowed,  or  stolen” — and  every  sale.s- 
man  is  expected  to  know’  other 
window’s  as  well  as  he  knows  his 
own  brand. 

“But  don’t  misunderstand,”  put 
in  Harry  Price,  leader  of  the  .sales 

(Continued  on  Page  114)  , 
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OUR  SINCERE 
REGRETS... 


To  Hie  hundreds  of  Dealers  and  Distributers  who  sent  us  inquiries 
during  the  past  year.  .  .  .  Since  this  is  a  brand  new  product  we 
found  ourselves  baffled  by  the  Aluminum  Controls  and  the  sudden 
backlog  that  developed  with  the  BIG  Aluminum  Companies. 
However,  with  improved  conditions,  we  are  resuming  our  expan¬ 
sion  plans. 

Since  we  seem  to  have  the  ONLY  practical  K.  D.  Aluminum 
Railing  ever  invented  YOU  can  imagine  the  field  reaction. 
Replies  came  from  everywhere  and  are  still  arriving.  If  you 
wrote  and  we  didn't  answer,  you  now  know  why. 

We  hod  a  field  day  proving  we  had  the  most  wanted  product 
ever  to  show  on  the  American  Market.  You,  The  Home  Improve¬ 
ment  Dealer,  caused  the  trend  to  Aluminum.  OUR  PILGRIM 
"MIRACLE  GRIP"  RAILING  was  created  to  satisfy  this  demand. 
YOUR  Market  is  now  WAITING. 

If  you  can  handle  a  modest  shipment  of  material  we  can  now 
include  your  organisation  in  our  growing  network.  Though  we 
couldn't  serve  you  last  year  we  feel  most  optimistic  about  the 
future. 

Assembly  and  installation  of  "MIRACLE  GRIP"  RAILING  has 
been  simplified  beyond  description  and,  since  there  is  no  welding, 
costly  mistakes  and  waste  are  eliminated.  This  contributes  to 
the  REASONABLE  price. 

If  we  hoven't  answered  your  letter  by  NOW  PLEASE  WRITE 
AGAIN  to  our  NEW  sales  office. 

If  you  are  in  the  YOUNGSTOWN  area  be  sure  to  drop  in  .  .  . 


CREMENS  ASSOCIATES 

184  S.  BRIDGE  STREET  STRUTHERS,  OHIO 

Phone:  Plaza  52033 


General's 
New  Fluted  All 
Extruded  Aluminum 
Combination  Doors . . . 

.  .  .  Are  beautifully 
designed, 

precision  engineered 
and  "priced"  right  for 
volume  sales  and  big  profitsi 


Quality  Features  Found  in  Oeneral: 

•  Eoiy  installotion 

•  Z-bor  preciiion  frame 

•  S'S  hinge  hordwgre 

•  Storm  King  pneumotic  door  check 

•  Double  spring  sofety  choin 

•  Aluminum  wire  screening 

•  Embossed  kick-plote  ponci 

•  Extruded  door  sweep 

•  Grilles  recessed  inside  of  stiles 

Complete  with  hordwore 

At  New  Low  Price  K.D.  $25.00 

Immediote  Delivery! 


Write,  Phone  or  Wire  for  Profit-Making  defof/s  todayf 

GENERAL  SCREEN  AND  SASH,  INC. 

so  Tulip  Place,  Garden  City  Pork,  L.  I.,  N  V.  —  GArdcn  City  7-t204-S7ll 
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Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 
•  QUALITY  MATERIAL 
•  EFFICIENT  SERVICE 


Dealers 

New  Aluma  Seal  K.  D.  Shower 
enclosure  offers  more  profits  for  youl 

•  FINEST  WORKMANSHIP 
•  EASY  INSTALLATION 
•  FAST  ASSEMBLY 

Write  Today  to: 

Aluma  Seal  Industries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


Our  low  priced 

'UBERTY  '  STORM  DOOR  CHAINS 
and  other  LIBERTY  PRODUCTS 

will  increa.se  your  sales. 


-A- u  u  .1.  _  rr  1  K  '  ■  ^  1 

0mm  — ^ 


aitti  on*  Coaprotoian 
Sprinf  *nd  S  Hook 


Ho.  122 

vith  two  Spring* 


t 

L 


Ask  your  jobber  for  prices 
and  samples  or  contact  us  directly. 

LIBERTY  HARDWARE  MF6.  CORP. 

Mfre.  ef  WiNdmr  liildert' t  CabiMt  Hardwart 
44-M  Nrvit  St,  Laaf  lilaed  City,  N.  Y. 
STilKaall  4-SMO 


Sealrite 

(Continued  from  Page  113) 

.staff,  at  thi.s  point.  “We  do  not 
knock  any  other  product.  We  stress 
positive  selling:.  Our  men  proceed 
as  if  there  is  no  other  window  on  ! 
the  market.  The  reason  for  study-  I 
ingr  up  on  all  models  is  that  we  can  I 
stress  our  own  product  on  just  the  i 
points  a  cu.stomer  has  in  mind  if  | 
he  mentions  another  brand.  No,  j 
our  men  do  not  drag:  out  an  old,  I 
rusty,  beat-up  sample  of  a  competi¬ 
tor’s  window.  How  many  customers 
would  like  that?” 

Four  Part-timers 

F’our  of  the  ten  .salesmen  are 
part-timers  —  a  school-teacher,  a 
postman,  a  diaper-service  driver, 
and  a  worker  in  an  aircraft  instru-  ! 
ment  plant.  Sealrite  does  not  be-  ; 
lieve  in  the  “sink-or-swim”  method 
of  training:  salesmen.  “One  of  our 
men  confessed  after  we  had  trained 
him  ‘from  scratch’  that  he  had  tried 
to  sell  windows  before,  when  an  j 
employer  had  shoved  a  model  into  i 
his  hands  and  said,  ‘Here,  g:o  sell.’  , 
Needless  to  say,  he  didn’t  do  .so 
well!”  Orishak  .said. 

The  aspirant  goes  out  for  at 
least  two  weeks  with  one  of  the 
partners,  and  gets  half  commission 
on  all  sales  made  in  his  pre.sence, 
even  though  he  may  not  contribute 
much  to  the  .sale.  Then,  when  he 
goes  out  on  his  own.  he  gets  full 
commission  even  though  he  may 
get  some  help  occa.sionally  to  close 
a  .sale. 

Because  Long  Island  is  rapidly 
being  built  up  with  small  homes, 
Sealrite  gets  most  of  its  leads  from 
contractors,  builders  and  their 
agents,  and  from  satisfied  custo¬ 
mers.  On  a  ride  through  Na.ssau 
County  on  the  way  to  Hillside  Ter¬ 
race  Orishak  and  Kleine  kept  bob¬ 
bing  to  one  side  of  the  car  and  the 
other,  pointing  out  their  past  in¬ 
stallations.  They  would  like  to  put 
Berg  Avenue,  Hempstead,  in  a 
frame,  because  every  house  on  thf 
block  is  a  Sealrite  job. 


miNE 
OLAZIHG  snip 
omzim  CNANNEU 

CONWOUNMO  AND  IXTMIMO  TO 
YOUR  RARTICMAR  RiOUIRIMINTS 


Jarono  "B"  Vinyl  Plaitic  —  fho  idool  iniulator 
—  moko  your  windows  REALLY  w*ath#r-tilo. 
Sools  out  drafts,  dirt  and  rain. 


Spocialists  in  custom  oxtrusions  for  ovor  23 
yoors.  S«nd  prints  for  quotation.  Somplas  sont 


CmH  m  lim*  •  -  AM*  *•  MUCH! 


J APROW  PPODUCTT' 


no  NO  l*  SXllI  ST  CHICAGO  10 


WANTED 

BY  LEADING  COMPANY  IN  THE 
ALUMINUM  FIELD 

Product  Development  Engineer 

Applicant  must  hove  experience  in 
designing  and  development  of 
metal  products;  practical  knowl¬ 
edge  in  the  building  field  desirable. 

Must  be  a  leader  and  have  ability 
to  plan  programs  and  participate 
in  management  policy. 

Permanent  position.  Substantial  sal¬ 
ary  and  incentive  arrangement. 

Please  send  complete  resume  which 
will  be  kept  in  strict  confidence  to 

Box  401 

Buildinf  Spacialties 

425  Fourth  Avenue 
New  York  16,  N.  Y. 
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Their  premium  to  a  customer  for  | 
a  successful  lead  is  sometimes  3^,  I 
of  the  sale,  sometimes  a  Kift  of  a  ' 
door  grille — a  more  permanent  re-  ; 
minder  of  the  donor  and  his  busi-  | 
ness. 

They  make  little  attempt  to  sell  i 
doors  at  the  same  time  as  windows,  i 
They  feel  that  the  price  of  the 
doors  on  top  of  the  windows  may 
frighten  the  prospect  away  com¬ 
pletely,  while  usually,  once  the  ; 
windows  are  in,  he  is  likely  to  call  | 
up  a  couple  of  months  later,  when  ' 
the  bank  account  is  ready,  to  have 
doors  put  in.  They  have  no  other 
line,  except,  of  course,  Venetian 
blinds,  which  they  use  as  a  handy 
introduction  to  a  purchaser  of  a 
new  home.  “And  if  accidentally  on 
purpose  I  leave  off  the  bottom  clips 
of  the  blinds  when  I  install  them,” 
Orishak  smiled,  “I  make  a  joke  and 
tell  the  home-owner  I  did  it  so  I  : 
could  come  back  and  talk  to  him  : 
al)out  storm  combinations.  Most  of 
them  say,  ‘Pretty  foxy,  eh !’  and 
don’t  mind.” 

New  I.«ads 

To  maintain  contact  with  cus-  i 
tomers  and  pick  up  new  leads,  i 
when  one  of  the  partners  is  in  the 
neighborhood  about  three  months  i 
after  an  installation,  he  will  drop  ; 
in  for  a  check-up.  This  requires  no  | 
special  planning,  because  they  | 
make  a  point  of  remembering  their  ; 
jobs.  As  we  drove  by  various  re-  ; 
cent  developments  they  greeted  by  I 
name  several  of  their  recent  cus-  j 
tomers. 

“When  I  knock  on  the  door  and 
ask  how  everything  is,”  said 
Kleine,  “I’m  just  as  pleased  if  i 
there’s  a  little  fixing  to  do.  I  take 
out  my  old  screwdriver  right  then  : 
and  there,  and  the  customer  is 
pleased  with  prompt  service.  He 
might  not  have  bothered  to  com¬ 
plain  about  so  small  a  thing,  but 
there  would  be  a  feeling  of  irrita¬ 
tion.” 

As  we  passed  the  Newbridge 
Terrace  development,  he  pointed  to 
two  holes  in  the  ground  and  said, 

(Continued  on  Page  116) 


Look  Of  these 

AfREX 

feofms 

Stufd»,  extruded  ALl  AlUMINUM  (ONSIRUCTION 
-  lenipered  to  tuqqed  1  5  londition 

Convenient  yenr  round  SELF  STORING  sireen  and 
Morm  sash  .  .  .  rnnxiinuni  ronvenienre. 


Switch  screen  and  glass  from 
indoors  each  season -in  only 
10  or  15  seconds.  Remove  glass 
from  indoors,  for  easy  washing. 


PROFIT  with  AIREX 


All  glass  pones  are  CUSHION  SEALED  in  the  snsh 
(mines  with  super-tough  plastic  splines. 

Quick,  eosy  reginzing  or  rescreening  if  needed. 

Sturdy  frnme  lip  fils  most  double  hung  windows 
—  also  available  for  picture  and  oriel  vzindows. 

No  fitting  probiems  on  out  of  true  windows 

A  tried  nnd  proved  window  in  every  detail,  ot 
tbe  lowest  K  D  prices  ever  offered  for  windows 
of' comparable  quality  nnd  feolures 

Choice  territories  nvniiciblc  for  dealers  and  dis¬ 
tributors  for  set  up  windows 


Write,  wire  or  phone  for  full  details 
on  our  unusuolly  attractive  long- 
profit  franchise  arrangement. 


the  hottest  new 
one-over<one,  lip- 
type,  all-aluminum 
self-storing  screen 
and  storm  window 
on  the  market! 


487  Bonham  Avo.  Columbus  3,  O. 


Dealerships  Available . . . 

LITTLE-BEAVER 
STORM  DOORS! 

Tho  Storm  Door  you'ro  looking  for  .  .  •  for  highor 
profit!,  fottor,  comploint-froo  door  tolot,  ovoiloblo 
otsombled  or  KDI  Ono  inch  thick,  two*lito,  oM- 
oluminum  combination,  with  from*  |amb,  63ST5 
Aluminum  I  Profitoblo  doolorthips  ovoiloblo  in  pro- 
toctod  torritoriosl  Writ#,  wiro,  or  phono  for  dotoilil 

THE  LITTLE-BEAVER  MFC.  CO. 


1513-17  AtMand  Artnm,  BaHtmon  23,  AM. 


iAtftn  4200 
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f  SPECIAL 

Introductory  Offer  On 


AIC-€-CCL 

ASTHALTED 

INSULATION  BACKER  BOARD 

for  Re-Roofing;  and  Re-Siding  jobs 


TRIAL  ORDER 

AT  A  GRUTIY  REDUCED  PRIO 

.  .  .  Write  for  Details  .  .  . 


Distributors  and  Wholesalers: 
WRITE  FOR  OUR  SPECIAL  DEAL 


1  111  -4  -4 

II  4  4 

Ail 

IS'A 

1  23622  WOODWARD 

P  O  BOX  62 

DETROIT 

20,  MICH 

BOOST  YOUR  PROFITS  with  the 

ANDREA  KD  PLAN 

for  2  and  3  Trac  Extruded  Aluminum  Windows 

Thr  -mall  iiii<tribulur  nuM  lu>  th<*  opportunity  to  go  into  kl)  uithoiit 
tlir  rxprniir  of  tooling  anil  other  roinplex  aMirnibly  operation!-. 

All  llub•aK^emhly  anil  prefabrirution.  -urh  a»  in»tallation  of  haniware 
ami  track  on  the  Andrea  2  track  are  done  at  the  plant  before  shipment 
to  the  kl)  operator.  The  only  neeessary  assembly  work  left  for  the 
kl)  operator  consists  of  assembling  the  three  inserts  and  welding 
the  master  frame. 

This  welding  of  the  master  frame  is  a  produrtion  technique  developed 
hy  Andrea  that  results  in  a  frame  4  times  stronger  than  other  types 
and  warp  proof.  This  simple  brazing  operation  eliminates  rostly 
set-ups  and  multi-operations  of  frame  assembly,  no  extras  neeessary. 

This  system  results  in  rutting  costs  hy  50%  of  other  kl)  operations. 


Andrea  2  Trac  Features 

*  Self  StoriiiK 

•  Screen  Action  All  I'oMitiona 

*  Fully  Interlocked 

•  Overlap  DeniKn 

*  Stainless  Steel  Hardware 

•  All  Aluminum  Screen 


Andrea  3  Trac  Features 

•  Non-removable  Tracks 

*  Installed  EITortlesslv  on  Overlap 
Western-type  Blind  Stop  and  Over¬ 
lap  Elastern-type  Openinics 

*  Automatic  Lock-stop  on  Inserts 

•  All  Aluminum  Screen 


Fastest  installing  and  best  priced  window  in  the  field! 

WRITE,  WIRE,  PHONE... get  the  Andrea  KD  Profit  Story 


Andi^ea 

■bkedddobshd: 


183  HORTON  AVENUE  •  LYNBROOK,  L.  I..  N.  Y.  •  LYnbrook  3-8668 


Sea  I  rite 

(Continmd  from  Page  115) 

“Meet  our  latest  customers.  The 
foundations  aren’t  in  yet,  but  we 
have  the  contracts.  Customer  rec¬ 
ommendation.’’ 

Sealrite  is  setting  up  a  tempo¬ 
rary  as.sembling  plant  in  the  base¬ 
ment  of  the  Front  Street  show¬ 
room,  but  larger  quarters  are  in 
the  thinking  stage.  They  have  been 
keeping  one  truck  and  an  installer 
bu.sy  full  time,  plus  a  part  time 
sub-contracting  installer.  Another 
truck  and  permanent  installer  were 
already  in  the  offing  before  the 
side-sliding  operation  started. 

Jalousies 

{Couti)iued  from  Page  63) 

The  very  popular  current  ten¬ 
dency  to  favor  picture  windows  in 
many  homes,  creates  ventilating 
problems  that  the  use  of  jalousies 
solve  admirably  too,  indicating  an¬ 
other  sales  possibility  for  the  en¬ 
terprising  dealer.  Jalousies  can  be 
installed  on  either  side  of  a  picture 
window,  and  not  only  do  they  pro¬ 
vide  the  ventilation  needed,  but 
carry  through  and  express  the 
whole  idea  and  purpose  of  the  pic¬ 
ture  window  itself  which  is  to 
“bring  the  outdoors  in’’  by  having 
large  window  areas  of  unob¬ 
structed  visability. 

The  many-light  floor-to-ceiling 
type  picture  window  has  similar 
ventilation  problems  for  which  jal¬ 
ousies  are  the  perfect  solution.  In 
the  case  of  the  nine-light  window, 
for  example,  it  is  common  to  ven¬ 
tilate  three  of  the  nine  lights,  leav-' 
ing  the  others  fixed;  on  the  other 
hand  some  homeowners  have  been 
known  to  prefer  six-light  jalousie 
installation  in  which  only  the  mid¬ 
dle  three  are  fixed  panes. 

A  particularly  interesting  use  of 
the  jalousie  to  control  both  light  and 
air  is  a  vertical  installation  as  a 
partial  wall  or  partition  between 
rooms. 

The  attic  is  another  place  where 
jalousies  provide  benefits  that  the 
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conventional  type  window  cannot. 
In  most  homes,  attic  windows  are 
small  and  if  the  attic  is  to  be  used 
for  livinjf  or  working  puj’poses, 
adequate  ventilation  can  be  a  se¬ 
vere  problem.  The  type  of  window 
that  opens  only  half  or  part  of  the 
available  window  space  to  fresh 
air  and  sunlight  is  certainly  not 
desirable.  If  glass  louvre  windows 
are  installed  however,  the  entire 
window  space  is  accessible  for  com¬ 
plete  ventilation. 

The  new  uses  being  found  for 
jalousies  for  commercial  and  busi¬ 
ness  purposes  are  not  less  impres¬ 
sive  than  those  in  the  residential 
field  outlined  above.  The  drawings 
accompanying  this  article  show 
just  a  few.  Notice,  for  example,  the 
business  office  layout  in  which  con¬ 
venient  work  units  or  separate 
work  areas  are  blocked  off.  Think 
of  the  many  benefits  jalousies  pro¬ 
vide  in  this  case  without  impairing 
the  overall  heating  or  air  condi¬ 
tioning  system.  In  addition,  if  ob¬ 
scure  louvres  are  used,  privacy  can 
be  had  whenever  it  is  desired  by 
simply  closing  the  jalousies. 


Vertical  joloutie  installation  as  a  room 
divider. 


The  drugstore  and  the  gas  sta¬ 
tion  shown  in  the  illustrations  on 
page  00  indicate  additional  impor¬ 
tant  jalousie  uses.  Here,  the  ten¬ 
dency  of  windows  to  cloud  up, 
obscuring  displays,  is  prevented  by 
the  installation  of  jalousies  which 
assure  the  kind  of  good  air  circu¬ 
lation  needed  to  keep  moisture¬ 
laden  air  from  condensing  and 
fogging  the  glass. 

The  drawing  of  the  school  in¬ 
stallation  is  worthy  of  note,  too. 
Jalousies  are  here  combined  with 
glass  brick.  Not  only  is  the  result 
modern  and  attractive,  but  excel- 


:OTT 

...  .-..udi 


UNt 


SCOTT  WINDOWS 

2245  BRYN  MAWR  AVENUE,  PHILADELPHIA  31,  PA 


Scorr  gives  you  an 

unbeatable  KD  deal 


#  All  you  do  is  atsomblo,  tcroon 
and  glazo.  No  cutting,  drilling  — 
no  scrows,  nuts,  bolts  or  rivots 
or*  needed  or  usedi 

#  The  only  window  especially  „ 

designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly.  ^ 

#  No  special  tools  needed. 

Mote  PtofU  to  WU! 

Saves  investment,  saves  space,  I 
speeds  production,  greatly  J 
reduces  labor  problems. 


Sa#  Scorr  WM»wi  mm  dir^lay  fm  thm  Jmhm  Wmmmmmkmr  PMIe.  Store 


Thousands  Sold  •  Thousands  of  Roforoncos 
ixportencod  •  High  Rated  •  Rosponsiblo  Bathing 


plent  visability,  carefully  controlled 
ventilation  and  maximum  light  en¬ 
try  are  achieved. 


Vertical  jalousiei  used  at  wall  ventilatort. 


Just  a  few  of  many  other  new 
uses  for  jalousies  (not  illustrated) 
include  the  following: 

In  the  ultra-modern  typt'  home 
where  glass  is  .‘<ometimes  used  for 
an  entire  wall,  alternate  ceiling-to- 
floor  rectangular  panels  of  jalou¬ 
sies  and  fixed  panes  create  an 
unusual  effect  and  afford  almost 
unlimited  visability. 

In  rural  areas,  the  progre.ssive 
farmer  is  turning  to  the  benefits 
of  jalousies.  Installed  in  barns, 
(Continued  on  Paf/e  119) 
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oiOmCO  IiH 

AIUMJNUM  SCfl] 


y)CO'> 


•  tubing 
chonnuls  •  trim 
moulding  •  bars 
hollow  and 
solid  shanos 


You  con  dogond 


fott  doMvory  of 


groclslofi,  guoNty 


your  •gocHkotioiis 


W#  toliclt  your  In 


gulry  for  tochnkol 


on  tho  grocticoi 


Sond  u$  your  grinfs 


MCDERMOTT 

METALS  CO. 


EDGEMONT  &  TIOGA  STS 
PHILADELPHIA  34.  PA.  NE  4-1210 


A  SPECIALTY 


is  MCDERMOTT 

ALUMINUM  I 
EXTRUSIONS 


:  windows,  and  sky  lights.  The  ;or- 
ruprated  sheets  can  be  used  for 
{greenhouses,  patio  roofs,  window 
i  awnin{^s  and  for  many  other  pur¬ 
poses.” 

The  corrugated  sheets  have  a 
I  two  and  a  half  inch  pitch.  Those 
'  and  the  flat  sheets  are  96  inches 
j  long  and  26  inches  wide  and  are 
available  in  five  colors:  Mi.ssion 
I  Blue,  Spray  Green,  F'laxen  Yellow, 

:  Venetian  Gray  and  Ice  Clear.  Ad- 
I  ditional  colors  and  sizes  are  to  be 
added  shortly. 

♦  *  • 

Cathodic  Protection  For  Rust 
By  Brush  Application 

‘'Formula  #50”,  a  new  method 
of  surface  protection  of  iron  and 
steel  has  been  developed  by  the 
Constad  Laboratories.  The  recently 
;  developed  product  is  described  as 
offering  the  advantages  of  “Hot 
Dip”  galvanizing  without  the  cost¬ 
ly,  time  consuming  need  for  dis¬ 
mantling  and  with  an  important 
.savings  of  transporation  costs  to 
and  from  the  “Hot  Dip”  Plant. 

Applied  easily  with  a  paint  brush 
or  spray  gun  (60-90  lbs.  p.s.i.  with 
I  a  number  4  nozzle)  Constad’s  for¬ 


mula  #50  takes  only  one  hour  to 
dry.  At  brushing  consistency  it 
leaves  a  deposit  of  .25  ounces  per 
square  foot;  of  a  thickness  of  only 
.005  to  .007  inches.  One  gallon 
will  cover  500  square  feet. 

The  product  differs  basically 
from  other  types  of  metallic  paints 
in  that  it  can  be  used  over  rusted 
surfaces  (loose  scale  removed)  and 
that  a  galvanic  action  takes  place 
through  the  rust,  which  is  probably 
reduced  to  metallic  iron  (magne¬ 
tite).  The  “formula  #50”  produces 
electrical  continuity  between  the 
steel  and  the  coating  thus  prevent¬ 
ing  “Rust  Creep”  states  the  manu¬ 
facturer. 

The  product  is  available  in  half 
pints  ?2.25;  quarts  $6.50;  gallons 
$23.50.  Write  to  Constad  Labora¬ 
tories,  Dept.  BS,  1‘20  W.  28th  St., 
New  York  1,  N.  Y. 

*  *  * 

Schlage  Making  Comb. 

Storm  Door  Lock 

Schlage  Lock  CJompany  an¬ 
nounces  that  it  is  again  manufac¬ 
turing  a  low  priced  screen,  storm 
and  combination  door  l(x*k.  This 
easily  installed  lock  is  now  being 
{Continued  on  Page  128) 
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William  Graaf  (Hiird  from  right),  pretidant  of  Pormco,  Inc.,  manufacturers  of  alumi¬ 
num  jaleuties  and  screen  doors  in  Ontario,  Calif.,  standing  with  his  staff  before  a 
display  of  the  company's  mony  home  improvement  products. 


New  Products 

{Continued  from  Page  110) 


Jalousies 

(Continued  from  Page  117) 

they  create  more  healthful  livinjf 
conditions  for  livestock. 

Dental  and  other  professional 
offices  are  using  jalousies  vertically 
installed  for  partial  walls  or  par¬ 
titions  to  create  small  sectional 
offices  where  files,  business  ma¬ 
chines  and  other  office  equipment 
may  be  conveniently  separated 
from  the  professional  office  proper, 
yet  not  ampair  total  light  supply. 

In  multi-room  restaurants,  jalou¬ 
sies  are  being  used  in  the  walls  to 
achieve  more  complete  diffusion  of 
light. 

In  infants’  and  children’s  bed¬ 
rooms  and  nurseries,  controlled 
ventilation  is  especially  important. 
Parents  are  learning  that  no  other 
type  of  window  can  so  easily  and 
precisely  control  and  direct  air 
entry  and  circulation  as  jalousies. 


Tub  Enclosures 

(Continued  from  Page  41) 

ant  odor  clings  to  them,  and  the 
air  in  the  bathroom  stays  moi.st 
and  heavy.  To  avoid  this,  cloth 
shower  curtains  have  to  be  laun¬ 
dered  frequently — a  decided  incon¬ 
venience. 

Pla.stic  shower  curtains  are 
used  in  many  homes,  but  even 
the.se  present  problems.  They  do 
not  have  to  be  laundered,  of  course, 
but  they  too  have  to  be  spread  out 
to  dry.  In  addition,  soap  frequent¬ 
ly  clings  to  the  folds  and  after  a 
time  the  pla.stic  becomes  .sticky 
and  discolord.  Their  bigge.st  dis¬ 
advantage,  however,  lies  in  the 
fact  that  floors  do  become  wet,  de¬ 
spite  their  use,  because  they  do  not 
overlap  sufficiently  in  a  really 
tight,  waterproof  manner  to  keep 
water  from  getting  to  the  floor. 

Moreover,  from  the  .standpoint 
of  appearance,  it  must  be  conceded 
that  really  attractive  shower  cur¬ 
tains  are  impossible  to  find.  No 
matter  what  the  color,  design  or 
material,  they  ultimately  look  mes- 


AWNIN6  IN 
CU>SID  POSITION 

SU  d*graM  of  light  control 
avallibla  by  quick  and  aaay 
adjuatmant  of  tha  awning 
from  tha  closed  to  tha  fully 
opened  position. 


Choice  distributorships  and  dsalarahipa  are 
available.  For  complete  details,  write  or  wire ...  ^ 

115  I.  CASSON  ST.,  PITTSSUSOH  19,  PA. 


NELSON  FOLDING  ALUMINUM  AWNINGS 


Remarkably  low  in  coat  •  Adaptable  to  caaament  or  double-hung  windows 
Constant  finger-tip  control  of  light  and  visibility  •  Euily  installed 
Sturdy  construction  •  Folds  neatly  against  house  when  not  In  use 


Get  the  jump  on  your  competitors  and  make  arrange¬ 
ments  to  handle  the  most  attractive  line  of  packaged 
aluminum  awnings.  To  assure  you  of  quick  profits  on 
these  fast-moving  awnings,  we  have  a  motlern,  complete 
sales  promotion  program  available  to  all  distributors 
and  dealers. 

Take  positive  steps  today  to  check  into  the  details 
of  this  profit-building  promotion. 


Patented  and 
Patents  Pending 


.sy,  and  do  nothing  to  inqtrove  the 
appearance  of  any  bathroom. 

You  can  l)e  sure  that  any  prod¬ 
uct  that  eliminates  all  the.se  di.s- 
advantages  is  one  of  real  intere.st 
to  the  homeowner,  particularly  the 
hou.sewife.  Approach  her  with 
the.se  arguments  and  sugge.stions 
in  mind  while  showing  her  the 
modern  tub  enclosure  in  all  its  eye¬ 
catching  appeal,  and  sales  will  be 
easy. 


Be  sure  to  impress  upon  her  al¬ 
so  that  the  units  are  .self-adjusting 
and  guaranteed  to  fit  any  .standard 
size  tub.  Frames  are  of  polished 
aluminum  and  heavy  rubber  and 
panels  or  doors,  whether  of  the 
sliding  or  folding  variety,  are  con- 
.structed  of  gla.ss  or  a  pla.stic  mate¬ 
rial  that  is  impervious  to  tempera¬ 
ture  extremes  and  will  not  warp, 
sag.  buckle,  rot,  mildew  or  fade. 

(Continued  on  Page  120) 
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Diin  LET  wnm 
Kl»  VIII! 

Aluniiniitn  costs  less.  It's 
stronger  t<»o. 


ROLLED  TO  ORDER 

Send  for  samples  of  onr  screen 
section  and  other  rolled  shapes. 


Fast  Delivery 


770  Glenmore  Avenue 
Brooklyn  8,  N.  Y. 
APplegate  7-1495 


TOPS"  m  '53/ 


inDiiiDt 

TRIPLE  TRACK 
COMBINATION 

Jli^STORm 

;J  WINDOWS 
&  SCREENS 


Coiistnicttsl  of 
Iieavy  -  RauRt- 
aliiniimini  ex- 
tnisi<)n>.  Self- 
storiiiR  .  .  . 
screen  and 
Riass  inserts 
ride  in  indi¬ 
vidual  tracks. 
.Wti'  putcntcd 
lock  feature 
enables  you  to 
raise  or  lower 
any  insert  to 
any  desired 
iiosition. 

■i  PRICES. 

•r  PHONE 


Some 
Territories 
Open 
FOR  On/IILS  j 
WRin.  WIRE 


JERIIH  MANUFACTURING  (0. 

t  Ri".t()n  Si  Hhil.itlpliihi.i  ?5  Pj 
GAdifirt  3  i  in; 


Tub  Enclosures 

(Continued  from  Page  119) 

They  glide  open  and  .shut  with 
ea.sy  finger-tip  control. 

In  regard  to  installation,  an 
added  boon  for  dealers  is  the  fact 
that  some  manufacturers  now  sup¬ 
ply  the  enclosures  as  packaged 
units  with  everything  needed  for 
in.stallation  included. 

Here  is  a  brief  outline  of  the 
usual  in.stallation  method: 

A  tub  enclosure  consists  basi¬ 
cally  of  a  pair  of  framed  doors  or 
a  series  of  folding  panels,  a  head 
rail  from  which  the  doors  or  panels 
hang,  a  bottom  rail  and  tw'o  side 
channels  or  end  panel  a.s.semblies 
plus  splash  .shields.  A  wad  of  ad¬ 
hesive  (supplied  by  the  manufac¬ 
turer  or  recommended  by  him)  is 
placed  in  both  corners  where  the 
walls  meet  the  rim  of  the  tub  in 
order  to  waterproof  the.se  joints. 
Distance  between  the  walls  at  the 
tub  rim  are  measured  and  bottom 
rail  adjusted  or  cut  to  3/16”  le.ss 
than  the  inside  measurement. 

Adhesive 

A  ribbon  of  adhesive  is  then 
placed  on  the  underside  of  the  bot¬ 
tom  guide  rail ;  this  is  placed  secure¬ 
ly  on  the  tub.  Next,  the  adhesive 
is  placed  on  the  underside  of  both 
jambs;  these  are  pre.s.sed  against 
the  walls  and  aligned  vertically. 
If  jambs  interlock  with  bottom 
guide  rail  they  should  be  attached 
properly  before  being  pressed  to 
walls.  After  thi.s,  the  distance 
from  wall  to  wall  above  jambs  is 
measured  and  the  head  rail  is  ad- 
ju.sted  or  cut  to  fit.  (If  tub  en¬ 
closure  has  no  jambs,  end  panel 
a.s.semblies  and  spla.sh  shields  are 
included.) 

The  panels  are  a.ssembled  by  ; 
sliding  the  double  tracked  header 
rail  over  the  rollers  at  top  of 
the  panels.  The  header  and  panels 
are  then  lifted  and  this  top  channel 
is  slipped  over  the  wall  jamb  at 
each  end.  Care  must  be  taken  to  ; 
insert  the  guides  at  the  bottom  of  ; 


ALUMINUM  or  BRASS 

THRESHOLD 


ALL  POPULAR 
STYLES 


SADDLE 

AND 

INTERLOCKING 
TYPES  IN  STOCK 
SIZES  AND  SPECIAL 
CUT  LENGTHS 
PACKAGED 
and  POLISHED 


D€C0RIT€ 


OECORITE,  INC. 

2116  P*achtr««  Rd.,  Atlonto,  Go. 
2915  Son  Jocinto  St.«  Dollot,  Toxot. 


*\\ 


JUST  SAW  THE 

'53 

-^/iumcLtLc. 

"2  track”, 

you  should 
see  it!  I 

_ /~r/{LLinCLtLC— 


CORPORATION  OF  AMERICA 

MILWAUKEE  14  WISCONSIN 
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PSSHusSiiSiSI 


Y^ARDW^E 


BUSINtSS 


B&G 


^Hii 


each  panel  in  the  appropriate  slots 
in  the  Ruide  rail  at  the  rim  of  the 
tub.  No  drilling  of  either  tub  or 
walls  is  needed. 

The  above  indicates  the  general 
method  of  in.stallation.  There  is 
some  variance  because  different 
types  of  enclosures  are  available, 
but  it  is  clear  from  this  brief  de¬ 
scription  that  installation  pre.sents 
no  problems  at  all. 


f  whh  our  MariootJly  Advorthod 

CASEMENT  SCREEN 


More  value 
for  your 
customer 


'bog  SALtS  COMPANY 
I  6905  Susquehonno  St 
^  !  Pitnburqh  8,  Po. 

A  ■  I  I  nif>«n  hutineM  In 

*  iiend  mt*  inronnatinn  ahnut  ‘'Ht« 

I  Bcrt^nf 

MANUFACTURING  CO.  . 

Manufacturers  of  “STORM  WIZARD"  | 

All  aluminum  doors -windows -screens  ^tui.  ^  . 

"Quarter  of  a  Century  of  Quality  Products" 


rieane 
I  Wit- 


St«p  two:  double  tracked  header  rail  it 
meaiured  and  adjusted  or  cut  to  tit  wall- 
to-wall  distance.  End  panel  assemblies  are 
screwed  into  place. 


INCREASE  YOUR  PROFITS  with 


Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-’round  business. 


REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE.  DETROIT  4.  MICHIGAN 


Third  step:  No  drilling  of  walls  or  tub  is 
needed.  Panels  are  lifted  into  place,  in¬ 
serted  in  bottom  guides. 


&  Home  Improvement  Dealer 


EXCLUSIVE  DEALERSHIPS  AVAILABLE 
LABOR  FREE!  TROUBLE  FREE!  PROFIT  HEAVY! 

-DOUBLE  YOUR  YEARLY  $  VOLUME- 

"FACTORY  MADE'' 

PRECISION  CUT  PRE-ASSEMBLED  —  PRIME  COATED 

GARAGES  ^ 


WRITE  FOR  DETAILS 


Manufactured  by 

BAY-WEL,  INC 

2301  WILLOW  ST. 


PHONE: 

ADAMS  2010 
GREEN  BAY,  WIS. 


•  NM 
HOUSES 

•  COHAGES 

•  UTEITY 
BURDIIIGS 


•  MADE  UP  IN  7' 
SECTIONS 

•  4-SECTION  OVER 
HEAD  DOORS 

•  DOORS  I  WIN¬ 
DOWS  CASED  IN 

•  NO  EXTRAS 
TO  BUY 


N.  Y.  Better  Business 

(Continued  from  Page  100) 

day,  Tuesday,  only,”  a  permissible 
and  far  less  objectionable  presenta¬ 
tion. 

2.  Frame  Sizes  where  price  is 
adverti.sed. 

There  have  been  63  in.stances 
where  advertisers  improperly  de¬ 
scribed  storm  windows  as  to  size, 
when  a  price  was  quoted.  It  can  be 
pointed  out  here  that  during  the 
first  twelve  weeks  (up  until  Decem¬ 
ber  5, 1952)  there  were  46  such  ex¬ 
amples  of  improper  usage.  During 
the  past  eight  weeks  there  were 
only  17.  As  of  the  moment  almost 
complete  conformity  has  been  se¬ 
cured. 


Installation  Charges 

3.  Charges  for  Installation, 

Only  on  rare  occasions  is  this 

section  of  the  “Standards”  violated 
now.  Since  September  15th  there 
have  been  a  total  of  34  infractions 
of  this  rule,  which  requires  that  the 
amount  of  extra  charge  for  in.stal- 
lation  be  stated  if  a  price  is  used  in 
advertising.  Ten  of  these  infrac¬ 
tions  occurred  during  recent 
weeks.  The  rare  violation  now  ap¬ 
pears  only  in  newspapers  in  distant 
parts  of  New  Jersey. 

4.  Illustrations  with  an  Orna¬ 
mental  Grille. 

This  section  of  the  Standards, 
which  states  that  if  an  illustration 
of  a  storm  door  is  used,  showing  an 
ornamental  grille,  the  price  of  the 
grille  must  be  stated  if  it  is  not  in¬ 
cluded  in  the  price  of  the  door,  is 
now  completely  accepted.  There 
were  15  violations  up  until  Decem¬ 
ber  5th ;  none  since, 

5.  Guarantees  and  Their  Condi¬ 
tions. 

Slow’  progress  is  being  made 
with  this  section.  There  were  11 
violations  during  the  first  twelve 
weeks  and  six  in  the  past  eight 
weeks.  The  Bureau  is  now  insistent 
on  having  all  advertisers  be  specif¬ 
ic  avs  to  qualifying  guarantees  as  to 
their  terms  and  conditions,  espe- 
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cially  as  to  time,  labor  and  mate¬ 
rials. 

6.  Claims  that  are  Misleading  as 
to  Life  of  Window  or  its  resistance 
to  Burglars. 

Some  adverti.sers  are  reverting 
to  various  approaches  to  the  claims 
that  a  window  will  last  a  “life¬ 
time,”  or  that  it  is  “burglarproof” 
or  “Prowler-proof.”  There  have 
been  14  violations  of  this  Standard 
during  the  total  period  under  re¬ 
view. 

7.  Superlative  Statements  and 
Exaggerated  Claims. 

Marked  improvement  has  been 
shown  in  the  observance  by  adver¬ 
tisers  of  Section  No.  10.  Whereas 
in  the  first  period  surveyed  there 
were  30  violations  of  this  section, 
there  were  but  9  during  the  last 
eight  weeks.  For  instance,  the 
claim  of  “rust-proof”  has  been 
eliminated  in  favor  of  ru.st-resi.st- 
ant.  Fanta.stic  claims  for  fuel  sav¬ 
ings  have  been  either  eliminated 
or  reduced.  Some  adverti.sers  .still 
insist  on  using  specific  percentages 
of  .saving.s,  and  a  few  have  submit¬ 
ted  what  they  contended  was  proof 
to  support  their  claims.  The  Bur¬ 
eau  is  following  through  on  the 
submitted  proof. 

8.  Materials  not  Recognized  by 
the  Trade. 

“Aircraft" 

The  u.se  of  the  term  “aircraft  (as 
prohibited  in  Section  13)  alumi¬ 
num,”  has  been  completely  elimin¬ 
ated  from  advertising. 

9.  The  word  “FREE.” 

During  the  first  twelve  weeks 

there  were  24  violations  of  Stand¬ 
ard  15  which  relates  to  the  u.se  of 
the  word  “Free.”  During  the  pa.st 
eight  weeks  there  were  only  6  such 
violations.  While  we  are  slowly  ex¬ 
orcising  the  use  of  the  word  “Free” 
.some  adverti.sers  drop  it  in  an  ad¬ 
vertisement  on  occasions  as  a 
“gimmick”  appeal  to  the  eye. 

10.  Materials  Used  in  Storm 
Windows  and  Doors. 

Only  one  adverti.ser  is  violating 
Paragraph  No.  17,  which  requires 
the  adverti.ser  to  name,  in  immedi¬ 
ate  conjunction  with  the  words 
“combination  storm  doors”  the  ma- 


GOOD 
CATCH ! 


Fishin'  for  a  good,  profitable  prestige  Storm 
Window  line!  Take  on  the  WINSULITE  dealership 
for  the  new  A-9  Three  Track  Aluminum  Storm 
Windows.  You'll  enjoy  greater  volume,  higher 
profits,  cleaner,  service-free  sales!  You'll  be 
backed  100%  by  WINSULITE'S  alert  dealer  aid 
program  —  newspaper  mats,  field  service, 
advertising  literature  I  And  here's  our  "bait"; 
Special  DISCOUNT-INCENTIVE  for  new  dealersi 

Write  for  complete  details  I 


N>»  Wlniu  lit* 
Model  A  S  Tlirtd 
Truk  Storm  Wiiidov 
and  Stravn  Saah. 


Winsulitr  Mf|.  Ca. 

721  N.  Central  Av«.  0«pl.  Bl 
Balt*.  2.  Maryland 
Oentleman: 

ril  taka  yaur  kalt.  i'll  li«t 
diaraunt-lneantiva  plan.  Band  m 


to  assemble  KD  units! 


Eastern  U88 


terials  of  which  they  are  construct¬ 
ed,  This  advertiser  adamantly  re- 
fu.ses  to  name  the  material  of  his 
product.  His  position  in  this  matter 
has,  to  date,  been  one  of  the  main 
.stumbling  blocks  to  successful  ad¬ 
ministration  of  the  “Standards.” 
Other  advertisers,  noting  his  re- 
fu.sal  to  comply,  have  openly  voiced 
their  objections  to  conforming  to 
other  .sections,  violation  of  which 
they  feel  will  give  them  an  edge  in 
.sales. 


11.  “BAIT.” 

The  most  common  cau.se  of  Com¬ 
petitive  complaint  to  this  Bureau  is 
the  advertising  of  low-priced  win¬ 
dows  by  a  few  dealers.  “Bait”  ad¬ 
vertising  is  covered  by  Section  No. 
6  of  the  Standards.  While  .several 
indu.stry  members  have  been  vocal 
and  vociferous  in  their  complaints 
about  “low-priced”  advertising,  we 
have  only  received  three  com¬ 
plaints  from  consumers  about  non- 
(Continued  on  Page  125) 
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Th* 

N  ALCO 

Aluminum  Combination 
DOOR 

Th*  NoIcq  Combination  Door  it  th*  Aritto- 
crot  of  th*  aluminum  storm  door  industry. 
W*  offor  th*  lin*tt  quality  motoriols  ond 
th*  b*tt  workmanship. 

1.  Omts  an  caattruetad  af  63STS  haavy 
aitnidad  alaMiaaai. 

2.  Hat  intarnal  adjustable  bettaia  ai- 

paader. 

3.  Watartigbt  caastruction  ea  heavy  kick 

plate. 

4.  Neat,  well-fittiai,  ‘T’  bar  traaie. 

5.  Easy,  quick  cbaape  fraia  flats  te  screea. 
1.  Tap  trade  hardware. 

Many  d*al*rthipt  still  op*n 
S*nd  for  litorotur*  and  pricot. 

- K.  D. - 

or  Fully  Assembled 
*  Immediaft  Dmiivery  * 

THE  NAPLES  ALUHINUH  CO. 

Bex  161  Leafonio,  Ohio 


TUxaCik 


WrM*  for  Mfiittratod  "Know  Now" 
Mamrfactirrod  by 

NIXALITE  COMPANY  OF  AMERICA 

1 19-1  IS  W.  3rd  St.  Daveapart  lawa,  U.SJI 


BEAUTIFUL  (LEAN  BUILDINO 

dfOUAAmU  itA  OH. 

UUd.  pAO^UaLlodMfUMCo! 


'No  Alighting*' 

ENDS  BIRD  NUISANCE 


Conrteoiis  Service  Still  Holds  First 
Place  When  Dealing  With  Public  . . . 


Reams  are  written  about  service 
and  courtesy  and  the  value  of  build¬ 
ing  good  customer  relations.  It  is, 
however,  a  topic  that  can  not  be 
too  thoroughly  emphasized.  The 
success  or  failure  of  your  business 
can  in  the  long  run  rest  on  the 
public’s  attitude  toward  you.  The 
quickest  way  for  you  to  lose  cus¬ 
tomers  is  to  have  rude  salespeo¬ 
ple,  installers  or  office  personnel. 
Whether  or  not  this  rudeness  is  in- 
tntion  or  unintentional,  real  or  im¬ 
agined,  or  even  deerved  or  unde¬ 
served,  it  is  fatal  to  business. 

Recent  Survey 

In  a  recent  survey  made  by  one 
successful  chain  operation  of  a 
group  of  customers,  the  following 
facts  stood  out.  Customers  re¬ 
turned  to  the  stores  where  they 
were  assured  of  fair  dealing,  qual¬ 
ity  goods,  attractive  atmosphere, 
and  efficient  and  courteous  help.  As 
long  as  they  were  given  a  nod  of 
recognition  or  its  equivalent,  they 
didn’t  mind  having  to  wait.  Too, 
they  liked  suggestive  selling  as  long 
as  it  was  done  in  a  friendly,  courte¬ 
ous  manner.  The  offering  of  factual 
information  rated  high  on  their  list 
of  a  salesperson’s  qualification.  In 
this  survey  and  in  many  other  in¬ 
terviews,  it  has  been  shown  that  a 
cu.stomer  will  return  or  recommend 
new  customers  to  a  specihc  sales¬ 
person  who  has  been  particularly 
helpful. 

“Middle  Path” 

As  distasteful  to  most  customers 
as  the  salesman  who  acts  as  if  he 
just  doesn’t  care  is  the  one  who 
tries  to  high-pressure  you  into  buy¬ 
ing.  A  middle  path  is  in  this  case 
most  desirable.  And  this  middle 
path  is  paved  with  the  stones  of 
courtesy,  interest,  and  intelligence 
of  the  product  you  are  selling. 

Another  valuable  point  to  keep 
in  mind  when  hiring  and  training 
personnel  is  that  everyone  working 


in  your  operation  affects  customer 
relations.  Though  it  is  the  sales¬ 
person  nel  that  most  often  come 
into  contact  with  customers,  your 
field  men,  installers,  drivers,  tele¬ 
phone  operators,  and  on  down  the 
line  must  realize  that  customer 
service  is  of  prime  importance  and 
that  it  is  the  customer  who  makes 
their  jobs  possible. 

— KV  Enthugfast 

«  * 

B.  S.  Reporter 

(Continued  from  Page  111) 

recently  to  become  a  distributor 
for  Arlite. 

Mr.  Smith  got  his  start  in  the 
combination  window  busine.ss  with 
the  Insulight  Co.  of  Newark,  N.  J., 
which  was  the  forerunner  of  the 
pre.sent  Arlite  Industries.  Before 
a.ssuming  his  pre.sent  duties  he 
was  Installation  and  Service  Man¬ 
ager  and  then  Production  Manager. 

Now  .‘33  years  old,  he  has  worked 
for  the  Federal  Re.serve  Bank  of 
New  York  City  and  was  a  first 
.sergeant  in  the  Air  Corps  during 
VV’orld  War  II  for  four  years. 

Mr,  Smith  .said  that  Arlite  is 
now  preparing  for  K.I).  .set-ups  in 
the  field  and  has  begun  prepara¬ 
tions  for  this  program  now. 

*  «  * 

Chambers  Announces  Central 
Ohio  Distributor 

Bennett  Distributors,  .‘39  East 
Chestnut  Street,  Columbus,  O.,  has 
been  appointed  central  Ohio  dis¬ 
tributor  for  Chambers  of  Shelby- 
ville,  Ind.,  gas  range  manufacturer, 
it  was  announced  today  (Fri., 
Apr.  17)  by  A.  H.  Scheffer,  com¬ 
pany  sales  manager. 

The  Columbus  firm  will  handle 
lK)th  Chambers  console  ranges  and 
built-in  equipment,  Scheffer  .said. 
Its  territory  will  include  20  coun¬ 
ties  in  central  Ohio. 

(Continued  on  Page  130) 
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N.  Y.  Better  Business 

(Continued  from  Page  123) 

delivery  of  the  advertised,  low- 
priced  windows  during  the  entire 
period  since  September  15.  One  of 
our  shoppers  did  report  that  a 
.salesman  told  her  this  low-priced 
window  was  “inferior”  and  at¬ 
tempted,  without  success,  to 
“switch”  her  to  a  higher-priced 
window.  F>om  di.scussion  with  ad¬ 
vertisers  of  the.se  windows  and  our 
own  shoppings  we  have  learned 
.several  things.  Salesmen,  natural¬ 
ly,  try  to  “up-trade”  the.-e  win¬ 
dows;  this  is  a  normal  business 
practice.  Sale.smen  are  apparently 
instructed  however  not  to  “kill” 
this  window,  or  to  disparage  it  un¬ 
duly  if  the  cu.stomer  insi.sts  upon 
purchasing  it.  It  .seems  clear  that 
the  adverti.sers  of  the.^e  windows 
do  have  them,  do  deliver  them  and 
do  service  them,  although  the  total 
sales  at  the.se  prices  are  obviously 
small  in  comparison  to  the  adver¬ 
tising  employed. 


to  caulk  uatlur  •  •  ffcntur  •  •  buttur 


Seal  Coulking  Compound 

n-stainine  .  •  mu  hardening  and  adheres  to  every 
Sial  rets  eh  Feheral  Specifrrratrons  and  those  of 
lent  Products  Association. 


in  white,  gray  and 
aluminum,  complete 
vdith  pressure  key  for 
easy  application. 
Jumbo  1  Vi  pints, 
pints  and  Vi  pints. 


available  in  26  colors 
to  match  every  build¬ 
ing  material,  includ¬ 
ing  vrhite,  black  and 
aluminum.  Vi  pint  to 
55  gallon  containers. 


COMHIIIIITIOll”  CkHRIIMitS 


tic  nozzle  supplied 
;  Available  in  most 
8Vi”  or  lO"  sizes. 


CAIBAR  Pressure  Guns 


Customer  Survey 


In  November,  1952,  a  survey  of 
cu.stomers  of  the  companies  .selling 
these  low-priced  windows  was  con¬ 
ducted  by  the  Bureau.  This  survey 
showed  two  things:  That  windows 
were  being  sold  and  delivered  to 
cu.stomers’  .sati.sfaction  in  .some  in- 
.stances,  and  that,  on  the  other 
hand,  long  delays  in  delivery  had 
been  experienced  by  other  custom¬ 
ers.  The  Bureau  is  not  fully  .satis¬ 
fied  that  the  letter  and  spirit  of  the 
“Bait”  Standard  is  being  lived  up 
to  and  is  continuing  its  investiga¬ 
tion  of  the  problem.  On  the  other 
hand,  it  feels  that  there  is  no  factu¬ 
al  basis  of  ju.stification  for  .some  of 
the  competitive  complaints  which 
are  entered  on  this  specific  Stand¬ 
ard. 

Conclusion:  Four  and  one-half 
months  have  pa.s.sed  since  the 
Standards  were  promulgated.  We 
have  had  a  sub.stantial  measure  of 
cooperation  from  mo.st  adverti.sers 
and  advertising  media.  The  cooper- 
(Continned  on  Page  126) 


Maniyfoclvrart  Tachnital  PraUwcH 
M11.M  N.  MartlMi  ttrMt,  UMto.  SS, 


You  may  nte  the  esperienre  we  have  gained  over  many 
yeart  lupplying  rombination  window  and  door  manu- 
farturen.  Guaranteed  thipmenta  on  regular  trhedulet. 
I.el  ui  help  you  aolve  your  problema. 

Diraet  UUl  Shipmrntt  Only 
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N.  Y.  Better  Business 

(Continued  from  Page  125) 


;  ation  of  some  media  in  Newark, 
I  Passaic  and  Paterson,  N,  J,  has 
;  been  poor,  as  we  anticipated  at  the 
I  outset.  However,  we  are  beginning 
i  to  see  definite  improvement  in 
;  these  locations  as  well  as  elsewhere 
I  in  the  metropolitan  area. 

The  admini.stration  of  Standards 
is,  of  course,  a  continuing  and  end¬ 
less  task  in  this  as  well  as  every 
other  field  of  merchandising.  In  the 
:  opinion  of  the  Bureau  substantial 
I  progress  has  been  made  and  a  real 
i  measure  of  cooperation  has  been 
exhibited  by  the  industry  during 
this  relatively  brief  initial  period. 
Based  upon  our  experience  to  date 
with  other  industry  groups  for 
;  whom  Standards  have  been  admin¬ 
istered,  we  believe  that  current 
!  progre.ss  can  be  maintained  and  ad¬ 
vanced  during  the  coming  months 
and  years. 


SPECIAllY  TREATED  STAIN.  EXCLUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 

S  QUARTER  FRAME. 

PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 

IT'S  PRICED  FOR  VOLUME. 

EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS. 

WRITE,  WIRE  or  PHONE 
DEPT  G-S 

13330  W.  McNicholas  Rd. 

Detroit  35,  Mich.  UNiversity  4-7134 


manufacturing  COMPANY 


OVERCOME 

PRICE 

RESISTANCE 

with 


REDWOOD  COMDINATION 
STORM  WINDOWS 


CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


Air  Conditioners 

(Continued  from  Page  104) 

not  have  good  distribution  organi¬ 
zation  and  any  company  so  situated 
can  be  expected  to  try  to  get  rid 
of  its  products  by  making  special 
price  concessions  to  dealers. 

But  the  room  cooler,  while  it 
may  have  the  mo.st  appeal  to  a 
perspiring  public,  is  far  from  the 
only  product  on  which  the  air-con¬ 
ditioning  manufacturers  pin  their 
hopes.  Dollar-wise,  it  is  a  mere 
drop  in  a  good-sized  bucket — a  $42 
million  factor  in  1951  in  manufac¬ 
turers’  .sale.s,  compared  with  an  in- 
du.stry  total  of  $213  million  for  all 
types  of  components  and  accesso¬ 
ries  as  indicated  by  current  produc¬ 
tion  estimates  that  it  is  far  bigger 
today.  Some  of  the  major  com¬ 
panies  in  the  field,  such  as  the  York 
Corporation,  the  Trane  Company, 
affiliated  Gas  Equipment  Ckrmpany, 
Inc.,  and  the  Worthington  Corpora¬ 
tion,  as  well  as  Carrier  and  Servel, 
think  that  year-round  air-condi- 
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Conic  to  IRVINGTON 

with  your  requirements! 

Those  and  many  otlier  shapes  of  extruded  plasties  ean  be  supplied  by 
Irvington  to  speed  up  your  glazing  operations,  and  reduee  your  eosts. 

First  to  introdiiee  this  type  of  plastie  channeling,  now  a  proven 
product  —  largest  producer  in  the  field  —  Irvington  is  in  a  unicpie 
position  to  supply  the  recpiireiiients  of  both  inanufacturers  and  ilealers 
in  the  aluiiiiniiin  window  industry.  Dies  are  already  availihle  fur  most 
of  the  cummoiily  used  shapes;  Irvington's  own  die  shop  is  equipped  to 
tool  up  for  special  shapes  —  and  to  assist  in  engineering  their  design. 
Samples  and  technical  «l  a  t  a  available  on  request. 


25  Argy  le  Terrace,  Irvington  11,  N.  J. 

Midwest  Representative  for  window  channeling: 
Cadillac  Plostics  Co.,  1SIOO  Second  Blvd.,  Detroit  3,  Mich. 


For  |irotii|il  quo* 
lalion  M-iid  us  a 
sliorl  pirre  of 
your  aluiiiinum 
sertioii  —  or  send 
liliieprint  of  your 
rrqiiirrinenle 


tioninjr  with  .summer  cooling  and 
winter  heating  for  whole  house.s 
offer.s  the  greatest  growth  poten¬ 
tial  in  the  years  ahead.  This  argu¬ 
ment  doesn’t  .seem  to  hold  with 
Fedders-Quigan.  which  insists  the 
relative  dollar  volume  is  in  the 
window-sill  type  devices  since  the 
major  market  for  many  years  will 
be  in  existing  homes. 

Mr.  Wampler,  who.se  Carrier  Cor¬ 
poration  signed  contracts  at  the 
end  of  1952  with  Gunni.son  Home.s, 
Inc.,  and  the  Knox  Corporation, 
two  leaders  in  the  field  of  prefabri¬ 
cation,  to  provide  year-round  air- 
conditioning  in  home.s  which  range 
in  price  from  $7,000  up  says, 
however : 

“I  feel  sure  that  very  soon  now 
speculative  home  builders  will  place 
their  bets  only  on  fully  air-condi¬ 
tioned  dwellings.  And  the  time  is 
not  far  distant  when  buyers,  es¬ 
pecially  when  considering  re.sale 
value,  will  pa.ss  up  the  non-air- 
conditioned  home  as  a  relic  of  the 
horse-and-buggy  days.” 

No  Depression 

(Continued  from  Page  16) 

Sound  Currency  Needed 

.Mr.  Humphrey  .set  as  the  first 
step  in  .solving  our  problems  “a 
sound  currency.” 

“The  first  half  of  the  deprecia¬ 
tion  of  our  dollar  has  already  oc¬ 
curred,”  he  went  on.  “The  pro¬ 
grams  and  conditions  which  this 
Administration  inherited  would 
have  accelerated  that  pace.  Stop¬ 
ping  that  spiral  is  imperative.” 

He  urged  a  quick  balancing  of 
Federal  spending  and  income  and 
told  the  editors  “more  defense  for 
less  money  is  perfectly  practical 
and  a  possible  accomplishment.” 

However,  he  cautioned  that  a 
truce  in  Korea  “will  not  have  an 
early  important  influence  on  the 
rate  of  military  spending.” 

Turning  to  taxes,  Mr.  Humphrey 
spoke  of  the  possibility  of  a  rea¬ 
sonably  early  tax  cut  once  ex- 
pen.ses  are  under  control. 


“The  reduction  of  taxes,  more¬ 
over,”  he  continued,  “is  one  of  the 
be-*  guarantees  we  have  against 
the  fear  of  depression,  in  the  event 
that  peace  makes  jKissible  cur¬ 
tailment  of  Government  defen.se 
spending. 

“It  is  e.ssential  that,  as  Govern¬ 
ment  expen.ses  are  brought  under 
control,  as  waste  is  eliminated,  and 
as  Clovernment  spending  is  grad¬ 
ually  reduced,  that  taxes  mu.st 
al.so  be  reduced  as  rapidly  as  Gov¬ 
ernment  spending  declines.” 


Looking  forward  in  the  event  of 
real  world  peace,  Mr.  Humphrey 
told  the  luncheon: 

“Full  production  in  many  lines 
where  plant  capacity  has  been  re¬ 
cently  so  greatly  increased  will  re¬ 
quire  real  .sales  effort  and  bring 
highly  competitive  times  in  .several 
lines. 

“But  do  we  fear  competition? 
That  is  what  America  stands  for. 
Competition  is  the  life  of  trade. 
It  is  what  has  made  our  American 
(Continued  on  Page.  128) 
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B  TRACK” 

ijou  should 
see  if! 


ITS  T  HI  ANSWER 


INSTALLERS  DREAM 


Jl 


u/7icrtn 


CORPORATION  OF  AMERICA 

M14WAUK(J  ’4  WISCONSIN 


DISTRIBUTORS 

DEALERS 

Don’t  pa88  up  profitable  cuMtum 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Kxtruded  .Aluminum 
Screens,  makinic  it  possible  for  you 
to  furnish  screens  rejrardless  of 
unusual  conditions. 


Kxample:  Kxtruded  Alum.  Wicket 
Screens  for  Pre-war  Simplex  Case¬ 
ments,  Projected  Sash,  etc. 

STER  WINDOW  PRODUOS  CO. 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  Y. 
FReeport  9-3401 


No  Depression 

(CoutinuEd  from  PuEje  127) 

sy.stem.  More  and  better  jrood.s  at 
les.s  cost  for  more  people  is  our 
national  slopran. 

“Peace  is  what  we  all  want.  It 
is  nothing;  to  fear,  nor  is  there  any 
rea.son  for  depression.” 


New  Products 

{Contitwed  frotn  Page  118) 

produced  in  rust-proof  heavy- 
Kaujre  Luster  Sealed  aluminum.  Its 
pivot-hinKed  handles  provide  posi¬ 
tive  latching  action.  It  will  effec¬ 
tively  lock  even  badly  warped 
doors. 

The  simple  construction  of  its 
latching  catch  makes  it  possible 
for  the  lock  to  .serve  the  dual  pur¬ 
pose  of  l>oth  door  lock  and  door 
pull.  By  enKa^inK  the  lock  with 
the  latch  in  the  retracted  position, 
it  will  allow  the  door  to  swinj?  free 
and  the  lock  will  then  .serve  as  a 
convenient  door  pull. 

Identified  by  the  number  G-3()0, 
the  lock  is  completely  reversible 
for  right  or  left  hand  doors  and 
is  now  available  from  Schlage  deal¬ 
ers  throughout  the  country. 

«  «  * 

Motchstick  Bamboo  Drape 
Offered  By  lohnson 

Another  specialty  product  which 
may  provide  an  answer  to  the  deal¬ 


ers’  ability  to  dre.ss  the  interior  of 
window  openings  is  the  Match- 


stick  Bamboo  Urape  made  by  the 
John.son  Products  Co.,  of  Chicago, 
Ill.  This  product  comes  in  a  variety 
of  colors  and  sizes  for  use  as 

drapes,  shades  or  room  partitions. 
In  addition  to  the  above  form, 

bamb<X)  matchstick  shades  can  be 
obtained  on  spring  rollers  or  pul¬ 
ley. s. 

Johnson  Products  Co.,  Dept.  BS, 
1010  W.  Weed  St.,  Chicago  22,  Ill. 

m  *  m 

New  Aluminum  Polish 

The  laboratories  of  William 

Howard  Mfg.,  Inc.,  has  incorpor¬ 
ated  the  revolutionary  formula  SI 
301  into  an  aluminum  and  other 
metals  cleaning  agent  “Wonder 
Gleam”,  which  polishes  and  pro¬ 
tects  as  it  cleans. 

Wonder  Gleam  is  non-toxic,  non- 
poi.sonous,  non-injurious  to  the 
skin  It  is  free  of  grit,  acids,  cyani- 
mide  and  all  corrosive  elements. 
Applied  sparingly  with  a  damp 
cloth.  Wonder  Gleam  cleans  and 
polishes  and  at  the  same  time  pro¬ 
tects  the  aluminum  from  possible 
future  stains,  oxidation  and  cor¬ 
rosion.  Wonder  Gleam  is  especially 
fine  for  anodized  surfaces. 

In  one  simple  application  its  soft 
lather  immediately  attacks  cor¬ 
rosion  and  pitting  without  the  use 
of  steel  wool,  leaving  a  brilliant 
surface  protectively  coated.  Ac¬ 
cording  to  the  manufacturer  steel 
wool  will  scratch  and  the  fibers 
will  adhere  to  the  metal  and  cause 
rusting  and  pitting.  Becau.se  of  its 
lasting  chemical  reaction,  le.ss  fre¬ 
quent  polishing  of  Aluminum  metal 
trims  and  surfaces  is  required. 

Many  aluminum  storm  window, 
door,  jalousie  manufacturers  and 
dealers  use  Wonder  Gleam  on  as¬ 
sembled  units  right  in  their  plant 
or  shops.  When  this  is  done,  it  is 
not  necessary  to  make  a  .second 
application  after  installation  as  the 
properties  of  Wonder  Gleam  con¬ 
tinue  to  protect  the  unit. 

Builders,  aluminum  window, 
d(X)r  dealers  and  installers  u.se 
Wonder  Gleam  to  dre.ss  up  their 
job  after  completion  and  to  keep 
the  installation  constantly  bright; 
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as  “jrive-aways”  to  build  Rood  will 
and  for  over  the  counter  sales;  as 
a  lead  producer  and  door  opener. 

In  addition  to  Aluminum,  Won¬ 
der  Gleam  is  excellent  and  specified 
for  Chromium,  Nickel,  Bra.ss, 
Bronze,  Monel,  Zinc  and  Stainless 
Steel.  An  8  oz.  jar  retails  for  $1.00. 

For  full  particulars  reRardinjr 
distributorships,  dealers  and  prices 
write  William  Howard  Mfjf.,  Inc., 
Dept.  BS,  1472  Broadway,  New 
York  N.  Y 

*  *  « 

Permutit  Issues  Bulletin 
On  Water  Softeners  | 

A  colorful  four-papre  bulletin  No.  ^ 
.‘1786,  de.scribinjr  the  multiple  bene¬ 
fits  of  soft  water  in  the  home  has 
been  prepared  by  The  Permutit  i 
Company,  330  West  42nd  Street, 
•New  York  36,  N.  Y. 

The  many  advantaRes  of  their 
new  line  of  Electro-Matic  Home 
Water  .Softeners,  models  EMA-25 
and  p]MA-50  in  furnishinR  soft 
water  which  enables  the  home¬ 
maker  to  api)reciably  reduce  the 
consumption  of  soaj),  perform  eas¬ 
ier  and  quicker  dishwashiiiR,  Ret 
whiter  and  cleaner  washables,  en¬ 
joy  deliRhtful  bathinR  and  elimi¬ 
nate  scalinR  of  hot  water  pipes  and 
the  heatinR  .systems  are  outlined. 

*  *  « 

Fenestra  Puts  Out  ! 

New  Door  Catalog 

“I’enestra  Residential  Metal 
Doors”,  a  new  eiRht  paRe  cataloR 
l)y  Detroit  Steel  Products  Com¬ 
pany,  de.scribes  swinR  type  and 
slidinR  type  doors  made  of  steel, 
for  residential  u.se. 

Two  paRes  are  devoted  to  slidinR 
type  closet  d(X)rs,  which  the  Fen¬ 
estra  manufacturers  now  offer  in 
new  birch  Rrain  finish  (as  illus¬ 
trated),  or  with  Rrey  baked-on 
prime  coat  for  additional  paintinR. 

This  new  cataloR,  with  its  nu¬ 
merous  illustrations  and  complete 
de.scriptions  and  .specifications,  is 
particularly  u.seful  to  architects, 
builders,  dealers  and  others.  U.ses, 
construction.  advantaRes,  stock 
(Continued  oh  Page  130) 


WANTED 

by 

Z)rip- 

LINEAL  LENGTH 
AND  K.D.  BUYERS! 


WE  WILL  SET  YOU  UP  AS  A 
MANUFACTURER  OF  ALUMINUM 
STORM  WINDOWS! 

We  have  IN-STOCK  atl  the  extruded  shapes  for  this  window 
that  you  will  need. 

tt 

EXTRUDED  SHAPES 

Att.:  Dealers  and  Distributors 

Our  all-extruded  aluminum  combination  storm 
windows  are  custom  made. 

\  Completely  Interlocked! 

\  Have  No  Complicated  Gadgets! 
Check  these  features:  \  Have  Positive  Cam  Catch! 

\''  Welded  or  Staked  Frame  Mitres! 


Write  or  Call  .  .  .  Urip-J^ex 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


3  channel  combination  window  manufacturing  franchise 
available.  An  excellently  designed,  original  and  different 
model  that  has  been  tried  and  proven  will  put  you  way 
ahead  of  competition.  All  dies,  tools  and  hardware  furnished. 
Territories  limited. 

Write 

Post  Office  Box  215  •  New  Britain,  Conn. 
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Largest 
Suppliers 
of  Stamped 
Storm 
Window 


Hardware 


tlpms 


1  diflPf'’’ 
,,lus1-t>1ions  o 

sinmp  'O' 

nionu'tu'o"’'^ 


ENGINEERING  Company 

3025  lost  SSHi  StTMt 
CItvtIaiid  27,  OMo 

ffte  tarftsf  Suppliers  of 
I  temped  Sterm  Wiedeiu  Nerdwere 


New  Products 

(C(rntinued  from  Page  129) 

sizes  and  details  of  hardware  and 
installation  are  given. 

A  copy  of  the  catalog  is  avail¬ 
able  by  writing  Detroit  Steel  Prod¬ 
ucts  Co.,  Dept.  BS,  3281  Griffin  St., 
Detroit  11,  Mich. 


I  B.  S.  Reporter 

j  (Continued  from  Page  124) 

President  of  Bennett  Distrib¬ 
utors  is  Wendell  W.  Bennett.  The 
firm  has  been  an  appliance  distrib¬ 
utor  in  the  Columbus  area  for  20 
years. 

The  company’s  factory  represen¬ 
tative  .serving  Bennett  Distributors 
is  James  Van  Meter  of  Newport, 
Ky. 

i  •  *  « 

i 

I  Keystone  Expands  Facilities 
For  Research  and  Design 

Recognizing  the  growing  imi)or- 
j  tance  of  their  products  in  the  build- 
I  ing  field.  Keystone  Alloys  Com- 
j  pany,  Inc.,  announce  the  enlarging 
j  of  their  Department  of  Re.search 
!  and  Design. 


E.  W.  Knapp  L.  Millar 


Mr.  Leonard  M.  Miller  has  been  | 
appointed  head  of  the  Development  ! 
i  and  Research  Laboratory.  Mr.  Mil-  * 
I  ler  has  been  associated  with  Key-  j 
I  stone  for  many  years  in  production  i 
and  field  work. 

i  Mr.  Erwin  W.  Knapp  has  been  . 
\  announced  as  Design  Engineer  on 
I  all  Keystone  products  and  will 
I  work  in  conjunction  with  the  de-  , 
!  velopment  and  research  depart-  i 
ment.  Mr.  Knapp  formerly  was  as-  \ 
j  sociated  with  Westinghou.se.  With 
I  increa.sed  personnel  and  working  ■ 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 

A  product  well  known  to  all  the 
better  dealers. 

This  name  KENBERN  on  the  prod¬ 
uct  you  tell,  represents  the  best  in 
good  engineering  and  craftsman¬ 
ship.  Prices  are  always  in  line  with 
any  comparable  merchandise. 

Due  to  increase  in  procurement  of 
Aluminum  Extrusions,  we  are  again 
in  position  to  supply  a  few  distribu¬ 
tors  in  territories  not  already 
covered. 

If  interested,  please  supply  infor¬ 
mation  relative  to  quantities  you 
purchase,  and  territory  covered. 
No  K.  D.'s 

Kenbern  Aluminum  Produch 
Weyl  &  Gahagan,  Mfgn. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 
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facilities  Keystone  will  now  be  in 
better  position  to  plan  and  work 
out  lonjf  range  projects  in  the  de¬ 
velopment  of  new  designs  in  alumi¬ 
num  storm-screen  doors  and  win¬ 
dows,  aluminum  siding  and  metal 
stampings. 

«  «  4t 

Rudiger-Lonq  Opens 
Eastern  Sales  Office 

The  eastern  sales  office  of  Rudi- 
ger-I>ang  Co.,  manufacturers  of 
aluminum  Tension-tite  window 
screens,  has  been  moved  to  Suite 
310,  International  Trade  Mart, 
New  Orleans  12,  La. 

This  sales  office,  formerly  lo¬ 
cated  at  the  firm’s  Toccoa,  Georgia, 
plant  is  managed  by  John  Disi- 
mone. 

The  new  phone  number  is  TU- 
lane  7186. 

«  *  * 

Childers  Profit  Sharing  Plan 
Pays  Employes  $7059.00 

Childers  Mfg.  Co.,  Houston,  Tex., 
manufacturers  of  aluminum  awn¬ 
ings,  recently  informed  its  em¬ 
ployes  that  the  company’s  profit 
sharing  plan  yielded  $7059  out  of 
1952  earnings.  Robert  Childers, 
president  of  the  company,  is  con¬ 
fident  that  the  amount  going  into 
the  Employees’  Fund  out  of  1953 
profits  may  total  alxjut  $30,000.00 

Mr.  Childers  explained  that 
funds  for  the  profit  sharing  plan 
are  allotted  by  .setting  aside  an 
amount  equal  to  20%  (before 
taxes)  the  net  worth  of  the  com¬ 
pany,  then  the  Employees’  Fund 
receives  15 of  the  next  $100,(M)0 
of  profit;  25' i  of  the  next  hundred 
thou.sand;  35 '7  of  the  next  hun¬ 
dred  thousand:  and  50';  of  all 
profit  beyond  this. 

*  *  « 

M.  M.  Schrotz  Appointed 
Alcoa  Vice  President 

M.  M.  Schratz,  (Controller  of 
Aluminum  (Company  of  America 
since  1947,  has  been  elected  to  a 
newly  created  vice  presidency, 
ALCOA’s  Board  of  Directors  an¬ 
nounced  recently. 

As.sociated  with  ALCOA  for 
more  than  43  years,  Mr,  Schratz 
(Continued  on  Page  132) 


protected  TERRIIOW^^- 
VAST  WARRET! 


A  Golden  Opportunity 
To  Double  Your  Profits! 


This  product  is  brand  NEW,  less  than  two  years  on  the 
market.  It  is  NOT  a  fly-by-night  item.  It  is  NOT  storm 
windows,  freezers,  encyclopedias,  vacuum  cleaners  nor  any¬ 
thing  similar.  It  is  NOT  a  luxury  item.  This  product  is 
actually  a  necessity  in  every  home  in  this  country! 

Our  1952  sales  were  sky-high,  almost  unbelievable.  Yet, 
there  were  over  500,000  homes  that  actually  needed  this 
product  and  we  just  couldn't  get  to  them  in  time!  This 
is  why  we  must  immediately  appoint  more  distributors. 
Although  many  territories  are  now  franchised,  other  markets 
are  still  available,  hut  not  for  long.  If  you  now  have  an 
aggressive  sales  organization  and  you  want  to  greatly 
increase  your  profits,  this  is  YOUR  golden  opportunity! 
You  will  not  have  financing  problems.  Our  product  is 
approved  for  F.H.A.  Financing. 

Write  to  us  today.  We’ll  show  you  in  detail  how  you  can 
make  more  money  with  our  product  than  you’ve  made 
in  your  life! 

We  are  a  nationally  recognized  manufacturer,  in  business 
making  other  products  for  over  20  years! 


THE  HOME  SAFETY  GUILD,  new  haven  2,  CONNECTICUT 


J\fam9fUaU 


Arolcclio*  and  Ixaulr  that  it  dittiactly  m- 
dividuol.  Ym  lock  tk*  nomt  af  tiidinfl  kt- 
ten  oad  numerolt  permaMatty  into  ploc*  i* 
0  matter  of  minutei.  Only  dim  tin  to  tteek. 
Pitt  all  IS”  doon.  Simply  cat  aft  endt  far 
oorrewer  tiict.  Available  alt#  with  tcrellt  oa 
top  bar  ealy  or  plaia,  without  Krellt.  Write 


Hlroloah  STtf 

OUNCAN-MORmS  CO. 

4t  M.  Vollay  St. 
AttaON  t.  OHIO 
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MY  SALESMAN  SAID... 

U| 


<0 


LOVE  IT!' 


you  hav«'  a 


that  s  simpi 
to  demonstrate 


unxclticL 

TRACKS’ 

My  customers 
will  love  It  too' 


Jl 


ii/ncrtLC. 


CORPORATION  Of  AMERICA 

M.lwouk^^  M  WiviOnMn 


Make  More  Money 

Sell  SAMCOE  Ornamental 
IRON 
RAILINGS 


I  i 


Slork  or 
C.uslom 

No  Limit  to  Profits  You  Can  Make 

Every  Home  a  Prospect 

To  see  these  handsome  railings  is  to 
want  them.  A  fast-sellintt  item  with 
attractive  profits  for  dealers.  All  one- 
piece,  arc-welded.  Glisteninf;  black 
finish.  Last  a  lifetime.  Strong,  sturdy, 
(food-looking;  adds  to  value  of  house. 
Quick  and  easy  to  install. 

Special! 

iKcluthre  Territory  Open  It  You  Act  Now 

If  you  act  at  once,  you  can  (jet  the 
Samcoe  franchise  for  exclusive  terri¬ 
tory  in  your  area.  You  owe  it  to  your¬ 
self  to  (fet  the  complete  story  on  this 
quick-8ellin(f,  profitable  line.  Xo  in¬ 
vestment  necessary, 

F  Q  [  H  lllustraled  foUers  on  the 
I  K  E  L  complete  Samcoe  line  of 
both  slock  and  custom 
Ornamental  Hailiiifis. 
if  rite 

Win.  J.  SAMCOE  IRON  (0. 

117  MILITARY  ROAD  •  KENMORE  17,  N.  Y. 


B.  S.  Reporter 

(Cmitinyed  from  Page  131) 

.started  a.s  a  voucher  clerk  in 
ALCOA’s  New  Kensinjfton,  Pa., 
office.  He  remained  at  New  Ken.s- 
ington  until  ALCOA’s  general  of¬ 
fices  were  moved  to  Pittsburjrh  in 
1912. 

Early  in  1920,  Mr.  Schratz  be¬ 
came  Chief  Clerk  to  the  Auditor. 
Fourteen  years  later,  he  was  ap¬ 
pointed  auditor. 

As  Controller,  Mr.  Schratz  has 
directed  expenditure  of  more  than 
300  million  dollars  involved  in  AL¬ 
COA’s  i)ost-Korean  expansion.  In 
addition,  he  has  served  as  an  of¬ 
ficer  and  director  of  a  number  of 
ALCOA’s  subsidiaries. 


E.  W.  Hammarstrom  Rejoins 
Philip  Carey  Mig.  Co. 

Re-affiliation  of  Eric  W.  Ham¬ 
marstrom  with  The  Philip  Carey 
Mfir.  Company  has  been  announced 
by  L.  W.  Clarke,  Vice-President  in 
Charge  of  Sales. 


E.  W.  Hammorttrom 

Immediately  prior  to  rejoining 
i  Carey,  Hammarstrom  was  chief  of 
I  the  non-metallic  building  materials 
branch  of  the  National  Pnxluction 
Authority,  a  position  he  held  for 
two  years.  He  was  formerly  Cana¬ 
dian  Sales  Manager  for  Carey  in 
which  ptisition  he  e.stablished  new 
otiices  and  a  sales  organization  to 
sell  building  materials  and  insula¬ 
tion  priKluced  in  Carey’s  Canadian 
plant.  Before  assuming  his  Cana- 


ROLLED  ALUMINUM 


SCREEN  ERAME,  SPLINE 
and  CORNER  CLIPS 


Praeitlen  roll-formed  from  3-SH16 
oluminum.  Dotign  bosod  upon  Iho 
moil  popular  profile  sections  now 
being  used  by  lending  fabricators 
and  KD  plants.  Easier  fabrication 
and  low  cost  puts  you  in  line  with 
any  competition. 

Send  for  NtU  SAMHl  and  price 
information  itating  quantity 
and  lengriie  desired.  Available 
for  prompt  delivery  E.O.S.  our 
own  mill. 


Mtfs  — Bssic  Aluminum  Eitiusions  and  Roll  Formed  Products 
m  FIFTH  Art ,  W  Y.  16.  S.  Y  « FACTORICS  CRtCHVIlLC.  PA 


ALUMINUM  STORM 
DOOR  Key  LOCK 


\  For  Door  Thicknesses  7*"  to 
IV' 

5  Disc  Tumbler  Cylinder 
V  Anodized  Aluminum 
\/  Simple  Installation 

Complete  Stock 
v'  Prompt  Shipment 

WE  FILL  ORDERS 

FOR  SMALL  LOTS 
Send  for  Price  List 


COURTESY  STORM  'WINDOW  CO. 

3931  Archer  Avenue  .  Chicago  37,  Illinois 
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ilian  duties  Hammarstrom  served 
as  Assistant  to  Vice-President  in 
Charjre  of  Sales  at  the  comj>any’s 
general  oHices  in  Cincinnati. 

IieF)resentinjT  Carey  in  a  New 
York  area  Hammarstrom  will  mar¬ 
ket  and  service  many  of  Carey’s 
S(K)  products. 

«  «  4c 

Lyf-Alum,  Inc.,  Expands 
Plant  Facilities 

Considerably  enlarjrin^  an  old 
I)lant,  buildinjr  an  even  larger  new 
one,  and  e(|uipping  both  with  the 
latest  in  new,  high-speed  equip¬ 
ment,  is  the  e.xpansion  program 
that  I.yf-Alum,  Inc.,  has  just  now 
completed.  Acconling  to  .Mr.  Jo- 
sei)h  Schechter,  president  of  the 
Wisconsin  Company  which  makes 
clapboard  aluminum  siding,  both 
factories  are  now  in  full  produc¬ 
tion,  giving  Lyf-Alum  a  productive 
capacity  si.x  times  greater  than 
before. 

“M'e’ll  need  every  bit  of  it.  t(H),” 
.Mr.  Schechter  stated,  ‘‘to  handle 
the  busine.ss  that  our  dealers  are 
pushing  our  way.  The  relaxation  of 
government  restrictions  now  cen¬ 
ters  our  manufacturing  problem  on 
the  procurement  of  sheet  alumi¬ 
num,  and  we  expect  supplies  to 
become  increasingly  plentiful.” 

Lyf-Alum,  Inc.,  has  now  con.soli- 
dated  its  Milwaukee  oflice  opera¬ 
tions  with  those  of  manufacturing 
— moving  everything  to  Oconomo- 
w(K‘,  Wi.sconsin,  in  the  metropoli¬ 
tan  .Milwaukee  area.  Both  the  new 
plant  and  the  expanded  old  one 
have  been  equipped  with  the  most 
modern  high-speed  mills  and  ma¬ 
chines,  and  are  operated  completely 
by  push-button  controls  without 
a  human  hand  touching  them  from 
the  raw  aluminum  sheet  to 
the  beautifully  finished  baked-on 
enamel  clapboard  siding  that  is 
being  produced  in  pure  white  and  ; 
pastel  colors. 

*  *  * 

Harold  M.  Clay  Leaves 
New  York  FHA  Office 

.Mr.  Harold  M.  Clay,  F'HA  Direc¬ 
tor  of  the  New  York  City  Insuring 
Ofiice,  has  resigned  according  to 
{Continued  on  Poffe  l.‘I4) 
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in  the  Business. . . 
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Thp  “Triple  Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  ta  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Civt  Prompt  Efficient  Service 
Di$tributor$hip  Inquiritt  Invited 
Member  of  the  Naiionot  Combination  Storm  Window  and  Door  ln%titute,  tnc 

••mmr  pm  mi  wmimw  ro  uir  pommi" 

POST  OPPKE  BOX  97  Pbtno:  W.ylend  2411  ^PCO,  ONIO 


DEALERS! 

DEALERS! 


Join  0  high-profit  orgoniiotion  where  oH 
the  best  deolers  ond  distributors  moy  be 
found? 

If  you  ore  looking  for  the  top  3-track  com- 
binotion  storm  window  in 
the  industry,  ond  ot  o  com¬ 
petitive  price  ~  this  is  it! 

No  other  oluminum  storm 
sosh  offers  more  soles  op- 
peol  ond  more  profits  for 
you. 

Territories  now  open  for  re- 
lioble  deolers  ond  distribu¬ 
tors. 


FOR  INFORMATION  WRITE  OR  VISIT  OUR  PLANT  IN 
PHILADELPHIA  NOW! 


mORT^ 


4th  &  GIRARD  AVE 
PHILADELPHIA  23 
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Famous 


^ekmoAmuL 


Shower  Enclosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath¬ 
rooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 


Installation?  Simple! 

Fost  ond  fool-proof  installation  is  a  cinch! 
Tub  enclosures  install  with  S-18  Mastic  we 
provide — no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanicol  know-how 
needed! 


They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


cJlLwt./Lt.Uej)Mwy 

OP  AMCMCA 


Write  now  for  details! 


B.  S.  Reporter 

(Continued  from  Page  133) 

an  announcement  made  by  Com¬ 
missioner  Walter  L.  Greene.  Mr. 
Clay,  who  submitted  his  resijrna- 
tion  last  month,  is  goinR  to  enter 
private  business  and  no  announce¬ 
ment  of  an  appointment  has  as  yet 
been  made  of  a  successor  to  Mr. 
Clay. 

Mr.  Clay  has  .served  the  Admin- 
i.stration  since  shortly  after  the 
pas.sajre  of  the  National  Housing 
Act  and  was  one  of  the  pioneers 
in  insured  mortgage  lending. 

*  •  « 

Leo  A.  Kirk  Resigns  from 
Philadelphia  FHA  Office 

Walter  L.  Greene,  Commissioner 
of  the  Federal  Housing  Adminis¬ 
tration,  announced  the  resignation 
of  Mr.  I.reo  A.  Kirk  as  Director  of 
the  Philadelphia,  Penn.sylvania  In¬ 
suring  Office.  Mr.  Kirk  is  resigning 
to  go  into  private  industry. 

In  announcing  the  resignation  of 
Director  Kirk,  Mr.  Greene  empha¬ 
sized  the  role  he  had  played  in 
developing  FHA  plans  of  home  fi¬ 
nance  in  Eastern  Pennsylvania. 
Mr.  Kirk  has  served  the  Adminis¬ 
tration  almost  since  the  inception 
of  the  FHA  plan  and  has  been  the 
Director  of  the  FHA  Philadelphia 
office  for  16  years. 

Mr.  Kirk  will  be  succeeded  as 
FHA  Director  by  William  A.  Kel¬ 
ley. 

*  *  * 

American  Kitchens  Adds 
New  Warehouse 

American  Kitchens  Division  of 
the  Avco  Manufacturing  Corpora¬ 
tion,  Connersville,  Indiana,  the 
nation’s  second  largest  producer  of 
steel  sinks,  cabinets,  and  dish¬ 
washers,  has  added  to  their  facili¬ 
ties  a  new  finished  goods  ware- 
hou.se  with  approximately  60,000 
square  feet  of  storage  space.  Be- 
cau.se  merchandise  is  stacked  al¬ 
most  to  the  warehou.se  ceiling  by 
mechanical  high-lift  stackers,  the 
warehouse  has  a  capacity  of  ap¬ 
proximately  28,000  units,  accord¬ 
ing  to  P’rank  T.  Hibbeln,  American 
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Kitchens  Works  Manajrer,  The  new 
warehouse  may  be  served  by  either 
truck  or  railroad. 

Mr.  Hibbeln  states  that  the  con¬ 
struction  of  the  new  warehouse 
was  necessary  to  keep  up  with  the 
rapid  growth  of  American  Kitch¬ 
en’s  business.  Accordinjr  to  Mr. 
Hibbeln,  the  added  finished  goods 
storage  space  will  allow  American 
Kitchens  to  keep  a  larger  inventory 
of  the  many  sizes  of  sinks  and  cab¬ 
inets  which  are  necessary  for 
American  Kitchens  dealers  to  be 
able  to  remodel  any  size  kitchen 
regardless  of  size  or  shape. 

*  *  « 

On  the  House 

{Cotitimu’d  from  Page  22) 

around  the  peak  of  65,500,000:  ex¬ 
pansion  in  industrial  inve.stment 
and  plant  equipment;  automobile 
production  at  the  annual  rate  of 
5,800,000;  and  retail  trade  at  the 
$171,000,000,000  annual  figure  com¬ 
pared  with  about  $158,400,000,000 
last  year.  The  steel  industry  has 
been  producing  around  capacity  for 
a  long  time  and  electric  power  pro¬ 
duction  is  well  over  a  year  ago. 

«  «  4t 

The  end  of  price  controls  is  not 
expected  to  upset  the  bu.siness  ap¬ 
plecart  to  any  serious  degree. 

The  most  favorable  factor  today 
in  American  business  is  competi¬ 
tion.  The  country's  industrial 
plants  are  turning  out  guns  and 
butter  to  the  extent  that  there  is  a 
sufficient  amount  of  goods  of  all 
kinds  to  create  competition.  The 
consumer  has  a  wider  choice  and  is 
l(M>king  over  the  best  dollar  value 
before  putting  it  on  tbe  barrel 
head. 


Peasant  Work 

Mrs.  Willie  Ann  Dottore  was 
granted  a  divorce  in  Detroit  after 
te.stifying  that  her  husband  re¬ 
fused  to  put  up  .screens  or  storm 
windows.  “He  .said  that  was  a  job 
for  pea.sants,”  she  testified. 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  in  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediat*  Dtlivery  Without  Prioritiot 

Ixprettly  Adaptod  to  KD  Inttollationt  oi  Well 
at  Fabricating  All  Windows  and  Doan 


Modt  of  Type  410  Stoinloit  Steel  specially 
keot  treoted  and  polished  for  eirreme  thread 
cutting  strength  and  maximum  corrosioa  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Special  heat  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  nf 


threads,  head  breokage,  damoge  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oeol  Cts'k  Head  styles,  in  diameters  4-4-t-IO 
and  12  and  in  lengths  V4',  H'<  Vt“t  H*  and 
Made  to  your  order  in  other  sixes  and 
head  styles.  Also  available  to  order  in  Rhillips 
recessed  hcod,  quantity  permitting. 

Lot  us  quote  you  on  yeur  requiremeoti. 


Industrial  Steels,  Inc. 

Is  " 


•  •  a  new  profit  opportunity  ^ 
—  waiting  for  yon! 

S£U  WILLIAMS 


•  Kiln  Drigrf,  No.  2 
or  Bottor  Lumber 


•  215-lb.  Shingle  Roof 


o  3 — 20x25  Windows 


•  Concrete  Foundotion 


*  Strand  All-Steel 
Overhead  Door 


New  Beauty  New  Designt  New  Brices 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  Mfg.  Co. 

4039  Cote  Brilliante  •  St.  Louis  8,  Mo. 
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3  chonnel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 
SCREEH  ft  STORM 
WINDOWS 

Wnf9  for  lit^ratuf  and  d«loi7s 
on  distributorship  franchiso  for 
JASCO  W/NOOWS  and  DOOKS 

*  Patent  Pending 


iSW  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Fielditone  7-8703 


PEERLESS^f 


DOOR  SWEEPS 

MAKE  ANY  DOOR  A  PERFECT  FIT 
FOR  ALUMINUM  OR  WOOD  DOORS 
AVAILABLE  IN 

36”  AND  40” 


Elongated  slots 

FOR  ADJUSTMENT 
HEAVY  EXTRUDED 
ALUMINUM 
VINYL  PLASTIC 

•  Vinyl  PIflttic  door  tweep  —  stops  drafts,  covers 
yRSigNHy  pops  left  by  misodiustment. 

•  Seciirely  set  in  heavy  eitruded  oluminum  chonnel 

•  lliminottt  Service  Colls  —  odiuttoble  ond 
reploceoble  by  Hie  home  owner. 


CAST  ALUMINUM 

INITIALS 

•  leovtifyl  Scroll  Inittol  ond 
ring. 

•  Slotted  four  woys  for  eosy 
instollotion. 

•  AM  letters  in  stock 

Sold  in  guontity  ot  low  prices. 

KDCC  CATALOG  FEATURING 
OUR  COMPLETE  LINE 


PBBTIBSS  GfiIIB  Co.  Nlehtmgale  9  384b 
8811  foster  Avenue  Brooklyn  36  M 


Hints  to  Salesmen 

j  (Continued  from  Page  30) 

Y'ou  are  a  building;  specialty 
salesman.  It  is  your  primary  inter¬ 
est  and  business  to  sell  building 
specialtie.s.  As  a  matter  of  fact,  if 
you  care  anythin}^  alniut  succeeding 
a.s  a  salesman,  building  specialties 
are  what  you  live  for! 

Now,  what  do  you  have  to  offer 
a  customer?  Why  should  he  he  in¬ 
terested  in  buying  from  you?  If  you 
think  that  all  you  have  to  offer  him 
is  some  specialty  product  you  are 
very  wrong  because,  in  addition  to 
your  product,  you  offer  him  at  least 
four  vital  things:  A  visible  im¬ 
provement  in  his  house,  a  financial 
.saving,  increa.sed  comfort  and  an 
added  in.surance  that  his  house  will 
stand  up  against  the  unpredictable 
whims  of  the  weather  and  other 
deterioration  to  which  it  is  subject. 

Let’s  .see  how  the  salesman  who 
keeps  these  things  in  mind  gets 
along:  Mr.  Black,  a  home-owner,  is 
discussing  rimfing  with  Mr.  White, 
a  salesman  for  ABC  Storm  Sash 
Co. 

•  •  • 

Mr.  Black,  like  everyone  going 
through  the  proces.s  of  being  .sold, 
is  lukewarm.  His  present  storm 
windows  aren’t  too  bad,  they  will  do 
for  another  year  anyway,  etc. — And 
then  Mr.  White  begins:  Before  call¬ 
ing  on  Mr.  Black,  Mr.  White  had 
made  a  short  but  thorough  inspec¬ 
tion  of  Black’.s  storm  windows  and 
his  inspection  had  revealed  obvious 
signs  of  wear  and  tear  that  w'ere 
easily  observable  to  his  trained  eye. 

Prevailing  on  his  prospect  to 
leave  the  hou.se  for  a  moment,  Mr. 
White  shows  the  potential  customer 
the  evidences  of  rot  in  his  storm 
.sash  and  explains  to  him  the  high 
loss  of  heat  resulting  from  leaky 
storm  w'indows  and  the  con.sequent 
waste  of  fuel. 

At  this  stage,  Mr.  White  draws 
from  his  ca.se  a  sample  or  model  of 
his  product  and,  as  they  stand  in 
the  yard  looking  at  the  windows, 
Mr.  White  asks  the  prospect  to 
compare  his  high  quality  product 
with  the  present  storm  sash,  also. 


NOW!  OUR  NEW 
CASEMENT  WINDOW 

IS  READY  FOR  DELIVERY 
...  in  your  area 


The  strongest, 
most  durable  and 
satisfactory  Case¬ 
ment  Window  on 
the  market  today. 

•  Inside  sliding-panels 
•  Interlock  meeting  rails 
•  Expansion  sub-frames 
•  One  trip  installation 

You  and  your  customers  will 
see  its  merits  quickly. 

Field  men  in  all  areas  HOWf 


uimsTRom 

MANUFACTURING  CORP. 

1  5-32  1  27th  Sf.. College  Pt.  N  Y. 


while  making  the  contrast,  Mr. 
White  stre.sses  all  the  advantages  of 
his  product,  paying  particular  at¬ 
tention  to  any  advantage  that 
might  convince  Mr.  Black  of  its 
long-range  durability. 

•  •  • 

At  this  point,  if  Mr.  Black  still 
.seems  unconvinced,  Mr.  White  will 
return  indoors  with  his  prospect 
and  whip  out  of  his  sample  case 
three  thermometers,  placing  one  on 
the  floor,  one  on  a  table,  and  then 
hangs  the  third  one  on  one  of  the 
wall  mouldings.  I,eaky  storm  win¬ 
dows  mean  uneven  temperatures  in 
the  home  to  say  nothing  of  the 
drafts  that  cau.se  colds  and  other 
more  serious  complications  that  re¬ 
sult  in  doctors’  bills. 

After  a  few  minutes  of  conversa¬ 
tion  during  which  he  points  out  the 
fact  that  children  like  to  play  on  the 
fliNir  and  of  course  low  tempera¬ 
tures  near  the  floor  can  mean  nasty 

(Continned  on  Page  137) 
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Satin  finish  —  Adiustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


uiinsTRom 

MANUFACTURING  CORP. 
15-32  127th  St.  College  Pt  .N  Y, 


Hints  to  Salesmen 

{Cotitinued  from  Pagr  136) 

folds  for  Mr.  Black’s  little  boy  and 
Kiri,  he  invites  Mr.  Black  to  look  at 
the  thermometers.  Mr.  Black  is  im¬ 
pressed  to  discover  the  wide  differ¬ 
ence  between  the  highest  and  low¬ 
est  thermometers  and  listens  with 
more  respect  to  Mr.  M’hite. 

•  •  • 

If  there  are  no  children  in  the 
house,  Mr.  White  carefully  points 
out  that  uneven  temperatures  can 
result  in  considerable  discomfort 
when  Mr.  Black  sits  down  to  read 
his  newspaper  for  his  head  and 
shoulders  may  be  warm  but  he  may 
feel  cool  around  the  knees  and 
downriKht  cold  around  the  ankles 
— a  situation  which  often  leads  to 
colds. 

Then  Mr.  VV^hite  mentions  the 
matter  of  price  quoting  the  two  or 
three  year  F'HA  terms  rather  than 
the  total  price. 

Our  .salesman,  Mr.  white,  has 
now  done  all  he  can  possibly  do  to 


prove  to  his  customer  that  he 
should  have  his  product.  He  has 
been  enthusiastic  concerning  his 
product ;  he  “knows  his  stuff” ;  and 
he  has  indicated,  from  every  angle, 
the  necessity  for  Mr.  Black  to  have 
new  storm  windows  on  his  house, 
and  all  the  attendant  advantages. 

•  •  • 

HHFA  Issues  Fiith 
Annual  Report 

The  Fifth  Annual  Report  of  the 
Housing  and  Home  Finance  Agency 
covering  activities  of  the  Agency 
during  the  calendar  year  1952  has 
been  made  to  the  Congress  by  j 
HHFA  Administrator  Raymond  M. 
Foley. 

Part  I  includes  an  overall  survey 
of  housing  conditions,  problems, 
and  progress  during  1951,  and  cov¬ 
ers  operating  responsibilities,  us  j 
well  as  supervisory  and  coordinat¬ 
ing  functions  of  the  Office  of  the 
Administrator,  This  section  deals 
with  operations  and  effects  of  hous¬ 
ing  credit  restrictions,  progress  in  ; 
the  provision  of  defense  housing,  ; 
and  the  start  of  Federal  aids  in  the 
provision  of  community  facilities 
in  critical  defense  housing  areas. 

Part  II  covers  the  Home  Loan 
Bank  Board  and  subsidiaries:  the 
Home  Loan  Bank  System,  the  Fed¬ 
eral  Savings  and  Loan  System,  the 
Federal  Savings  and  Loan  Insur¬ 
ance  Corporation,  and  the  Home 
Owners  Loan  Corporation.  As  part 
of  its  report,  the  HLBB  also  makes 
a  final  .statement  on  the  liquidation 
of  the  HOLC  in  which  it  sum¬ 
marizes  the  achievement  of  the 
HOLC  and  outlines  benefits  derived 
from  its  operations. 

Part  III  covers  the  operations  of 
the  Federal  Housing  Administra¬ 
tion.  In  this  part  the  FHA  provides 
details  of  its  operations  under  its 
various  types  of  mortgage  insur¬ 
ance.  It  includes  an  accounting  of 
the  activities  of  the  FHA  in  the 
provision  of  disaster,  defense,  and 
military  housing.  The  FHA  also 
continues  its  series  of  .statistical 
tables  relating  to  characteristics  of 
mortgage  loans,  of  the  mortgaged 
property,  and  of  borrow'ers  income 
and  housing  expen.se. 


CLASSIFIED  ADVERTISING 

Ondar  this  hsodlnq  claaslflsd  advsrtUsmaata 
or*  accsptsd  at  ths  unlionn  rots  oi  2S  csats 
a  word,  but  no  odvsrtUsmsnt  toksn  ior  loss 
than  20  words  with  a  minimum  chords  d 
$5.00;  3  months  at  20c  psr  word  psr  lassrttoa. 
Chock  or  Monsr  Ordsr  must  accompany  copy 
ol  Classllisd  Ad.  AdTOrtissmsnts  soUdtlnq  dsal 
srs  or  distributors,  or  nsw  products  ior  sals,  not 
accsptsd  In  closaUlsd  ssction.  Addrsss  ail  com¬ 
munications  to  Classlilod  Dopartmsnt.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avsnuo.  Now 
York  IS.  N.  Y. 


HELP  WANTED 


S.M.KS  KKfKK.SKMA  TIVK  WAN  TKI>  M..t. 
iitiw  callitix  <»n  tiealrrA  of  triirtian  tiliiui  aiui  ahinii 
tuitit  «ttorr  rtc.,  t«i  <$^11  iow-|»rii'r«t  altiniiiuini 

awniuKA  of  KrytioM^  aiomiiuim.  Trrrttory  o|>pn  f>>T 
New  KiiKlami.  Mulitlr  Atlantic,  Mi<l<ilrwe»t  Will 
'fitertam  sole  line  repreiwntative.  Perm.*  Shaile  t  o.. 
^40  K.  Jinl  St..  I.os  AiiKele**  \2,  t'alif. 


SALKsMKX  WANTKI)  TkKMK\IM»rs  onjKir 
tunity  for  live  wire  AaleAinen  in  all  territorieB  to 
Aell  loweM  price  jaloUAir  wimlitwA  on  market  tinlay 
to  IfealerA  only.  Very  hi^h  C'lmmisAion  %et  up.  Write 
statifiR  territory  coverei!  as  well  as  iither  lines  yitu 
are  now  carryitiK.  Ho*  JQ?,  HriLIHNli  SPKl  lAI 
TIKS  A  Htime  Improvement  l)ealer.  4J5  Fourth 
Ave..  New  York  16.  N.  Y. 


DKSIfiN  KN(;iNKKR.  F-XPHRIENCKI).  with 
aluminum  storm  window  and  diN^r  manufacturer 
M.  K.  Decree  or  equivalent.  Attractive  yearly  aal- 
ary  to  qualified  man.  ixmg  Nlatitl  location.  Ilt>x 
liriMil.Vti  SPE(  lAI.TIKS  A  Home  Im- 
nrovement  Dealer,  4i5  Fourth  Ave.,  New  V'ork  16, 
N  V 


SAI-KSMKN  ( ONTAfTINf;  M’MHFRYARDS. 
department  xtoren,  or  distrihtitors,  for  California 
re<lw(MMi  combination  diKirs  aiul  wirxlows.  Cttmmis 
Sion.  Many  territories  ot»eii.  Box  395.  BlMI.DINti 
SFKCI  Al.TIF.S  A  Htime  Improvement  Ifealer. 
425  Fourth  Avenue,  New  York  l6,  N.  Y. 


FOR  SALK 


INSri.ATlON  TRCCK  |95()  D.Hlge,  cab  over 
engine,  20  fiMit  enclosed  IxMly,  i'omplete  with  heavy 
liuty  blowing  e<{uipment  aiof  hoses.  $2,500. (Hi. 
Yirginia  Improvement  Compan>.  St<ip  26.  Peters 
burg  l‘ike,  Richmond,  Yirgtnia.  Fhone  82-4533.  6-5.t 


MIS(’KLLANKOrs 


MTKNTION  MANCI  A(  TCRF.RS  WFI.I.  e* 
:at>hshrd  wholesale  firm  in  Wilniingtiin.  Delaware 
lesires  to  a«!d  new  lines  of  hintding  sKcialties  ap 
plicahle  to  the  general  contracting  tra«le.  ("urrenlly 
serving  the  heating.  ro«ifing  anil  sheet  metal  trade* 
on  the  Del  .Mar  Ya  I’cninsula  and  in  nearb>  Ferin 
sylvaniii  and  New  .f^rsey,  we  are  desirous  of  adding 
items  of  interest  to  the  general  contracting  trarle 
ConsKleration  will  lie  given  to  any  new  materials 
or  priHtiicts  for  which  distribution  does  not  now 
exist  in  this  area  Drscriptive  literature  and  prue 
lists,  including  suggested  retail  prices  to  the  various 
classes  of  trade,  will  In*  ai»ptrciated.  I’nited  Suppls 
Co,,  Inc.,  I*  <1.  Box  I22S.  Wilnnngtoti,  Delaware. 


OFFFRIM.  MIDWF.ST  RF.rRFSKNTATlON 
Kstablished  manufacturers  representative  orgaiii/a 
torn  with  statfeil  Chicago  ofbee  seeks  products  allied 
to  grille  line  now  sidd  all  door  atol  window  ar 
ciuints  in  Illinois,  W  ist'onsin,  and  Indiana.  Interested 
only  in  nias>  priHiticed  qii.ility  pr<-JiM'ts  ^’o^lr  cot 
respondencr  will  In*  held  in  confidence.  KxrelJent 
trade  and  Iiank  references  Write  Box  402.  BCII.D 
INti  SI‘Kt  I  .\1.TI  FS  A  Home  lmpri»vemriit  Dealer. 
425  Fourth  Avenue,  .New  York  16,  .  Y,  6  53 


R  K  F  R  K  S  K  \  T  A  T I  ( )  N  A  \  A I  L  A  H  L  K  W  F.  c<in 
tact  K  I)  Aluminum  Dijor  and  VV'indow  Mfg,  and 
large  dealers  in  (ireater  .New  N'f»rk  and  surround 
ing  area.  \\'e  sell  desire  conipanom  prfHtuct 

that  sell  to  like  accounts  on  C  ommission  basts 
Box  4(H).  HCILDINCi  SBKfMALTIKS  A  Home 
Improvement  Dealer,  42.5  b'ourth  Avenue.  .New 
York  16.  \  V 
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